aan lO ity i. ae ans 


en lll, antes NN 





“no % Sp gaweRead: “Turning Vacation Time into Profits” 


ardware 


Founded 1855 





$3.00 a Year 













a aeons New York, June 11,1925 ‘: ~ No. 24 

















TRADE MARK 


There is no substitute for 


Quality 











You can tell your customer— 
when you sell him a tool which 
bears the name “Brown & 5 
Sharpe”—he is assured of “(J 
quality unexcelled. 












BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 














TOOLS 


ROWN £7 GHARPE 
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You’re the dealer who pays and pays for 
dissatisfaction more times than for 
satisfaction. 


You’re the dealer who sells most of the 
hardware for the new homes about 


the city. 


You’re the dealer who gets the blame and 
feels the loss of repeat sales if the 
hardware fails to give your client 
perfect satisfaction. 


_—— 


You’re the dealer who is passing up the 
easiest way in the world to distin- 
guish the kind of hardware that 
will eliminate 95 % of your troubles. 


You can’t go wrong when the goods are guaranteed. 


FRANTZ MANUFACTURING CO. 
STERLING, ILL. 








& The stack of labels 
produced in the Frantz 


factory daily, each 
backed by an unlimit- k 
ed guarantee. 
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Big Summer Profits for Every PYREX Merchant 


Stifling hot days. Thermometer ’way up. Nothing 
so refreshing as a cooling cup of iced tea. 


What an opportunity for you to sell your customers 
PYREX Tea Pots. PYREX Tea Pots are ‘the only 
tea pots as practical to serve tea in as they are to make 


teain. The warm tea can be cooled in a jiffy without 
danger of breaking the PYREX Tea Pot. 


Display PYREX Tea Pots with a card reading 
“PYREX Tea Pots are ideal for iced tea.”” Recom- 
mend PYREX ‘Tea Pots for use at lawn parties, 
church fairs, etc. 


Better see that your stock of PYREX Tea Pots is 


complete. 


PYREX SALES DIVISION 


CORNING GLASS WORKS, CORNING, N. Y., U. S. A. 


Originators and Patentees of Oven Glassware 
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Whis Osborn Window Display 
Increases Sales 100% to 500% 
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These well-known houses are authorized distributors for Osborn Blue Handle 
Household and Personal Use Brushes. Ask them. 

The W. Bingham Co., Cleveland; The Bostwick-Braun Co., Toledo; The 
Bronson & Townsend Co., New Haven; Buh! Sons Company, Detroit; Burhans 
& Black, Inc., Syracuse; Decatur & Hopkins Co., Boston; Eastern Drug Co., 


Boston; Evansville Supply Co., Evansville; Geller, Ward & Hasner Hdwe. 


Co., St. Louis; C.H. & E. S. Goldberg, New York City; L.Gould & Co., Chicago; 
Charles Hubbard Son & Co., Syracuse; Janney, Semple, Hill & Co., Minneapolis; 
Kelley-How-Thomson Co., Duluth; Lee-Kountze Hdwe. Co., Omaha; Logan- 
Gregg Hdwe. Co., Pittsburg: Masback Hdwe. Co., New York City; C. H. Miller 
Hdwe. Co., Huntingdon: Minneapolis Drug Co., Minneapolis; Morley Bros., 
Saginaw; Northern Drug Co., Duluth; The Philadelphia Wholesale Drug Co., 


Philadelphia; Plimpton-Cowan Co., Inc., Buffalo; John Pritzlaff Hdwe. Co., 


Milwaukee; The Salt Lake Hdwe. Co., Salt Lake City; Schwabacher Hdwe. 
Co., Seattle; Supplee-Biddle Hdwe. Co., Philadelphia; H.D. Taylor Co., Buffalo; 
John L. Thompson Sons & Co., Troy; Townley Metal & Hdwe. Co., Kansas 
City; Towns & James, Brooklyn: Van Camp Hdwe. & Iron Co., Indianapolis; 
John B. Varick Co., Manchester: The Walding, Kinnan & Marvin Co., Toledo; 
The Geo. Worthington Co., Cleveland; Wyeth Hdwe. & Mfg. Co., St. Joseph. 
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Here is a sales booster that 
works. Records show that 
it increases sales 100% to 
500% wherever dealers 
use it. 


Every Osborn brush it sells 
for you means extra profits 
—and means just so much 
less business for the glorified 
peddlers. : 


As an Osborn dealer you 
are entitled to this window 
display without cost. It is 
part of the complete and 
effective Osborn plan to 
keep the brush business in 
the legitimate stores. 


Do your part—not only 
without cost—but with 
added profits for yourself. 


If you don’t push Osborn 
Brushes, the peddlers have 
the chance to push theirs. 


The business is there for 
you—and you can get it. 


Order the Osborn Window 
Display from your jobbers. 
See the list. Ask for order 
blank or write to us. 


And as soon as you get it 
—put it to work for you. 


The Osborn Manufacturing Company 
Cleveland, Ohio 
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“KIDDIE” 






WT Sey AM HAM aT 


KIDDIE-KAR 


List Prices $1.50 up 











ACH line not only is the 
best, but also—distinctively 
different, — and backed by 
a consistent sales policy with- 
out cut prices. This means 


DEALER PROFITS 
ASSURED. 


Cut prices by your competitors 
need not worry you. Their ve- 
hicles are not ‘‘KippIE” Vehicles 
nor are they comparable with 


them. 

; KIDDIE SKOOTER 
KIDDIE KARS and other‘‘K1D- isi Pin teaoe 
DIE” Vehicles are the best known 
and most demanded by your cus- 
tomers, hence are the easiest to sell. 








List Prices $4.25 up 
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They also give the best satisfaction. 


There’s a jobber in your terri- 
tory carrying them in stock. 
Write us for dealer proposition. 
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es 


H. C. White Company, 
North Bennington, Vermont 


“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office—Fifth Avenue Building 
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: Any cuts on this page furnished 
List Prices $3.00 up tree to dealers. 


List Prices $10.50 and $11.75 
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Beware of Imitations/, 


These PATENTED Lugs 


Preven é the 
Bending of Small Pipe 


Like the original Vise, this later improve- 
ment was patented by Williams. Also like 
the Vise, itself, this feature is being imitated. 









But, since no other manufacturer has the 
right to use it, purchasers desiring to avoid 
infringement are advised to accept only 


The Genuine 


Williams’ “‘Vulcan’’ 
Chain Pipe Vises. 


The lugs eliminate the otherwise 
inevitable bending under strain of 
the chain, the small sizes of pipe 
used in Nos. | and 2 Vises. They 
bridge the gap between the jaws 
and support the pipe rigidly. 


Be sure your Vise is a Genuine Wil- 
liams’ ““Vulcan’’—not an imitation 
or infringement that cannot be 
continued. Literature? 


J. H WILLIAMS & CO. 


“The Drop-Forging People”’ 


New York BUFFALO 








June 11, 1925 















June 11, 1925 HARDWARE AGE 





SIMMONDS 


Crescent-Ground 


Cross-Cut Saws 
The best Seller 


The most satisfactory saw 
for your customers 





Have you got them im stock? 


Sold by leading jobbers everywhere. 
Write for booklet, “What Happens to a Cross- 
Cut Saw P” : 


a a 


Simonds Saw and Steel Co. 


Fitchburg, Mass. 
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HE kind that does a WHOLE house job, the 
kind that makes a business of heating, does it 
quickly, easily, economically and keeps on doing 
it for years—that’s the only kind of heating de- 
vice you can afford to sell these days. 


The Sunbeam Cabinet Heater is a “he man” 
heater. It’s built on thoroughly scientific princi- 
ples. It’s not a stove with a casing around it, 
but a new type of heating device that is specially 
designed and specially built to do the work for 
which it is intended—to heat, not one room, 
two rooms or three rooms but to thoroughly and 
and healthfully heat every room in the house. 


It gets this new heating result by a new 
method —it circulates the heat instead of 
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radiating it like a stove. It draws in the fresh 
air at the bottom and circulates it everywhere 
about the house. And it does this big job 
with little fuel. It’s long on heat and short on 
fuel consumption. 


The Sunbeam Cabinet Heater is new in its 
method but a “long time out of the experimental 
stage”. Thousands are now in operation. It is 
selling itself for hundreds of Sunbeam Dealers 
from Maine to California and in several foreign 
lands. | 


You can make the most of “today’s heating 
opportunity” by selling Sunbeams, the heaters 
that are made and guaranteed by the largest 
makers of heating equipment in the world. 


THE FOX FURNACE COMPANY <: Largest Makers of Heating Equipment - ELYRIA, OHIO 
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HE kind that covers your entire territory, 
the kind that makes a business of getting orders, 
does it quickly, easily, economically and keeps on 
building up profitable trade—that’s the only kind 
of selling plan you can afford to operate. 


The Sunbeam selling plan is a “he man” plan— 
complete in every detail. It locates the best pros- 
pects throughout your territory, it thoroughly 
combs the town and surrounding country, finds 
the folks who are heating their homes with 
stoves, shows you how to go after these possible 
customers and provides you with the material 
to help land them. 


First it’s a local selling plan. You are furnished 
with effective store helps, signs, display cards, 


THE FOX FURNACE COMPANY -: Largest Makers of Heating Equipment + ELYRIA, OHIO oe Pe 
; « 


SU 


CABINE 


T 
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A “He Man” Plan 





posters and window trims. Literature for store 
and mail distribution is furnished in liberal 
quantities. Movie slides for picture theatres and 
electros for your local newspaper are supplied 
free of charge. And finally you are given com- 
plete selling outfits for your salesmen. 


Then we back you up with an aggressive 
campaign in a large list of national magazines, 
headed by The Saturday Evening Post, in which a 
series of double page spreads in color will be used. 


You can make the most of “today’s selling op- 
portunity” by using the Sunbeam Plan. The least 


. . . ¢ 
you can dois to see it and you can do that without ¥ 
the slightest obligation. The coupon opposite,’ 

4 


will quickly bring you the whole story. J 
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Worthy of 
Your 
Endorsement 


YOU take nochances in re- 
commending ARCADE Files. 
In fact, customers will 
admire your judgment. 


They're properly tempered 
and cut for fast, accurate 
filing. Good workmen find 
them dependable---always. 


NICHOLSON FILE CO. 


ARCADE WORKS 
ANDERSON, IND. 
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A Complete Line— 


Everywhere about the home—trom cellar to 
attic, from kitchen to garage—there is need of a 
good Slip Joint Plier. 


THE PEXTO SLIP JOINT PLIER LINE is 
very complete consisting of large and small, 
heavy and light, thin nose, bent nose, pointed 
nose, blunt nose—twenty styles and all practt- 
cal sizes of each style. They are sure to meet 
the requirements of the Mechanic and the 
Handy-man-about-the-house. 


Our dealer helps, consisting of Metal Display Fixtures, 
Window Cards and Booklets, will help to increase your sales 


“Ihe 


PECK STOW & WILCOX CO. 
Southington, Conn, U.S.A. 
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For Vacation Days Selling 


—This Sturdy Steel Coaster 


pas Janesville Sturdy Steel Coaster—one of the lead- | 
ers in quality-built Janesville line—is a ready seller 


during vacation days. 


Stimulate interest and desire in the minds of the young- 
sters and their parents by displaying the Janesville Sturdy 
Steel Coaster in your windows during this time. 


Every one of these good coasters sold will bring you 
other worthwhile sales. 


If your stock is not complete, write your jobber. 


Janesville Products Co. 
Janesville, Wis., U.S.A. 
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Bit Brace 











beaces—brenst deills—hand drills 


The Stanley Line of boring tools is com- 
plete. It includes all the popular sizes and 
styles of braces, hand drills and breast 
drills. Complete information on the line 
will be sent on request. 


STANLEY, New Britain, Conn. 


New York Chicago 
San Francisco Los Angeles Seattle 


STANLEY BORING TOOLS 
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Jhe Blue Streak 
yp 
; Yas every page picturing ideas which mean 
1s compl WGP dollars to dealers. A Complete Line— 


WY : nothing left to wish for. Something to 
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erate Guam Uy 4 7 fy meet every demand of your trade. A wonder- 
oa ae uy fy ful array of Juvenile Vehicles—every one a 
Y, Yh fp fpf fh fy . . ° 
— tee fp winner! Beautifully printed, four-color 
+ a. Yfffp views show the Leaders of the Line as they 
Ter Bakes : actually appear. <A tangible help which 


Hand Cars 

Toy Barrows 
Cycle Velocipedes 
Knee Scooters 
Doll Carriages 


boosts sales. 


Ask Your Jobber 


or the Blue Streak Salesman for a copy of this 
money-making book. Don’t wait another day! Sun- 
shiny davs drive the youngsters out-of-doors. Help 
to put the kiddies—and your dollars—on wheels,— 
and keep ‘em rolling! 


The Toledo Metal Wheel Co. 


Toledo, Ohio 
Makers of Dependable Wheel Goods Since 1887 
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How Hohner is Helping You 
Sell Hohner Harmonicas 


Zi, by OQ 
, NE of the outsanding events of the 
past three years is the nation-wide 

sweep of interest in the harmonica. 











M. Hohner, Inc., has capitalized on this 
steadily growing interest and, through a 
consistent campaign of national advertis- 
ing, has created an enthusiastic demand 
for Hohner Harmonicas that is produc- 
ing record sales for Hohner dealers. 


Through magazines, newspapers, bill- 


Win the Contest boards, window displays, movies, radio 
With a Hohner! and municipal contests the Hohner mes- 
In the principal parks and playgrounds of sage of good music and fun is being 
held to devine the hammion humo broadcast to millions of people every- 
ica players. In each community some boy where 
- girl will be Eng ge and enjoy _ ' 
nors, oO rtunities that ° ‘ 
—L—<—_ The advertisement shown at the left is 
Get into the, fun today and win the contest with a Striking example of the progressive 
trae in tone, accurate in pitch and perfectinwonk: Lohner policy to tie up with every oppor- 
the aid of thn Peon Ippurpotton Weck, Ack your tunity to sell harmonicas through deal- 
dealer for one today; if he is out of copies, write M. ‘+. ° e . 
Hohner Inc., Dept. 000, New York City. ers. And it is a wise dealer who ties his 
Leading dealers everywhere sell 1c] ' 
Me Mee ae store to Hohner advertising in order to 
get his share of the splendid business 
available. 


You can get your share of this steadily 
increasing business by stocking a com- 
sortment of Hohner Harmonicas 
Important to Hohner Dealers plete _ a di " nw 
Hohner interest and enthusiasm is sweeping and being rea y to istrl ute t e J ee 
lly ay Ag ge Fg gl Bn Instruction Books featured in our advertis- 


oe tying up “a the big — 
vertisin ampaign. e rea with a ° . 

Hohner display, color charts, free instruc- ing. Write us today for a supply of these 
Wo are costing Ge tanank Ae we ott book dl h h to t 

you to do is to help us meet it. You can OOKS afl et us Snow you Ow to turn 


get your share of this splendid business by every inquiry into a sale 


stocking Hohner goods—and pushing them. 





























M. HOHNER, Inc., Dept. 66, 114 East, 16th St., New York 


Canadian Address: Hough & Koehler, 468 King Street, W., Toronto 
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American 
Ready-Lite Lantern 


No better light for camping, 
or in fact for any purpose re- 
quiring a good light out of 
doors. Burns motor gasoline, 
lights with common matches, 
300 candle power, wind and 
storm proof, can’t explode and 
won't go out even if tipped 
over. Has the well known 
straight, long-life Ready-Lite 
generator. No dealer who sells 
sporting goods can afford not 
to stock the Ready-Lite lan- 
tern. Prices on request. 

















Another Point of 
Kampkook Superiority 


The new open grate construction as perfected by 
Kampkook engineers and as used in all 1925 model 
Kampkooks, provides a faster, hotter flame than ever 
before. Better combustion, due to an ingenious plan 
which admits more oxygen to the burners is the open 
secret of this iniprovement. It is-one more feature 
added to the long list which place Kampkook far 
ahead of all others and which have made it the choice 
of more dealers and more users than all other camp 
stoves combined. 


Kampkook advertising in leading national publica- 
tions, the biggest publicity effort ever undertaken on 
any camp stove is telling the Kampkook story to new 
motor camping enthusiasts everywhere. If not already 
supplied, order American Kampkooks from your 
jobber and write us for sales helps. 


American Gas Machine Co., Inc. 
Albert Lea, Minn. New York, N. Y. 
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| JUST OUT! 


and already 
“the talk of the scooter field” 






One enthusiastic dealer says: 
‘the spring’s the thing that 
makes cash registers ring.” 


I 


EN 


Spring Scooter 








Nati . Ahead of competition—with its up-to-the-minute, velvet- 
ationally Advertised smooth spring action. Real shock-absorbing spring flexibility 
care lige ype ng eaypit that rides the bumps just as clean and easy as Dad’s car. An 
~ gages lip eel gay as instant hit with boys and girls wherever shown. Quality con- 
FORHE: deste: am des ‘tec struction throughout: 1” x 14” steel fork and frame, 4-point 
ee aie te i! Recbeee ooe bolted hardwood footboard (no sidesway), hardwood handle 
al aioe a tecematen ce bar, dise steel roller bearing wheels, long wear 1” non-skid 
as Gan aediine wee tires. Quick-action brake. Built for fun, and “stands the 
uncesontieistas gaff.”? Finished in bright, pure colors—and priced right! 











More GO-BOY playthings that are outselling competition 


GO-BOY Racer GO-BOY Gym 
Fastest thing on Flying Rings, 
wheels. For girls Trapeze Bar and 
and boys. De: Swing. (Flying 
velops both legs— Rings and Trapeze 
keeps them Bar _Interchange- 
straight. No weak able.) Regular 
parts, no replace- circus of fun. 
ments. Sturdy Keowee bits in 
steel frame, hard- cnuiie-+—.aik. dh 


wood fittings - : 
metal roller oe streets! Built with 
reserve _ strength. 


ing wheels. Clinch- — ££ 
er tires. Gay col- Easy to erect. Lasts \, , i 


ors. through childhood. 


You'll double your sales with GO-BOYS—big season now on—wire or write 
your jobber or us at once for terms, details, etc. 


THE GO-BOY CORPORATION 


621-J Caxton Bldg. Cleveland, Ohio 


DISTRICT REPRESENTATIVES 


GO-BOY Bike 
Bridges the gap 
between kiddiecar 
and bicycle ages. 
Girls as well as 
boys. Safe, strong, 
speedy. Finest 
workman- 
ship. Guarded 
sprocket. Bright 
red and_ yellow. 


Big hit! 





Kaufman-Levenson & Co., 7 E. 17th St., New G. E. Dalton Co., 1731 Arapahoe St., Denver, T. D. McLean, L. C. Smith Bldg., Seattle. 
York City. olo. _ ’ ’ 
H. H. Ashmead, 421 Clinton Bldg., Columbus, “= Dahon Co., 180 New Montgomery St., Cc oe 232 W. Huisache Ave., Sen 
oO. an Francisco. 
Reese & Penny, Orear Leslie Bldg., Kansas G. E. Dalton Co., 747 Warehouse St., Los An- -—~ Schnaider, 209 N. Rochblave St., New 
rleans. 


City, Mo. geles. 
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Sta Made in America 


“The Train with the Guarantee Registered U.S. Patent Office 


Get Ready 


for the “American Flyer’’ Backyard Railroad 
PRIZE CONTEST! 


During July and August. we are running a big NATIONAL 
ADVERTISING CAMPAIGN for the kids in America fea- 


turing our “Backyard Railroad Prize Contest.” 


This unique summer event originated by “American Flyer” attracts 
thousands of boys and girls to “railroading’—it took us seven weeks 
after the contest clused last year to choose the winners from the thou- 
sands of entrants. 


What This Means to You! 


Be sure to have a complete stock of “American Flyer” trains and 
equipment and “Structo” Hoisting Toys and Autos. 

The kids want Locomotives, Passenger and Freight Cars, Non-Rustable 
Track-Semaphores, Water Towers, Crossing Gates, Switches, New % 
volt step Transformers or Structo Steamshovels, Grab Buckets, Dump 
Trucks, Tractors and Trailers. 





STOCK UP NOW TO MEET THIS DEMAND * 





AMERICAN FLYER MFG. CO. 


2219-39 South Halsted Street Chicago, Illinois 
New York Office—Fifth Ave. 
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Customer Sells Himself 


It’s like tempting a child with candy! 


Imagine a fellow who loves good tools resisting the muscle twitch of his 
arm toward the plier lying there. His hand itches to grip it and snip the ten 
penny nails and the No. 12 wire in the side pockets. Then he is invited to 
try the parallel wrench grip on that turnable nut. The Bernard feeling of 
strength gets in his system from actual experience and he'll never get over it. 
He’s yours! 





SEE NEXT PAGE 
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5 Cards that 
Sell Pliers 





a. 








Ask Your Jobber 

















For Special Price 
Demonstration Offer 


We have a special demonstration offer 
which includes the demonstrator shown on 
the preceding page and these five large 
window display cards—sufficient to make 
a fetching layout for window or interior. 
This is high-grade material built around a 
definite idea that will sell pliers. Write for 


the complete story. 
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WARNING! 


Much confusion is now being caused by one of the imitators putting up Pork Rind Strips, in the 
same size and shape bottle, and the same size and make of cap as we have been using for years. 
Bottles and caps of this type have become known to the trade as containing AL. FOSS Pork Rind 
Strips. 

We have appealed to the courts for redress but could get no action, but in the last analysis, you are 
the Court, the Judge and the Jury, and I want to appeal to your spirit of fairness and sportsman- 
ship to refrain from handling goods masquerading as our product. 


Owing to the popularity of the AL. FOSS Pork Rind Minnows, others are trying to “horn in” on 
our business, and as the courts have sustained our patents, they are unable to attach the pork rind 
strip directly to the body of the lure and are, herefore, unable to produce a satisfactory wiggle of the 
pork rind strip. 

This means nothing in their young lives and they are now calling any old thing a pork rind bait, 
if it has a hook where the pork rind can be hung to. 

You will do well to let this fake stuff alone and handle the genuine AL. FOSS Pork Rind Minnows 
and Pork Rind Strips. You will then have no no unsalable imitations lying around your store for 


AL FOSS PORK RIND MINNOWS 
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SHIMMY 
WIGGLER, 
ly or % oz. .$1i.00 





‘‘Never a back-lash—every cast perfect— 


simply uncanny!”’ 


45c—Bass, Musky 
and Fly Spinner 
sizes 


So says an angler who used one of these reels on a two- 
weeks’ fishing trip. , 





This snarl-proof casting reel is to all appearances, and in actual fact, 
equal in design, materials and workmanship to any other high-grade 
reel made. The only difference is a simple centrifugal device revolving 
within the reel arbor—a little policeman who raises his hand at the 
proper moment and stops a snarl from stepping in. 





Make this test at your dealer’s:—H i i i it] 
at y ealer’s ave him rig up this reel with pesmerr aL 


line and if there is not room for you to actually cast, just hold the WIGGLER 
reel in one hand with thumb off of line, and with the other give the end of line a ; “or 5% oz. .$1.00 
hard jerk. You will see that while the line will unwind and apparently snarl, it can lian * afer 
be readily stripped off, rewound and ready for another demonstration. Then try this 
with any other reel and see what happens. 


Like all other reels, the Al Foss Easy Control Bait-Casting Reel will “‘back-lash”’ 
under careless handling. But the line will not become snaried, it will readily strip 
from the spool for rewinding and continued casting. 





Specifications: —The No. 3-25 is nickel silver, satin finish, with jeweled end thrust 
bearings. Capacity 50 yds.—14 Ib, test line. Double balanced handle; pyralin grips. 
Quadruple multiplier with click. Screw off oil caps. Spiral gears. Pivot bearings 
of high grade non-wearing bronze. All steel parts of best tool steel drill rod. Spool 
shaft of hardened tool steel. Has metal arbor 7%” diameter, making it unnecessary 
to build up the spool with a lot of dead line. End plate diameter 2”. Length of 
spool 1%”. Weight 8 oz. Leather case. 


AL FOSS 


Originator, Patentee and Manufacturer of the Pork Rind Minnow. 


1730 Columbus Road Cleveland, Ohio 





LITTLE EGYPT 
WIGGLER, 
Weight, % oz.75c 
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THE SEASON’S GREATEST SELLERS 


Here is the most attractive line of the year. Everything new! 36 models in all! 


All have the scientific patented Steelcraft spring Many advanced novelties! 

suspension. A wonderful feature! Found in no Backed by national advertising in the Saturday 
other car!! Evening Post! 

The easiest riding, longest lasting, best looking Inspect Steelcraft before you buy—all great sellers. 
models on the market. Write today for attractive discounts. 


’ 
NOON 


Vif YU 
“od 





Branch Office and Warehouse: 


320 Market St., San Francisco, Cal. 
MURRAY PRODUCTS CO., CLEVELAND, OHIO 
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They Pick Them Off The —_— 


LIFETIME FRIE? 


Ea ave | | ‘OOLS set where they can be 
eae handled are an irresistible lure 


aad 


ny] oa | to the average man. He picks a 
ei ey ha ED? . . 66 9 
a ‘7 «eee _sppair of pliers off the board, ‘hefts 
rl - iy a hammer—a sale is made! 


Many retailers have written us en- 
thusiastically, telling of remark- 
able increases in tool sales since 


they installed the Vichek board. 





This board costs you nothing. It is 
like an extra salesman — except 
that you pay it no salary. Fora 
greater tool business this year get 
the Vichek board! Full details 


will be sent you on receipt of the 


WM inmsinee AaB? ae 


coupon below. 


eink Go ee 


The Vichek Tool Company 


Cleveland, Ohio 







ASY TO SAY VELCHEK) The 
i Vichek 

| » —_— ~~ y, Tool Co. 

: 3000 E. 87th St. 
Cleveland, Ohio ) 


Please give me full in- 
formation on the Vichek 
Self - merchandising Board. 
Also send samples of literature 


and details. 


| Cry Sedtaniiek Good Tempered 
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copy of our lat- 
est catalog and 
price list. It 
will give you 


completeness of 
our line. 














ALL 


Mimnow Buckets 


Tackle Boxes 


some profits. 
us asking for details. 


IT 





Bait Boxes 


Dealers everywhere are now capitalizing and “cashing” on 
the summer fishing season by selling the Falls City line 
of bait and tackle containers. 


How Is Your Stock? 


a If you are not offering our line, the most complete in Amer- 
Write for a ica, you are passing up an opportunity for big and hand- 
Write to your jobber today or directly to 


an idea of the STRATTON & TERSTEGGE CO. 


Incorporated 


Louisville, Kentucky 








Get the Children to ADVERTISE Your Store 





And when one dealer in a small town can 
originate a “scheme” that sells $500 worth of Toys 
in a single week it simply shows what can be done 
when one really tries. 


Hardware Age, 239 West 39th Street, New York City 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
frdm and how it “goes” and they'll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 

Obviously different dealers have different ideas about 
how Toys should be sold. 

HARDWARE AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 

Read Harpware AGE each week and keep posted on 
what others are doing. 

And while Toy trade may come to him_ who waits, 
the dealer who goes after it will get it first without 
waiting. 
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HAGEN’S A Profitable Line for 
Own Clubs—for Summer Sales! 


Your Profit 





Walter Hagen has granted Burke the right to 
copy his clubs. Here are shown four of the 
leading Burke-Hagen models—actual duplicates 
of his record-breaking clubs, each autographed 


& 
Walter Hagen. 
Since Walter uses them, they MUST be un- 
rivalled in design, in material, in finish. 


This is an appeal that must sell unusual num- 


bers of these clubs. 
If you don’t carry these clubs, write for prices, Wa rranted 


etc. 


Hagen Driver: 
Socket Model. 
Deep face with 
metal insert. Easy 
to learn. 


PITCHING 
SHOES 


HER are Pitching Shoes de- 

signed to suit experts at a 
price every amateur can afford. 
This means a big market for you 
—ready sales, big profits! Marion 
Shoes are designed right, 
priced right and made right. 
Marked and packed in pairs. 


Hagen Driving 
Iron: 
A conf i dence- 
building club for 


the long one- 
shotters. 





Hagen Mashie: 
Well lofted. Me- 


dium in size and 
weight. Practical 
in every way. 


Write today for special folder No. 56 





We also offer the quality line of MARION 
forged tools— 


HEDGE SHEARS SHEEP SHEARS 
GRASS SHEARS MULE SHEARS 
GRASS HOOKS 


Have you received your copy of our catalog 
yet? If not, ask for No. 106. 


ii’ Marion Tool Works, Inc. 


onano US 
Marion, Indiana 
R Manufacturers of the famous CRECOITE Line of 
Tools—Camp Axes, Tourist Axes, Boys’ Axes, Men's 


LUBS ‘BAGS: BALIS Axes, House Axes, Hammers, Hatchets. 


THE BURKE GOLF COMPANY, NEWARK, OHIO 


Hagen Mashie 
Niblick: 


Heavy head, but 
a small blade. 
An excellent 
trouble-escape. 





















































i 
merical 
THE LINE BEAUTIFUL 

Automobiles 
Velocipedes 
Coaster Wagons 
Express Wagons 
Scooters 

Pedal Bikes 
Hand Cars 
Tricycles 

Doll Cabs 
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Those qualities which 
always bring leadership 
in any industry are the 
ones that have brought 
supremacy to American 
Juvenile Vehicles: or- 
ganization—big produc- 
tion—saleable merchan- 
dise, right price and su- 
perior service. The Amer- 
ican Line tops the field 
in sales and excellence. 


Most Copied Line : 
in America 


Ask Your Jobber or 
Write for New 1925 Catalog 





No. 199—10xl inch roller bear- 
ing disc wheels. Length overall 38 
inches. Height 35 inches. Foot- 


June 11, 1925 











FOUR FACTORIE “i TOLEDO, OHIO. U.S.A. 


board 13 inches long, finished in 
natural, equipped with rubber mat. 
Rear footbrake. Steel frame enam- 
eled red. Wood cross handle fin- 
ished in red. Bicycle bell. Park- 
ing stand. Packed two in carton. 
Welght per carton 30 Ibs. 














IRE y 


—_— — . 
Ne <i te oa gaa a 
‘ AL Lee iy 


<2 ENR See pa 


June 11, 1925 HARDWARE AGE 27 


Ties} we! x “ et 7, j 

toy as Rey AN é ial 

eh Ae Pers a “t, We ead | 
oad 


4 


An Ounce of Performance Is Worth 
a Ton of Talk 


ALK is cheap, and it is easy to make extravagant claims whether they 

be true or not. This is true of cream separator claims. But if there is 
the slightest doubt in your mind which separator really does skim cleanest 
(and this is the feature in which the user is primarily interested), just try 
this simple test: 

Put a De Laval side-by-side with any other separator of approximate 
capacity. Mix 20 gallons of milk thoroughly and let it stay at normal room 
temperature of 70°, which fairly represents every-day conditions such as 
milk from cows on dry feed, milk from “‘strippers’”? and milk obtained 
during late fall, winter and early spring separating temperatures. Run 
half through each machine; and while you are doing so, turn each machine 
yourself. You will find with milk running through the bowl, the De Laval | 
runs by far the easier. Then run the De Laval skim-milk through the other 
machine and vice versa. Weigh and test for butter-fat the cream that each 
machine gets from the other’s skim-milk. And when you do this you will 
know beyond question of doubt which separator skims cleanest, is the 
easiest to turn and the most profitable for your customer to own. 














New De Laval Best Separator 
Ever Made 


E are looking for aggressive agents who will carry such demonstrations on to their 
farmer customers. The new De Laval with the wonderful “Floating Bowl,” the 
greatest separator improvement in 25 years, is the best machine ever made. {Come 
arative tests welcomed.) ‘To save an enormous loss more than two million separators 
must be replaced during the next five years, and more than half will be replaced by De 
Laval Agents. If you want your share of this business and are willing to go after it 
aggressively, we can quickly get together. Get in touch with us. 
Keep in mind, also, that the De Laval Milker is opening up a brand new field of great 


sales possibilities. 












' 
= ~~ i] 
- om een Leadership is | The De Laval Separator Co. 
ased ° | 165 Broadway 600 Jackson Blvd. 
1. Invention of the original separator. | New York Chicago 
2. Every important improvement originated by De . : ; 






; Pecan iia lice aa SIMA be Gentlemen: I am interested in securing 

el Yours Of Service™ I ABR ACCEL See al amen ‘ we , 

. Approximately as we f machines in use as all : the agency for the sale of (check which) 
other makes eombinec 

. More than 1100 prizes and awards. 

_ The world’s largest and best equipped factories. Ly 

. Most skilled organization and best centrifugal ett pte inas zy 
engineers. LETTERHEAD 

. The greatest factor in the development of dairying 
—now the largest and most profitable branch of 
agriculture. 

9. Development and perfection of the De Laval 
Milker. 

. The most advertising and merchandising helps. 








[] De Laval Cream Separator 
[] De Laval Milker 
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Your Tin Can Shooters 


.22 Rifles Are All the Go Now 


FF to camp and cottage, canoe cruise and motor tour. 
O Getting a new .22 rifle and cartridges—going to make 
up for months of lost time with a lot of shooting. 

Sell them all Hoppe’s Nitro Powder Solvent No. 9. Nec- 
essary for the proper cleaning and protection from rust of all 
firearms. Recommended for years by Uncle Sam for the 
Army, Navy, Marine Corps and Militia. 

And for the working parts, sell them 
Hoppe’s Lubricating Oil. A pure lubricant, 
containing no acid, thinner or other harmful 
ingredient. Light, penetrating, does not gum. 

Handsome silent salesman counter dis- 
play case free with each dozen. 

: Let us know if your jobber isn’t prompt 

in supplying you. Write for sample of No. 9. 
Cleaning Guides for your customers free. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning. 


2314-H North 8th St. Philadelphia, Pa. 
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You will never be on the 
defensive with 


NORTHLAND 
SKIS 


They have met every test 
of speed, strength and du- 
rabilitv. The ski to stock 
—Catalogue and price list 
on request. 





NORTHLAND SKI MFG. CO. 


World’s Largest Ski Manufacturers 


22 Merriam Park St. Paul, Minn. 














Toddier Swan Shoo Fly 





One ot the new items in the Toddler Line—designed by 
one of the country’s foremost bird artists. Finished in 
five bright colors. You can purchase this item in quanti- 
ties as low astwoof each. Newcatalog ready June 15th. 


Gould Manufacturing Company 
3024 Indiana Avenue, Oshkosh, Wis. 
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NATIONAL 


ALL STEEL 
JUVENILE VEHICLES 


SMART LINES—MECHANICAL PERFECTIONS 


Extreme durability and finished in six attractive 
color combinations 


SEND FOR ILLUSTRATED CATALOG 


NATIONAL JUVENILE VEHICLE CO. 
3860 East 91st Street, Cleveland, Ohio 








Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 











THERE IS ONLY ONE 
‘Go_p MEDAL 22%”, 


FOR 33 YEARS THE RECOGNIZED STANDARD 


ORDER EARLY. GOLD MEDAL CAMP FURNITURE MFG. CO.. RACINE. WIS. 











‘ 


*““Your Advertisement Was the Means 
of My Procuring My Present Posi- 
tion.”’ 


A salesman (whose name will be given on request) sought a 
pesition on the road for a hardware jobber. He inserted his 
advertisement four times in the Classified Opportunities Section 
and got immediate results. 


He writes as follows: 
“Would say that I signed up with Co., 
Phila., Pa, and have been on the road for them for 
two weeks. Your advertisement brought me many 
good answers, and was the means of my procuring 
my present position.” 





When you advertise in the Classified Opportunities Section of 
Harpwargs AGE you are making your wants known to the entire 
responsible hardware trade. 


‘ * 





June 11, 1925 
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Service is Woven Into the Product 


ch way 


12 Mesh, No. 33 gauge ea 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


made from Open 


is 
Hearth Steel produced in our own fur- 


naces, 


WICK WIRE BROTHERS 


No screen cloth is better than its ma- 


Screen Cloth 


terial. 


No. 34 gauge warp 


18 Mesh, No. 34 gauge each way 


der our expert 
Only full gauge wire is 


The wire is drawn in our own mills. 
, both lengthwise and crosswise. 


Our other Brands Screen Cloth 


Cortland Black Enameled 
White Metal Finish 


Each brand meets every standard re- 


mier 


Wickwire Pre 
Wickwire Bronze 


_ 2 
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OO 
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quirement an 
BROTHERS guarantees that 


he product, 


service is woven into t 


your Jobber for Full Information and Prices 


Write 
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It locks as well as it looks 


HE elegant simplicity, the chaste accu- 

racy, of the Navarre design, unmis- 
takably mark it a member of the Corbin 
family. But in bearing the Corbin name, 
it tells your customers that it locks as 
well as it looks. 


No finer recommendation could be had for 

Good Hardwarethantherecord of Corbin 

locks. In every type 

of building theyhave P- & F. CORBI 
New York 


Ls 


long since proved their excellence by a 
life-time of service. 

In great office and public buildings, in 
homes, churches, schools, hotels, stores 
and factories, locks of Good Hardware— 
Corbin—are giving permanent protection 
as well as perfect decoration. 
Hardwarethatlocksaswellasitlooksmakes 
friends for its dealer 


SINCE NEW BRITAIN p 
as well as its maker. 


1849 CONNECTICUT 


The American Hardware Corporation, Successor 
Chicago 


Philadelphia 
i} 


June 11, 1925 
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Did You Write for Your Opportunity Letter 
in Answer to This Advertisement in the May 14th Issue of Hardware Age? 


If Not, Do So Now—Here’s the First Great 
Advance in Heating Stoves in Years! 







Daa, 3 EALERS | everywhere are 
A | writing for details of this 
rE profitable new stove proposi- 
tion. An oil-burning heating 
stove. Now, at last, people 
who use heating stoves instead of fur- 
naces can have and enjoy all the advan- 
tages of wonderful Oil Heat! If you 
did not write for your Opportunity 
Letter in answer to this advertisement 
in the May 14 issue of Hardware Age 
be sure to do so now. 


The remarkable “OLCO”  Ojil-Gas 
Heater is a new and modern Oil-Burn- 
ing heating unit; an Oil Burner of na- 


for heating stoves, just 
as it is replacing coal 
and coke as a fuel for 


The “OLCO” is a great achievement. 
It is the first real advance in heating 
stoves in years. The final achievement 
of 14 years of scientific development. 
Here at last is the ideal heatirig stove! 


furnaces. 


Built right into it is an Oil-Gas Burner 
of national reputation—the famous 
Oliver No. 20. It is built in, solidly— 
not just set in. Hermetically sealed in! 


Something 
New! 


The “OLCO” is made in three sizes— 
13, 15 and 17-inch firepots—with full 
nickel trim. Nickeled ornamental dome, 
upper ring, foot rails, base, and legs. 
Main body of best grade, rust-proof, 
satin-blue finish sheet steel. Also the 
“OLCO” No. 22, a unit with larger 
heating capacity, for commercial installa- 
tions, shops, garages, stores, lodge halls, 
schools and picture shows. 


To light the stove all you do is turn a 
valve and strike a match—and what a 
glowing flood of heat it does give. In- 
tense heat—or any degree desired—in- 


Everything about the burner is com- 
pactly contained right in the stove, out 
of sight. There are no parts extending 
out to spoil the heater’s attractiveness. 
What’s more, the famous Oliver No. 20 
burner has no noisy motor, no moving 
parts to get out of order, no spark plug 
or electrical connections. 


No oil heater could be more simple, 
more practical or more efficient. Em- 





bodied in the wonderful “OLCO” are 
all the sound, basic principles of oil 
burning for domestic heating. Gravity- 
type oil feed is used. That means that 
the oil doesn’t have to be forced in. 
And it uses the simple, practical prin- 
ciple of natural draft. 


The exact proportion of air required is 
automatically and properly mixed with 
the oil vapor. Proper size combustion 
chambers in the various sizes of “OLCO” 
Heaters have been accurately deter- 
mined to produce perfect combustion. 


It is impossible to burn more oil than 
There 


a tional reputation, and a heating stove stantly. It operates on as little as one can be properly turned into heat. 

a i a. ame complete fon? ' pint of oil per hour, depending upon is no waste. Any excess of oil through 
3 — ag the amount of heat desired and the size the burner is directed into a_ safety 
ee ha a 7 -* a finely-built coal- of the stove. automatic shut-off valve. 

urnin er—but in 

be: calie % is a compact, “ si Your request for de- 
a mcm, Oil-Burning O TB = and ee will 
ng In Oil Burner and Heating ‘ec i ms 
4 Oil, as a os has e 3 ee a 
a come to stay and re- , ay 
| seeds Sfove--in One Complete Unit rer oreruniy te: 
ES i wi e 


real market which ex- 
ists: in your locality for the sale of 
“OLCO” Heaters, the profit per unit, 
and the wonderful way the “OLCO” 
proposition fits in as a money-making 
addition to your present stove line. 


663 Oliver Bldg., St. Louis, Mo. 


Oldest and Largest Manufacturers of Oil-Cas 
Burners in the World 


This Coupon 


for Your Convenience.... 


‘Mail It Today! 


Oliver Oil Burner Corporation 








f : : 
i g OLIVER OIL BURNER € 
a gs CORPORATION, ‘a 
, a 663 Oliver Bldg., 5 
q St. Louis Mo. ‘ 
BRR RR ete eee e ees 1925. i 
P| Gentlemen: ; 
8 send me the OPPORTUNITY LETTER mentioned & 
8 in your important announcement of June llth. No & 
j § obligations, of course. The complete unit ‘‘O © 
i § Oil Heater looks Iike the best stove proposition I’ve g 
f g@ come across in years. 4 
' | 
SS Oe A PRA ae Oe Pa a 
g Nome ...----++-: - 
‘6 99 - SE ree gr a eee ee a - 
OLCO” Heater : a . 

a vedbdeddsee tact nee Pee é«cevces 
No. 219 : ' 
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DRAFT 
ROPE 


y TRIP 
ROPE 


OTHER 
MYERS 
PRODUCTS 

PUMPS FOR 
EVERY PURPOSE 
DOOR HANGERS 

ETC. 
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SLINGSorFORKS 
CAN BE USED ON 
ANY KIND OF 
STEEL TRACK 


7 F.E.MYERS & BRO.c. 


ASHLAND, OFIO. 


ASHLAND PUMP AND HAY TOOL WORKS 
ALBANY - HARRISBURG - MILWAUKEE - CEDAR RAPIDS - ST. LOUIS- KANSAS CITY- NEW YORK 
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Sell your customers Myers 
Unloading Service this year. 
Sell them Myers Unloaders, 
Forks, Slings, Tracks, Pulleys 
and fixtures for unloading hay, 
grain and fodder from the 
wagon into the mow or onto 
the stack. 


You know what depend- 
able unloading service means 
during rush harvest. Success- 
ful merchandisers are assuring 
their customers this service 
through the Myers line of Hay 
Unloading Tools. 


Catalog and prices on re- 
quest. Myers terms make it 
possible for you to anticipate. 
We will quote direct or have 
one of our representatives see 
you, according to your wishes. 
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A HODELL CHAIN 
FOR EVERY PURPOSE 
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PUMP CHAIN 


Furnished in two sizes, 
Nos. 5 and 6. Hot gal- 


vanized. 
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.PORCH SWING CHAINS 
Y and “rT Chain Types 
in 7'% an 
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8 ft. lengths. 
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Contractors and Carpenters 
Know Sash Chain is Best 


Years ago people made long trips in buggies with “Old 
Dobbin” and hung their windows with Sash Cord. Good 
methods once, but out of date now. 


Good contractors and carpenters know that cord or rope 
cannot stand the strain and service required in office build- 
ings, schools, hospitals, homes, etc. Modern building is bet- 
ter and they recommend sash chain as the best and only per- 
manent way to hang windows. 


Hodell sash chain, made with a special link is strong, rust 
proof, and noiseless on the pulleys. It has many other uses 
too. Your jobber carries it in 500 foot lengths on steel reels. 


Sell More Chain—It’s Profitable 
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COW TIES 
Bulldog and Samson Ohio 
Patterns Bright finish. 
Sizes 0 to 5/0. 
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GARAGE REPAIRS 
Hodell chain is best for 
repairs about garage and 

ome. 
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‘TS SHAN PROVES SO 


Established 1886 Cleveland, Ohio 
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“STOP WASTE KEG” 


“Stop Waste Keg’’ keeps 
chain bright, clean and 
free, and saves space. 
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Zine Insulated 


American Royal Anthony National 
and U.S. Fences ¥ 


The test of time in service on the farm is the only 
true test by which good fence can be measured. 
Knowing the extra long lasting qualities of American 
Royal Anthony National and U.S. Fences, we give this 


Guarantee of Service 


—that the fence will give the equal of or longer service than any 
other fence made of equal size wires and used under the same 
conditions. Any buyer who shows that it fails to do so will upon 
presentation of the written guarantee, be supplied with an equal 
amount of new fence free. 
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Our fences have always been the We control every process from se- 
highest quality fences that the most lection of ore to the finished product. | 
progressive methods of manufacture We know what our fences are and 
could produce. Improvements con- stand back of them with this un- LA, 
stantly are added as discovered, to qualified guarantee based upon our 
make it last longer and give better past record of more than 25 years for | ) 
service. producing QUALITY PRODUCTS. 1 lA 
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Ban Mme f—formerly named Arrow 
R.R. Rail *steev Posts 


Are not ordinary T-steel posts. They are| 
built like a railroad rail—the strongest sa 
of fence post construction known. 


DEALERS: Write for our special selling 


plan and literature. pasion 


PATENTED 


AMERICAN STEEL & WIRE ail 


Chicago, New York, Boston, Dallas, Birmingham, Denver, Salt Lake City 
U. S. Steel Products Co., San Francisco, Los Angeles, Portland, Seattle 
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MILLERS FALLS 


BALLOON TIRE JACK 


fom Bie 


New—simple—strong—safe 
There’s a big market for it 


HERE had to be a new jack for balloon 

tires. No. 130 is the Millers Falls idea of 
what that jack ought to be. It slips under an 
axle 634" off the ground, with a 10!4" lift. 
Two-ton capacity, enough for any car—yet a 
woman or child can operate it. The long ex- 
tension handle makes 
its use clean and easy. 
The price is right for 
a big sale. So is the 
quality. 
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This is Jack 













No. 130 

Specifications: 
Steel screws Auto Jack 
Housing and gears malleable iron No. 145 
All working parts enclosed—dirt-proof for regular tires 
Extensible handle (Shown below) 


Black enameled base 
Minimum height—6%” 
Maximum lift—10%” 
Capacity—2 ton 

Weight with handle—10% lb. 
: Diameter of base—5” 


A mighty good jack 
—and a steady seller. 
With this and No. 130 
» you’re stocked for 
every auto jack re- 
quirement. Don’t for- 
get Millers Falls Truck 
Jacks, No. 160 and 165. 


Our attractive new Jack folder will help you 


sell Millers Falls Jacks. Send for a supply. 


MILLERS FALLS COMPANY 


Millers Falls, Mass. 
28 Warren St. 9 So. Clinton St. 
New York Chicago 


Exclusive 
Millers Falls 
features: 


Quick release 
device 


Adjustable 


ase 






MILLERS FALLS 
TOOLS 
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What has kept Hartford Tires in the 
Forefront for over 26 Years 


ANY a hardware dealer will tell you that as 
far back as he can remember, Hartford has 
placed the emphasis on quality in their tires. 






























This reputation for quality has had more than 
the obvious effect of creating an increased demand 
for Hartford Tires. 

It has won the confidence of a group of hardware 
jobbers who represent the leaders in their field. 


They constitute a great network of loyal, reli- 
able distributors through which Hartford Tires are 
put in the hands of hardware dealers everywhere. 


This method of distribution has reached its 
present perfection as the result of careful planning 
throughout 26 years. 


Today, this economical distributing system 
makes it possible to offer hardware dealers a 
proposition on Hartford Tires that is unmatched 
in the business. 


It opens up profit possibilities that make the 
tire department of a hardware store a real money- 
making enterprise. 

It puts on the dealer’s shelves, tires that are known 
by the service they give—tires that are asked for 
by thousands of car owners—tires that present'no 
sales barrier on account of price, as will be shown 
by a comparison with the list prices of other makes. 


The Hartford line is complete. Hartford Tires 
are made in Balloon, Balloon-Type and Regular 
Cord High Pressure Sizes. 

The nearest Hartford distributor will give you 
details on the advantages of handling the Hart- 


ford line. 
HARTFORD RUBBER WORKS COMPANY 
1790 Broadway New York City 





HARTFORD BALLOON CORDS 
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Marvel Model No. 20 
$225 to $275 
Motor extra 


















Think of an automobile of 1901 vintage and what we are going to say 


The day of the high or low cost 
straight adding machine has gone. 

The day of the direct subtractor 
has come. 

Approximately one year ago you 
had to pay from $600 to $1,000 to 
buy a 100% printed proof, one 
operation direct subtraction fea- 
tured adding and listing machine. 

Then Sundstrand produced di- 
rect subtractor models with adding, 
listing and automatic-shift multipli- 
cation features at a price range 
from $150 to $300! 

And now, that adding machine 
users have learned the tremendous 
advantages of direct subtraction, 


Automatic Cross- 
Tabulator, car- 
riage position 
control, $385, 
motor extra. 








‘al 
=> 


it is becoming more and more dif- 
ficult to sell a machine without this 
feature at any price. 

All understand why a Igo! auto- 
mobile is obsolete. 

For the same reasons, the ordi- 
nary straight adding machine be- 
came obsolete when the direct sub- 


will have the proper background 


tractor Sundstrand Marvel Model 
was announced at a price range 
which fnade it available to every 
type of business, large or small. 
The other famous Sundstrand 
standard features are included in 
all models—automatic-shift multi- 
plication, one-hand control, 100% 
printed proof, forced printing of 
totals, simplicity and speed of I0- 
key keyboard, convenient desk size. 


Let us demonstrate. You won't be obligated. 
Write to Department K-5 for latest literature. 


Sundstrand Adding Machine Co. 
Rockford, Ill., U. S. A. 


Sales and Service Stations everywhere in the 
United States and foretgn countries 


ADDING AND CALCULATING MACHINES 


Sundstrand . 


Aldding (+) 


Subtracting (-) 


Multiplying (~) ~—_—Diwviding =) 
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Put your money i in 


PANCD Prooucts 


TRADE MARK REG. 












Just as sure as you know the sun will rise tomor- KS 
row morning 


YOU MAY FEEL POSITIVE 


that every time you turn over in your sleep you are 
adding dollars to your income by stocking 





















TRADE MARK REG. 





Half Soles—Heels—Strips 
None genuine without this trademark. 


There's magic in the name of PANCO. 


It spells success in your business. 


800 leading newspapers are carrying the advertising 
message of the wonderful economy of this new repair equip- 
ment for those old shoes. 

Once used, everybody wants more. 


OUTWEARS LEATHER 2 TO 1 
> CO. Chelsea, Mass. Va 
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More About 
HARDWARE 
AGE 


“Enclosed find check for seven 
41 dollars—four dollars for two years 
more of HARDWARE AGE and three 


42 dollars for “Forty Years of Hard- 

45 ware,” by Saunders Norvell. Re- 
garding ‘HARDWARE AGE, we 

46 couldn’t get along without it, as 

48 we get plans and ideas that are 
worth many times the price.” 

49 (Signed) The E. & H. Hardware, 

5] Long Beach, Cal. 


“HARDWARE AGE is more pleas- 
52 ing to me to read than any other 
paper or magazine.” 
(Signed) John H. Adams, 


By 


54 Orwigsburg, Pa. 
98 “T cannot see how any hardware 
60 retailer can do without HARDWARE 
AGE. My subscription has saved 
63 me $30 on one bill of goods. The 
65 price service is of great value.” 


(Signed) H.C. Mell, 
Farmington, Mo. 
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| sistent McKinney 
national advertising 
can be turned into busi- 
ness for any hardware 
merchant if he concen- 
trates on this fine line. 
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Have You Clerks or 


_ Salesmen? 


chances are you, yourself, are but a storekeeper, 
regardless of the size of your establishment. If, 
however, you should be surrounded by retail 
salesmen you are probably a merchant yourself. 





There is a vast difference! 


In the store of the storekeeper, clerks hand out 
requested goods, if in stock. They tell the price if asked 
and make change as necessary in each transaction. 


In the business of the merchant, retail salesmen greet 
each customer—make him feel welcome—offer him the 
most practical equipment to suit his particular require- 
ments and SELL him related items. 


The staff in each store reflects in every move the 
character of the proprietor; so we repeat, if you find your 
associates are merely store clerks look at yourself in the 
mirror and whisper quietly “storekeeper.” 


Should you find retail salesmen in your employ, con- 
gratulate yourself quietly and resolve to keep it that way 
—resolve to become a better merchant and note the reac- 
tion in your associates as they become better retail sales- 
men. 





















42 HARDWARE AGE 





Strike Wii... the Iron is Hot and the Golden Sparks Will Camp 
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in Your Cash Register and Turn Dull Days into Profits 


By Chacles ?. Catlin 


OUR great midseason sales opportunity is 
here now. 

This is the time for good times 2nd for 
goods for good times. It is summer vacation time, 
going-away time, home-coming time, visiting 
time for America’s great army of nomads. 

Now schools are closing, freeing hosts of kid- 
dies eager for play. Now millions of people are 
planning their summer holidays, looking forward 
to summer sports. 

Soon the lovers of outdoor life will be enjoying 
the most wonderful health-producing recreations 
under the blue canopy of heaven. Everywhere 
entire families will be on the go, leaving sultry 
cities and towns for their favorite summer homes, 
cottages in delightful sites near peaceful lakes, 
cabins in the mountains or villas by the sea. 

Others will be taking cross-country tours in 
their automobiles, visiting the homes of friends 
and many of the marvellously well equipped auto- 
mobile tourists’ camps where good fellowship 
reigns supreme. 

“Camp, camp, camp! The folks are camping,” 
might well be the rallying call for summer vaca- 
tionists these days. Most everybody will be “tent- 
ing on the old camp ground” and everywhere else. 
Boys’ camps, girls’ camps, fishermen’s camps. 


“Now is the time for all good men to come to 
the aid of the party” and all women, too—the 
hiking party, the lawn party, the week-end party 
—outdoor parties of every sort—including pet- 
ting parties with the usual crop of engagements 
and fall weddings. Romance and fun will hold 
sway. There will be many golden hours of fish- 
ing, horseback riding, mountain climbing, base- 
ball, golf, tennis, croquet. 

These hours of summer sports can be made as 
golden to you as they are to the holiday merry- 
makers. Strike while the iron is hot and the 
golden sparks will camp in your cash register. 

Cater to America’s nomads and cash in on the 
wonderful opportunity the summer holidays pre- 
sent to hardware and sporting goods dealers to 
increase their sales and profits. 

Why not try this plan? It will pay. Use your 
center aisle floor space for displaying bulk goods, 
such as 

Lawn Swings 
Tents 

Camp Furniture 
Camp Stoves 
Porch Swings 
Hammocks 
Croquet Sets 


Portable Radio Sets 
Outboard Motors 
Canoes and Paddles 
Boats and Oars 
Fishing Rods in Racks 
Ice Cream Freezers 
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Use one of your windows for displaying base- 
ball, golf and tennis goods, croquet sets and ham- 
mocks. 

Devote the other window to the goods you have 
in stock that will be needed to equip the camper, 
fisherman and auto tourists such as are listed 
elsewhere. 

Use bunting freely in decorating your window. 
It will link the vacation spirit of freedom from 
work with the spirit of Independence Day and 
serve as a reminder that the Fourth of July will 
soon arrive with its picnics and other celebrations 












The scenes depict- 
ed herewith are 
typical of what 
will soon be tak- 
ing place through- 
out the entire 
country. In this 
article Mr. Catlin 
gives some prac- 
tical suggestions 
for getting your 
share of the re- 
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Send out a few hundred postcards to your 
townspeople and rural trade, especially all the 
automobile owners in your community. In the 
postcards announce the fact that you have camp- 
ing and summer sports equipment on display. In- 
vite people to come into your store and inspect 
these lines. Tell them that you may be able to 
give them some helpful advice on the selection of 
what they need to make summer holidays truly 
jolly days. Remind them, too, that Independence 
Day is coming soon and that they will then want 
items you are now prepared to furnish. 


Vacation time is your great mid- 
season sales opportunity. Every- 
body is thinking of the out-of- 
doors and willing to spend freely 
for equipment. It’s up to you to 
make the out-of-doors season pay 
its way. 























sulting business. 


—advance showing of the requirements for which 
is probably now on in your store. 

If you do not have all of these items in stock, 
display those you do stock that are mentioned 
here and whatever else you carry which is par- 
ticularly well adapted to the vacation require- 
ments of your locality. To get your share, the 
“‘winner’s share,” of this business, put these goods 
on display now—this week. Then tell your cus- 
tomers and potential customers that these goods 
are on display in your store. Don’t credit them 
with being mind readers or knowing your stock 
as well as you do. 





This will not cost you much—and you will be 
surprised at the splendid returns you will get on 
the little time and money you invest in buying 
these postcards, having them printed and address- 
ing and mailing them. These postcards and at- 
tractive window and store displays of these time- 
ly, unified lines will enable you to secure maxi- 
mum turnover on your investment and assure 
fewer leftovers at the end of the season. More- 
over, it will help you combat successfully the mail- 
order house competition. 

A veritable barrage of catalogs covering sea- 
sonable lines has just been completed by the mail- 


































44 HARDWARE AGE 


order houses. Literally millions of catalogs have 
been sent to all parts of the country. Your com- 
munity has probably not been overlooked. But 
you have no reason for worry, though you may 
have imperative need for action. | 

You are equipped for counteraction. The mail- 
order houses are not. You are right on the ground 








Devote One Window to 
These Goods 


_ Fishing Tackle Bathing Suits 
Spring Balances Oilers 
Automobile Acces- Flags 

_- sories Gasoline Cans 
Camp Stoves Luggage Carriers 

_ Camp (cooking) Scout Axes 

Utensils Hatchets 

_ Knives, Forks, Scout Knives 

| $poons Pack Bags—Pack 
Lunch Kits Baskets 
Picnic Baskets Camp Knives with 

_ Vacuum Bottles Sheaths 

_ Ice Cream Freezers Fishermen’s Knives 

_Ice Cream Dishers Shears 

Lemon Squeezers’_ Scissors 

_ Milk Kettles .22 Rifles 

| 2 Quart Covered Air Rifles 

Pails Hunting Knives 

- Tin Cups Bread Knives 
Egg Beaters Paring Knives 
Pancake Turners Can Openers 

| Fly Swatters Corkscrews 
Fly Paper Flasks 

_ Aluminum Salts and Collapsible Drinking 

Peppers Cups 

| Sweaters—Outdoor Paper Plates 

| Clothing Paper Napkins 

_ Dog Collars Paper Drinking 

_ Hot and Cold Food Cups 
Jars Pocket Match Safes 

Padlocks Alarm Clocks 

Flashlights Pedometers 

Camp Lanterns Watches 

Oil in Handy Cans Field Glasses 

Canteens Safety Razors 

Athletic Shoes Safety Razor Blades 

Water Bags Shaving Soap, 

Outdoor Boots Cream, etc. 

Collapsible Pails Lather Brushes 

Water (Swimming) Camp Chairs 
Wings Camp Tables 














where your potential customers can visit your 
store and handle and inspect merchandise before 
they buy. The catalog houses are too far away 
for customers to drop in. You can provide your 
customers with first-hand information as to how 
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to set up and adjust tents, camp furniture, camp 

stoves. In fact, you can make personal demon- 

strations. Mail-order houses have to transmit 

en messages and directions through Uncle 
am. 

When folk buy from you they are sure of 
prompt delivery of their purchases in good condi- 
tion. When they buy through the mails the arti- 
cles they need to make their vacation trips a true 
success are apt to arrive a day or so after they 
have gone away for their vacations or else come 
in a damaged condition. This means additional 
trouble and expense for mail-order house custom- 
ers. Worse, it may mean a spoiled vacation. 








Kamp and Kook 
the Komfort Way 
Our 
Camp Outfits Bring Pleasure 
Night and Day 




















To purchase from a mail-order house is to buy 
a “pig in a poke”—and this seldom means “bring- 
ing home the bacon.” 

You know this. But do your townspeople? They 
will realize it if you point out to them through 
displays and direct advertising that you are in a 
position to render them personal, direct service 
on the goods they want when they want them. If 
you give Johnny-on-the-spot service you’re sure 
of spot cash. 

Here are two suggestions for window signs: 








Sum-R Sports 
Some R Not — 
Ghose WhoR 
Get Most Fun 
Out of Their Sport 
Playing with Our 


Baseballs 
Golf G Tennis Goods 
and Croquet Sets 



































Feature these timely lines now—and with the 
happy shouts and songs of folks off for their holi- 
days will chime right merrily the tinkle of your 


cash register. 








Next Week! 


R. CATLIN will discuss from an entirely practical standpoint, “Summer Heats and 
Wintry Eats,” and he has prepared for your benefit some merchandising sugges- 


tions that should help you realize substantial profits. 
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How Pettee “Turns Dull Days Into Profits” 
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Pioneer Salé Will Be Held Friday; May 29 
xs the Store Is Closed Memonal Day 
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May Books Are Closed—All Charges Will Be 
, \iagyable on or Before July 10 
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PETTEE’S 


request the honor of your presence at 
their store during the’ 


Wedding and Anniversary Gift Sales 
Period | 


3 MAIN ANO 122.124 FIRST STREET 
ANNEX 120 W CALIFORNIA May 25, 1925 


€=LEPHONE WALNUT 4040 





fe 


SILVER ROGERS 1847 FINE GLASS Earawars Age, 3] 
The Age-Old Gift SILVER TABLEWARE. ‘AND CHINA ° 239 a pm i i 
. New or y> ese 
j Main Floor : Main Floor Becond Floor. : 
SANDWICH TRAYS Since 1847 ides been SERVICE PLATES Gentlemen: | 
| Floor 




















. bri have 
New period designs in Cake and starting aman gag | ay = Just ge 7 a 
Sandwich Trays in the beautiful mous silverware. - New Utility gift ‘ewood e ma a + ur ad ‘ \ 
nee ad aata ath oerese Trays re finished without charge Service Plates wish a border of Go sautens Reece ee ortl S cannes VOLLRATH WARE — PYREX OVEN 
out handles. Adam, modern and With each 26-piece selection. We highly colo which appeare no yesterdsy mor & 
imese Chippendale period de- offer four favarite patterns in fruit; and leaves on an apple Oklehoman This ad is headed’ with | The bri kitchen must be ;LASS : 
igna, $8, $6. 9050, $8.50 and Sin, 1847 Rogers amt three ‘in*Come green background. Ceoter decor. . . ” [S)-. SASe wherever pessitte. Voll-  pireg T 
: mynity Plate. 26 pieces as fol- ation is a basket of fruit. Only epolosies to our friend Charlie rath Ware stays white on ace |) * ee an Grew 
Silver poe wi Utility Buffet Tray: one dozen and the price is i Cuat lin,” based on his article in your — pal one oe A = noth erty ty or wn ia 
Spoon MBSE . -Decccccvececccceccees m enamel. it 1s ‘ 
CENTER PIECES 6 Tes-Spoons Others up to $178.08 dozen issue of the 2lst. non-absorbent. Handles and — Suaramced qgaimst breakage 
For her dining room table—re- § Sediym Flat Handle Porks , s are welded-on making om heat. Used for baking, 
— of Old Dutch ‘Silver. — Handle Knives ) them one with the vessels. Ob- serving end staring it saves 
ee ae meni feze, ater Kove Crystal dang beer di G1 9G eu Mae oe oe 
that 4s removable so ¢ y - t with cover.......... cass . 
the dith can be ‘used for fruit as ‘i Compte: TABLEWARE W 4. PETTEE. Prag 4 Teas Tye-qpert Double Boilers $2.00 ONE -QUATT SIZE..64.-0- $1. 
MM cersasvocee 315.00 and $25. Belgian Rock Crystal Tableware Bink Strainers .... .. % Measuring Cups o-....- +s» 
‘After Dinner $32.50 to $3940 boa | hand cut cup ons deep cut | Mayonnaise Mizers Custard Cups .4........5.- M00 
bow ation rted glass Si. ee . 
O84 Pieces PSEC GH Proportion” vi eouseal “derability: ond long pos Lada: Skimit 
. wi. a lasting illiance ‘arried inf ixer is the . a 
ag sta oe — oat OF open stock. Goblets, Saucet most popular The ner siphon — gaming 
with tgay4o match. Bright ana LUGGAGE ne jegaee, Shs thers, — ofalithose —bottie. ort many off. A. 
Freae finishes b SS See voese . €stag, now.on the’ reat i 
a "Tirse, $2250 and $25.00 Third Floor Others as low as $4.80 INCOMPOMatED ee marbet, Has ‘a Ay he | =e S Se 
Ys - me Creer OO. ce cereee . 
| it . oge+ +s 
Srchaleted Bread ond Hartmamh COCKTAIL SETS } age aa . 
into non-splash Kilchen Reminders 





. Hea s E : P) 
Ball Frame in plam. bright mam” WARDROBE TRUNK”. font eirdasive aesteneer of ching 


» 
4 
‘apd butter gray fi st : metal cover 7; 
. * Of lit raphed tal sh 
: an webfier iceried wit be fart! ee A Hay ; ; hographed metal showing 
. j= ‘4 


ouble. ist of staplé grocerics—the 








7° $s, 5.00 and oy ye : and 
o ' ‘ 
"FLOWER BASKETS fem }erinic imal ges ft, [oh DS ype Anns eg i Ph comple, 3QQ woud man bud were gO 
about he bid Durch swipe gpeveos » s ae BOOKS CLOSED | oo LAHOMA Crry; Oxra. ‘- Tearless Mincers ae 
masnesgeTenenenenneeere ¢ ~ ‘Are Closed— =| May 27, 1925 Fide peteae wince. pica e ne one tom 


chopping block in bottom. Four ‘grapefruit is quick and easy 





¥ 
3 
. 
‘ 
5 
& 
: 


Ee a ae —_ie 
. . pd baad 











Payable with this new .uten L 
“All Charge bladed knife operates page the. . = my w eaves 
July 10th, 1925 Peer. $125 ent. $8 
z : ouite —— - -» Glass Knives ‘ 
rot Weekes Service 18 : Heavy Glass Fruit Knives with French Fry Cutters 
36 Years of Ow Ha rator-like Piges. Large size for Small round metal Potato Chip 
= Tomort 239 were Age. he 
ks, Beginnins E lew Yorr Gree, Stee Sse eee Ge Fatt a Ge 
S, \¢, 


ity, N.y, 
» Gentlemen: 









__eiammncnne 
AND SAVE We incloge 
ee 248 which 


herewith Copies of 
Which fol} 


=o yesterday an 
itn ei20", sone of the work laid out by 


t 
he 16th Androck | 
DISH DRYERS | 


DPD. REF ‘e thought 
OR YOUR OL Condition Mow that Possibly YOu would be laa to Heavy bright Tin Tray with removable wire rack for plates, ‘ete. 











Kind or r your work a) F 
of Make, Dp @Clated ong thig ' Slants for quick draining. Has woyen wire compartment for silv 
Regardless E ING-HALL bscri bers end is of benefi t Ange dl ; onend. Most pupulae drying dqviee wots ee $1.75 
. Price ‘ geborescoegoogetdasecuapececooesers . 
QN A N Refrigerator al ’ ; ' 
r Ice and Food Saving \ding-Halt “~39 incloge Copy of Blue Streak EGG TIMERS - 
The Famous Ice Of aruction of the BEM of or dan be Of interest goons Column ad | CAN OPENERS — Pian: dcccquid sient Bet 
HE new improv tually results in a refrigeration @alerg, ° some of the , A turn of the handie and the. lid glass. May be tased for timing | 
Refrigerators ac ving a © , ary ation. | is off if she wea g “Blue long distan¢e calls, 7 | 
ice—at the same time Fect state of preserv ” — Opener. Cuts any ‘size eae c 
in a Pe | roun or square Sale, | 
that keeps Tood m Ver: | quick. Attaches to table or a ICE CREAM | 
~ . uly yo urg | inet, "REEZER | 
We J ° | Price. ccccessscoce ‘ $2.00 P k. . . . S } 
ae s ulo acuur recrer equim . 
° . PEP? 2s & @ M LON no cf in Sin oly wrt with 
| mixture then pack with ice anc 
Second E 4 MOULDS allow to sta H $6 00 ! 
Floor er asi | Wear-Ever heavy aluminum Two-quart sizc.... « 
” Seednd ° ° P | Meion Moulds for preparinx | 
“ ee | yo menos ond aclatine dessert , ROTTS 
Floo s close-fitting , ; 
~Z! . cover. Price = te F SAVORY | 
> ‘ a Breed Saver | 
- x | 0 fee } 
* 3) PANTRY SETS ft 
' - @uuwes 
Sets of four .diiferent§ sirru row 
-HA , | White Es led Can Lets ~ @ k~'e 
Front leer BELDING fret, te tere i a a or go = 
‘ , _. - f n . Fi h so ‘ 
| Tis Simos Saree ot ee Pa) 7 ier | 
BELDING-HALL A cn Titec inetves, golvuningt "Sau gesining oleate ol. SAVORY BREAD 
ae averagt cious model ined. wih wire ran ‘Removes Ser $27 00 SAVER 
This i 6 favorite = to ane e ~ « "Daoriess.. —y”; and self Pecans ing gee cocveeree® . HYGIA CANS The one of Ge yd Nal 
ae One nd sani ‘5, remove wy poerd. 100 Ibs. «eset emg ory Kuasters have devised ¢ 
family’s ~~ ike!- shelves, fC ineing boar r ow Box ° The “Hygia™ i Lie Savory “Bread-Saver Heavy 
i 7 casters. it ane 35 off f “= Enameled Waste Con with - id white enameled Bread Box with? 
which lifts self-closing cove ble we e shelfo.h 


jain ¢ity P 
wry $50 100 Ibs. ten Your oO Bor removable woven wit 
Inset can may removed for Lid holds bread-cutting boar: 


tet oe price Neda ou ] for Two Weeks wy oot — cleaning. Found in the better with crumb tray Comptete® 
your Offer 8 advertived for two weeneetst that you : — everywhere, $7 00 wah keen-edged $6.50 
: j + sete . 1, ° : 


care mate Pri 
ge y f Priggg.. fico eee. ° only 


we ecp clean 
Lined—c09 "Taian wit brass mc 
en ings. 100. ts 











$5 Off for —_——— : nd 
sg sale is planned MMi “Yast thet fone: 
ei! yther Styles and Sises to anert al “that out “y wiple 204 on yom this opportums 04 
st sed ume of ag we Fot Your Old Refrigerator | 
| 


, 9 
n do aot 
“Hall Refrigerators © 4 this tim for certainly jgerator. 
We carry ing and take eerene ee will give you . ave on 8 Belding Hall retrige 
need. Lon attractive Fie” nase of the Mew 
= In addition to the apply of the purch 
er sor to 
old retriget® 
“Hall 














$300 
©” On a New Belding-Hall 
o> a -. 


—_---—- ee 7 


q PAA” 





a a a 


DESIRED 
CONVENIENT TERMS al 





HESE striking advertisements were used with much success by Pettee’s, 
Oklahoma City, Okla., and were based on suggestions appearing in recent 
issues of HARDWARE AGE. The fine ad at the upper left, featuring wed- 
ding and anniversary gifts, makes use of invitation idea outlined by Charles 
P. Catlin in his article, “Here Comes the Bride,” published in HARDWARE AGE 


for May 21. 
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Finding Dollars 


Along the Sportsway 


America has 
aptly been de- 
scribed as a 
nation of sports 
lovers. Withthe 
outdoor season , 
at hand now is 
your opportu- 
nity to boost 
sales through 
pushing sport- 
ing goods. 








IGHT years ago the Chown Hardware Co., 
i? 147 Fourth Street, Portland, Ore., put in a 

$5,000 stock of sporting goods. It was the 
first line in the store to be departmentalized. In 
1924 the company’s business in this department 
was six times greater than it was in 1917, and it 
is to-day one of the most profitable departments 
in the store. W. E. Hagenbuch, manager of the 
department, has had a great deal to do with the 
progress and growth of the company’s sporting 
goods business, according to D. B. Chown, man- 
ager of the firm. 

Portland is on the famous Columbia River, 
which is known the world over for its scenic 
splendors and its salmon fishing. The season for 
salmon is from March to April each year. Dur- 
ing that season the Chown Hardware Co. gives 
prizes to local fishermen for the largest fish 
caught and also for the largest number of sal- 
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The Chown Hardware 
Co., of Portland, Ore. has 
developed its sporting 
goods business to satis- 
factory proportions 
through use of merchan- 
dising ideas outlined in 
this article. 


mon caught during one day’s fishing, which are 
displayed in the company’s window. 

Last year the largest salmon caught and dis- 
played in the Chown Hardware Co. window 
weighed 62 lb. The greatest single day’s catch 
displayed was 18 fish, ranging from 24 lb. to 45 
lb., each. 

This practice of encouraging fishermen to dis- 
play their catches in the store window has 
naturally had the effect of stimulating a great 
deal of interest, not only among fishermen, but 
with the general public as well. It has also en- 
couraged many youngsters and others to try their 
luck with the rod and reel. 

In connection with these displays the com- 
pany carries on a consistent and carefully 
planned advertising campaign featuring sport- 
ing goods, and directing attention to the displays 
in the store window of the latest catches, the 
latest models of sporting goods, and also, fre- 
quently, to the special prices that are being of- 
fered. The company’s advertising is consistent 
throughout the year, and, of course, is not limited 
to sporting goods, but during the salmon season, 
the deer season, and whenever there is anything 
special happening or scheduled in the way of a 
sporting event, the highlights of the advertising 
is about sporting goods. 

Sporting goods are also featured in the win- 
dow displays of the Chown Hardware Co. from 
February to December every year. 

Every Saturday a special sale is held in stan- 
dard seasonable goods. Sometimes special goods 
are bought so that exceptionally attractive prices 
can be made. At other times a number of ar- 
ticles are grouped together and offered at a spe- 
cial unit price. Everything possible is done to 
make the store, the stock and the prices attractive 
to the people of Portland for the Saturday spe- 
cial sales. 

Certain well established, standard lines are 
offered at slightly reduced prices frequently in 
order to get fishermen familiar with the line 
that is being pushed, as well as the general stock 
of the store. 
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Another feature that is occasionally used is to Are you prepared to get 
have a large salmon frozen in a cake of ice and — aor 
displayed in the doorway or in the window. The this year along America’s 


local ice company is called on to do the freezing, sporteway. 


which usually attracts a large crowd. 




















Inject atmos- 
phere into your 
window and in- 
terior displays 
of sporting 
goods, and 
watch your 
sales jump. 
Photographs of 
notable figures 
in your win- 
dows have 
proved potent 
attention’ get- 
ters and are 
well worth try- 
ing this season. 


Photos Underwood & Underwood 
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Hamp Says: 


USINESS is no longer 

coming to us—we 
must go after it. The sit- 
uation reminds me of the 
city boy, who, after tugging 
at the cow’s udder for sev- 
eral minutes and getting 
only a pint of milk, remark- 
ed that anyone who said 
that a cow gave milk was a 
liar.” 














HE day of the Georgia 

stocks and the bull tongue 

plows are over. The trac- 
tors and gang plow are here to 
take their places. Same compari- 
son may be applied to the one 
man single track storekeeper. 
Their days are about over. Chain 
stores, department stores are 
here to take their places. 


We have just finished a beau- 
tiful granite stone building, lo- 
cated on a good corner and one 
of these chain grocery store mer- 
chants saw in it a splendid loca- 
tion for one of his chain stores 
and we rented it to him. Some 
of our grocery merchants and 
neighbors took exception to this 
unwarranted move upon our part 
as they claim to put them out of 
business. I have this to say to re- 


tail merchants in every line. You 
cannot meet competition by boy- 
cotting people who rent their 
houses for chain stores nor by 
boycotting the people who patron- 
ize chain stores. 


There is always a place in 
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every good town for live, wide- 
awake merchants and there is 
where you will find chain stores 
every time. They always select 
good towns and secure the very 
best locations obtainable regard- 
less of the rent, and they adver- 
tise extensively. They know the 
value of advertising. You must 
not expect people to pay you 8&c. 
for a pound of beans when they 
can buy them from a chain store 
for a nickel, or pay you a greater 
price for the same class of mer- 
chandise than they can buy it 
from your competitor. “Buy at 
home.” ‘Who helps pay your 
taxes?”’ “Who helps build your 
roads and school houses?” All 
that stuff is bunk when you come 
to pass the goods over the coun- 
ter and get the people’s money. 
They want their home merchants 
to give them as much for their 
dollar as the peddler, chain store, 
or any other kind of store. Don’t 
fool yourself. 

The cities and big towns get 
the very best preachers ‘in 
the district. It takes their best 
salesmen to meet the competi- 
tion found in such places. ‘When 
you find a circuit rider away back 
in the hills preaching to a mem- 
bership of ten or a dozen at a 
place, you know he is not much of 
a salesman or at least the bishop 
doesn’t think so, and he is hard to 
fool, like the man who had never 
seen a horsefly, said to his com- 
panion—“What kind of a bug is 
that lighting on me?” His friend 
said: “That is a horsefly which 
lights on jackasses and horses.” 
“You don’t mean to insinuate that 
I am a jackass, do you?” His 
friend said, “No, but you can’t 
fool a horsefly.”’ 

You find about the same thing 
in retail stores. You can’t fool 
the people. “You may fool some 
of the people some of the time, 
but you can’t fool all the people 
all of the time.” 

If you cannot meet competition 
you had better sell out before you 





Going After It! 


go broke. According to the rec- 
ords very few retail hardware 
merchants are making any money. 
All the chain stores, department 
stores, peddlers and catalog 
houses are making money and in- 
creasing in wealth and numbers 
every year. 

The consumer is not asked to 
pay them 50 per cent distribu- 
tion charges, but we retail hard- 
ware merchants must collect that 
amount before we get any profit. 
In round numbers it is 20 per cent 
each to the manufacturer, jobber 
and retailer. Something wrong 
as sure as you live and the fault 
is not all in the retail dealer. Get 
this. The chain stores, catalog 
houses, department stores and 
peddlers propose to pass merchan- 
dise from the manufacturer and 
producer directly into the hands 
of the consumer with as little ex- 
pense as possible. To buy from 
manufacturer in great quantities, 
ship by the carload and save the 
difference in carload and less than 
carload freight. They pay spot 
cash and get the discounts. They 
sell only fast movers and let us- 
retailers carry the dead stock. 
They sell for cash and lose noth- 
ing on bad accounts and that 
saves them the expense of book- 
keeping and collectors. They em- 
ploy trained salesmen. One man 
manages 50 stores while it takes 
50 men to manage 50 regular re- 
tail stores. This one man man- 
ager is always picking up bar- 
gains, taking factory outputs that 
we small fellows never hear of; 
couldn’t buy it if we did; haven’t 
got the demand. No need to 
enumerate other reasons. Like the 
peddler who was trying to sell a 
suit of clothes and after pressing 
his prospect hard for a favorable 
decision, the customer said he had 
three reasons why he couldn’t 
buy. First, he didn’t have the 
money. The peddler interrupted 
and said: “That’s enough—to 
hell with the other two reasons.” 











June 11, 1925 


















HARDWARE AGE 49 


Builds $150,000 Business 
in Four Years 











Four years ago Mark Carter left 
Russia—a refugee. Today he is 
head of a $150,000 hardware busi- 
ness in Los Angeles, Cal. Here is 
another business romance—a story 
of energy, imagination and intelli- 
gence that you will enjoy reading. 


OUR years ago Mark Carter left Russia and > 


came to America. He had lived in Rostow- 

Donn, a large city in southern Russia, all of 
his life. There he had been educated and there 
he had built up a large and outstanding business. 
He was considered one of the foremost authori- 
ties and specialists in agricultural implements 
and general hardware. He owned two factories 
and the largest warehouse in the vicinity. 

Then came the Revolution of 1917. He lost prac- 
tically everything. His fortune was taken away 
from him, and he suffered innumerable priva- 
tions. But fortunately, he had made investments 
in foreign countries before the war, and so, be- 








cause of that he was able to get enough money to- 
gether to make the arduous trip to the United 
States. 

That was in 1921. The second day after his 
arrival in this country he took out his first 
papers. And he says that he has always been 
glad of that action. His brother Oscar lived in 


New York City. There he learned something 
about America and there he also heard about 
Los Angeles, and the possibilities in the West, 
especially in California. So he decided to go to 
Los Angeles, and then chose that as his future 
home, because of its similarity to his native city. 


in Russia. 
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So he went to Los Angeles and started the 
Carter Hardware Co. there at First and Los 
Angeles Streets. And now, a trifle over four 
years since he landed in America, Mark Carter 
has gained a knowledge of American customs 
and of the English language that enables his to 
conduct a successful hardware business in one of 
= busiest streets of the southern California 
city. 

In speaking about his experiences, Mr. Carter is 
warm in his praise of the treatment that he has 
received since coming to this country. 

“After many trials and hardships in Russia,”’ 
he says, “I had a great desire to come to America, 
but my friends discouraged me in this, as it was 
their opinion that the people over here were so ob- 
sessed with the desire to make money that the 
spirit of extending help was smothered in selfish- 
—_ and that I would stand very little chance 
at all. 

“But I finally decided to come and take my 
chances with the rest, and I have never regretted 
my decision. When I came here I found every- 
body willing to help me. 

“IT was familiar with the hardware business, 
but my ignorance of the language and the cus- 
toms of the country handicapped me. Had it not 
been for the good will and helpful spirit and 
hearty cooperation of: the American people I 
could not have succeeded. 

“T shall always feel grateful-to the busy men, 
especially the carpenters and mechanics, who 
came to my aid, when I could not understand 
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their wants. They would show me the illustra- 
tions in catalogs of the articles they wanted, and 
they were more than patient with me. 


“The business has been a success, and much 
of this success I attribute to newspaper advertis- 
ing. I have found that it is the greatest medium 
of reaching the people, which I perhaps appre- 
ciate more keenly than many, because in Russia 
there is no such opportunity. 

“Of course the factories and traveling sales- 
men have been of great help to me. I found at 
first that it was difficult to get in touch with the 
proper sources of supply, but once I subscribed 
to some of the hardware magazines I found that 
most of my difficulties were over. It is easy to 
get in touch with the factories and to know what 
is what, if one reads the trade magazines with at- 
tention. The advertisements were at first a re- 
velation and a source of never ending delight to 
me, and I have found them more helpful than I 
can say. 

I have found that by giving a square deal, 
good values, and only first class goods, that my 
business has grown, and in spite of the fact that 
there was a general depression everywhere dur- 
ing the past year my sales exceeded $150,000. 


“The splendid schools that are open free to my 
children are filling them with American ideas, 
and that loyalty to country for which Americans 
are noted. Is it any wonder then that I am proud 
of the privilege of being an American citizen and 
of living under the stars and stripes?” , 





Some Demonstrated Sales Ideas 


Show Obsolete and 1925 Way ‘ears Ago,” and the other group con- 
taining modern electric irons, ironers, 


| in Ironing 
When in doubt about how to get more 


partment, pull an electric iron stunt. “wong 








Photos of Your Good 
Jobs Help Sell 
Linoleum 


T is a good plan to persuade 
customers who have had 
particularly good jobs of lin- 
oleum laying done in their 
homes to have the various 


rooms photographed. It is store sends out: 


folding ironing and 
clothes driers and wringers. In the 
' : her foreground of this put a card “The 
business in the house furnishings de- 1925 Way. Get Your Wife an Electric 


Also try a little direct mail advertis- 
ing. Lists may be secured from laun- 
dries having a wet-wash service. 





Here’s Letter to Make Charge 


Accounts Feel at Home 


Do you see that your new charge 
customers feel at home after they have 
opened their accounts? Here is a good 
letter of notification that a New York 


We are glad to be able to wel- 


Visit us often. Only by calling 
upon us to fulfill this pledge of 
service and value will you be able 
to secure the utmost from our 
service policy. 

For your convenience, an item- 


sleeve boards, 








*““How Much for Cur- 
: rent?’’. People Want 
to Know 


NE important point to re- 
member in selling elec- 
trical heating appliances: 
The public wants to know the 
operating cost as well as the 
purchase price. So why not 
write on the price tags the 



















easy to convince a woman 
who is hesitating about a lin- 
oleum purchase, if she can 
actually be shown how the 
floor is going to look in a 
house similar to hers, in the 
same community, and possibly 
in the home of an acquaint- 

















showing 





Get a number of obsolete irons and 
advertise their history. Two groups 
could be arranged in a window, one 
“How They Ironed Fifty 








come you as one of our many 
charge account customers. 

All of the season’s merchan- 
dise on our newly made over 
floors awaits the opportunity of 
serving you. 

We shall make every effort to 
render prompt and efficient ser- 
vice on your every purchase, 
whether it be the most luxurious 
Oriental rug (for which we have 
become famous), or the smallest 
purchase in our notion depart- 
ment. 

In either case we want you 
completely satisfied. 





cost per hour for current used 
by a given electrical heating 
appliance? In window dis- 
plays, too, the cost per hour 
should be featured. With elec- 
tric current selling at lower 
rates than ever before, the 
low cost of operation is one of 
your strongest sales points. 











ized statement will be rendered 
to you by mail the first of each 
month, which is payable before 
the fifteenth of the same month. 
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A Tour Through F. P. Hall’s 
All-Year Toyland 










One of the rea- 
sons for the un- 
usual success of 
Frank P. Hall Co.’s 
All-Year Toyland 
is the’ effective 
manner in which 
the various items 
are brought to the 
attention of buy- 
ers. 


AR sae 











To the left is a view of Frank P. Hall’s Doll 
Department. A particularly pleasing effect is 
obtained through the use of the bins. The 
dolls are so arranged as to be easily accessible 
to close inspection and handling. 
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A particularly 
popular section 
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noted that there 
are facilities for 
demonstrating 
the various 
items. 
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Mr. Jowitt, the author of this 
series on show card writing, at 
work 


10 Lettering 
Suggestions 


These ten directions—eas- 
ily remembered and easily 
applied—will produce good 
results—even where a novice 
has particular difficulty in 
drawing. 


i Use any ink—preferably 
e India; or water color. 


? Use fairly smooth paper 
e or card board. 


Paper should be kept 
e squarely on table, slight- 
ly to the right. 


Dip the pen deeply 
e enough to fill the reser- 
voir. 


Rest the underside of the 
@Je nib on the bottle neck, to 
drain off surplus ink. 


6 .Place the bill of the pen 
e flat on the paper. 


Draw all lines down- 

e ward, or from left to 
right, with full-arm move- 
ment. 


Rest at the beginning 
e and end of each stroke 
to assure rounded terminals. 


9 Press firmly on the pen. 
e This gives uniform line 
thickness. 


10 Study the forms of the 
eletters shown here and 
in copying them follow the 
direction the arrows point. 
One means the first stroke, 
two the second stroke, and so 
on. The left strokes are al- 
ways the first strokes taken, 
then the right strokes and last 
the center or cross strokes. 


ee ee 


HARDWARE AGE 


ITH the approach of the 
\\ summer season show 

cards are more in demand 
than ever and the Old English 
“Stub” alphabet shown here will 
be found most appropriate to ex- 
ploit the sale of merchandise on 
attractive show cards. It is not 
intended to be a copy, letter 
for letter, of the orthodox type 
of Old English but is a mon- 
grel extraction of the latter de- 
signed by the writer expressly for 
HARDWARE AGE, and it is not one- 
half as difficult for the beginner 
to execute as some of the plainer 
alphabets. For instance notice 
how many letters are nearly 
alike, I & J, O and Q, R and P, 
L, F and E, C and G, etc. One 
extra stroke here, or there alters 
the character of the letter en- 
tirely. One important advantage 
in making this “stub” alphabet 
is, the beginner does not have to 
stick to any set rule of forming 
each letter, he may improvise at 
will and in many cases improve 
on the style shown here. The let- 
ters are simply made with a stub 
—by short stroke executed with a 
flat pointed brush. The capital 
letters will be found a trifle more 
difficult to make than the sniall or 
lower case letters, but the begin- 
ner should take encouragement 
in the fact that the majority of 
lettering is done with the lower- 
case letters which are about the 
easiest type of letters to make. 
The beginner should practice the 
single strokes shown at the bot- 
tom of plate before attempting to 
copy any of the letters. These 
strokes are all the principal ones 
used in the formation of the Old 
English stub letters. 


Position of Brush 


One of the most important 
things in learning show card 


writing, is the position in which 
the brush is held. Many begin- 
ners make the mistake of holding 
the brush tightly with their fin- 
gers in the centre of the handle 
and dip only the tip ef the brush 
in the ink. This of course is all 
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wrong and no matter how much 
time is spent in practicing it 
would be impossible to make any 
real headway in this manner. 

The brush should be held in 
precisely the same way one would 
hold a lead pencil with the thumb 
and first two fingers well down 
on the handle almost touching 
the ferrule, in this position the 
beginner will have complete con- 
trol of the brush. Avoid grip- 
ping the handle too tightly as this 
might result in cramping the 
hand after much practice. It is 
not necessary to retain a tight 
grip on the brush in order to 
make straight lines. 


How to Prevent Hand Shaking 


To prevent the hand from 
shaking when writing rest the 
first joint of the little finger on 
the surface you are writing on, 
this will give a free movement to 
the other fingers, (this applies to 
speed pen lettering as well as 
brush). 

The red sable hairs in the let- 
tering brush are made purposely 
long and full in order to retain 
plenty of ink with which to make 
long, straight oor sweeping 
strokes. In making all single- 
stroke letters over one inch in 
height the full length of the hair 
should be used for the long 
strokes, and the tip end of brush 
for short or stub strokes. For 
all small letters which require 
short little strokes the tip of 
brush is always used. The brush 
should always be well filled with 
ink at each dipping and then 
worked into a flat chisel edge 
each time before lettering, this 
is done by working it backward 
and forward on a piece of paper 


or card. Always use plenty of 


ink, never work with a semi-dry 
brush. The ink used for brush 
work should be much heavier 
than that used for the pen. About 
the consistency of heavy cream 
for brush. For pen use have it 
about the consistency of skimmed 
milk. Of course on account of 
evaporation a few drops of water 
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will have to be added to the pen 
ink now and then. If India ink 
is used for the speed pens it will 
require no thinning as it will not 
become thick from evaporation. 
In learning show card writing 
the beginner should strive more 
for effect than for detail. Your 
work is mainly intended to ex- 
ploit the sale of merchandise and 
is not a piece of art for sale or 





intended for close scrutiny. Hand 
lettering is not in the same cate- 
gory as press printed or litho- 
graphed show cards and the be- 
ginner should not at any time 
compare his work with the fin- 
ished lettering seen on high 
grade lithograph boards or in 
magazine advertisements, the 
lithographer in many cases who 
designs this class of lettering 


ABCDEFGHISKCM 


may spend a whole day or more 
making the original copy from 
which hundreds of copies are 
printed. 

The beginner should not be 
afraid of criticism; in many cases 
those who presume to criticize 
your work are either interested 
in you, or are jealous of your 





(Continued on page 74) 
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This chart, prepared specially for HARDWARE AGE by Mr. Jowitt, gives not only the complete alphabet of Old 


English “Stub” Letters, but also the direction of the brush strokes necessury for their formation 
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The Only Way to Beat the Glorified Peddler 
Is to Sell the Goods Yourself 


Supreme Court Decides Portland Ordinance Invalid. You Must 
Be Your Own Business Protector 


HE Glorified Peddler has won out again. The 

Supreme Court of the United States, in a 

decision recently handed down, has said in 
effect that local and State governments cannot 
legally tax house-to-house canvassers through 
prohibitive license fees or penal bonds, when such 
taxes interfere with interstate commerce, or are 
imposed for the purpose of preventing possible 
fraud. 

In 1923 the City Council of Portland, Ore., 
passed an ordinance requiring persons taking or- 
ders for goods for future delivery and receiving 
payment, or any deposit of money in advance, to 
obtain a license and file a bond. The license fee 
was fixed at $12.50 quarterly for each person on 
foot, and $25 if a vehicle was used. The bond was 
fixed in the penal sum of $500, and was condi- 
tioned to make final delivery of ordered goods and 
to fulfill all other agreements of the sale. 

The ordinance seemed fair and just, and was 
used as a model by many other towns and cities in 
the United States. 

But—The Real Silk Hosiery Mills, selling hos- 
iery to consumers only, challenged the ordinance 
and asked that its inforcement be restrained on 
the grounds that it interferes with and burdens 
interstate commerce, and is repugnant to Article 
1, Section 8 of the Federal Constitution. 

The original trial court upheld the ordinance 
and this action was affirmed by the Circuit Court 
of Appeals. The Supreme Court held differently, 
however, and decided, among other things, that 
“manifestly no license fee could have been re- 
quired of the appellant’s solicitors, if they had 
traveled at its expense and received their compen- 
sation by direct remittance from it. And we are 
unable to see that the burden on interstate com- 
merce is different or less because they are paid 
through retention of advance partial payments 
made under definite contracts negotiated by them. 
Nor can we accept the theory that an expressed 
purpose to prevent possible frauds is enough to 
justify legislation which really interferes with the 
free flow of legitimate interstate commerce.” 

In other words, it makes no difference whether 
the Glorified Peddler works on a salary or a com- 
mission, you cannot tax him or require him to 
furnish a bond, when such tax or bond interferes 
with or burdens interstate commerce. 

Frankly, we expected it. HARDWARE AGE has 
from the start contended that you cannot stop 
house-to-house canvassing by law. All that we 
hoped for or expected was a means by which his 
activities could be supervised to the extent of pro- 
tecting customers from possible fraud. Now even 
that seems doubtful. 

This decision at least places the retail merchant 
face to face with the truth. That his existence as 
a merchant hinges on his own exertions and his 
ability to serve his trade as well or better than 
does his competitor. 





It definitely settles the problem of whether or 
not the local merchant should canvass. How else 
can he logically meet the competition of the Glori- 
fied Peddler who is taking his wares direct to the 
customer? Under this decision peddling will in- 
crease, and that increase cannot be met by sitting 
back and waiting for customers to come into the 
retail store. We must fight fire with fire. 

By this we do not mean that the hardware mer- 
chant must peddle all his wares from door to 
door. That would be as foolish as it is impossible. 
We do contend, however, that the local merchant 
must and shall take to the customer those articles 
of his stock which are best demonstrated and 
sold in the home; those articles which the peddler 
has proved are best sold in that way. 

The whole thing simmers down to a fight for 
existence—a survival of the fittest, and we believe 
that the local merchant is more fit to serve his 
community than is any outsider, provided he lives 
up to his opportunities. 


This is a business proposition. Let’s consider 
it in a business way. First, let us put down in 
black and white the articles or lines in our stocks, 
which are similar to those the Glorified Peddler is 
selling to our customers. He has done the pio- 
neering. Let’s take advantage of his experience 
and go him one better. 


Second—Let’s find the manufacturer’s lines 
which best compete with the peddled goods in 
both quality and price, and enlist their coopera- 
tion in a local campaign. 

Third—Let’s thoroughly train some of our 
salesmen in house-to-house selling, so that they 
can spend at least a part of their time calling on 
the trade and selling these goods to the housewife 
in the home. 


Fourth—Let’s drop this “I am holier than thou” 
attitude and seek business on a straight, legiti- 
mate business basis—Advertise our goods and our 
service, and prove that our price is right. 

Fifth—Let’s make our show windows talk at- 
tractively, logically and continually in our favor 
and that of the merchandise we sell. 

Sixth—Let’s keep the best interests of our cus- 
tomers always to the fore, and give them every 
opportunity to own any merchandise which they 
can use to their own profit. If we make that op- 
portunity plain enough, we will eliminate most 
of the Glorified Peddler’s opportunities to take our 
trade. Let’s prove our right to our place in the 
merchandising world; forestall competition, as 
well as meet it when it comes. After all, there 
will be just a certain amount of merchandise 
bought in your community. If you sell it—the 
peddler will not, and if he doesn’t sell enough to 
pay himself and his manufacturer a profit, he will 
eventually quit. 

The final solution of the peddler problem lies 
in this one sentence: “Sell the goods yourself.” 
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Than in New York 


By Saunders Norvell 


N the 8S. S. “MAJESTIC,” coming over, I read 
three books: “ARROWSMITH,” by Sinclair 
Lewis (author of “MAIN STREET,”) “THE 

PAINTED VEIL,” by Galsworthy, and “THE WAY 
OUT,” by Edward A. Filene of Boston. 

It is curious that “ARROWSMITH” and “THE 
PAINTED VEIL” are both stories of doctors, both 
bacteriologists. The heroes in both stories with their 
wives go to a cholera-infested district to conquer the 
plague. In Galsworthy’s story, the husband dies of the 
plague in China. In Lewis’ book, the wife dies of the 
plague in the West Indies. 

It is a coincidence that an American and an English 
author should have such similar plots in their recent 
books, both published at about the same time. 

Galsworthy’s book is very wel! written and closely 
holds the attention. However, he does not worry much 
about details but devotes all of his time to an analysis 
of his characters. 

Lewis, on the other hand, goes into the minutest 
details of the studies of a medical student and one 
gathers a very good general idea of the modern theory 
of treating diseases by “bugs’”—biology. Lewis’ book 
is a very long story—448 pages. The book is a 
study in concentration—in science, as in religion, one 
must “Leave all and follow me.” 

By the way—I hear that Sinclair Lewis is in Paris. 
I am told that he took $100,000, part of the profits 
on “MAIN STREET,” and placed the entire sum in 
a trust fund, so he can never go broke but will always 
have the interest to live on. | 

After reading “THE PAINTED VEIL,” you wonder 
where the censors were when this book was published. 
It is about the frankest book I ever read. The author 
calls a spade a spade. 

“THE WAY OUT,” by Edward A. Filene, is poorly 
written. There is much repetition. However, it is 
well worth reading. Mr. Filene is the head of a 
large and successful business in Boston. He under- 
takes to look forward and predict what will happen in 
American business in the next 10 or 20 years. 

He believes that we are entering into an era of 
keen competition and that many changes in distribu- 
tion will take place. He thinks that mass manufac- 
turing and mass distribution will become the order of 
business; that margins will be narrower and that the 
small dealer will have a harder and harder time com- 
peting with well-organized selling on a tremendous 
scale. He points to the methods of Henry Ford as 
an illustration of what is going to happen in all lines— 
enormous production, lower selling prices and higher 
wages—no waste, the greatest efficiency! 

He also has a good deal to say on the “democratiza- 
tion of business’’—that is—the business being run 
more and more by employees. He admits that this 
method is slower—it means meetings of committees, 
much talk, etc.—but he believes in the long run that it 
is much safer and a more permanent form of organiza- 
tion than the “one man” business. 


He refers, too, to our wasteful business methods of 
the past 25 years as “pioneer’’ methods—good enough 
for the times—but, in the new era he sees ahead of 
us, he warns that these old pioneer methods will not be 
successful. 

It will pay every forward-thinking business man 
to get this book of Mr. Filene and read it carefully. 
It will at least make you think. I recommend it par- 
ticularly to some of that class of merchants who be- 
lieve that no serious changes are taking place and 
that nothing is going to happen which we need worry 
about. I especially suggest that ““Mr. Davy Jones” or 
whatever his name may be, and his followers read 
“THE WAY OUT.” 

*% * * 

When you come aboard ship, all through the voyage 
the officers and stewards are very polite—almost sub- 
servient, to our American way of thinking. Then 
comes the landing and a great change. Instead of 
ordering stewards about, you find them giving you 
orders your trunk must be ready at 10 o’clock; you 
must be down to breakfast at 6 o’clock. 


The night before landing the parties were the most 
brilliant. The ladies wore their loveliest gowns. A\l- 
most everyone forgot the cold gray dawn of the morn- 
ing after. 

How good the bacon and eggs did taste, but oh, how 
different the charming ladies looked at this ungodly 
hour! What a difference a few hours make! 

We were herded on a French tender and then fell 
over each other in the drizzling rain as we searched 
for our hand baggage. This was our first, and very 
familiar, touch of French lack of system. 

I was to be spared the long, monotonous ride by 
rail from Cherbourg to Paris. Some friends had 
asked me to motor with them and as soon as our hand 
bags were chalked, we passed out of the Custom House, 
found a large, comfortable, closed car waiting and 
were shortly on the road to Paris by way of Mont 
Saint Michel, Saint Malo, Dol, Chartres, Rambouillet 
and Versailles. ‘ 

Most of this is through Brittany and it is very 
interesting, for the people wear their native and ancient 
costumes. Fashions never bother the ladies of Brit- 
tany. They wear the same headdresses, shawls and 
gowns as their ancestors have worn for generations. 
All these people are scrupulously clean, have good, 
open-air complexions and impress you as an honest, 
hardy race. 

At Dol, there was a weekly Saturday Street Fair. 
Every conceivable thing was offered for sale. Prices 
were very, very low. Such prices mean labor was 
very cheap. Things were probably made by the farm- 
ers in their spare time, winter evenings, and so labor 
hardly counted. Think of our American farmers 
and their families working at all kinds of manufac- 
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Paint Advertising Managers Indorse 
Partial Payment Paint Plan 


Meeting in Pittsburgh Approves Plan by Resolution, Chairman 
Horace S. Felton Re-elected 


The talk which inspired the indorse- 
ment of the partial payment paint plan 
was given by T. E. Damm, Devoe & 
Raynolds Co., Ine. 

The actual resolution follows: 

“WHEREAS, it is economically 
sound for a property owner to buy 
paint and varnish for the protection of 
his property by the same method of 
financing which is used by a large ma- 
jority of property owners in the pur- 
chasing of property; 

“WHEREAS, the time payment plan 
as developed by the Save the Surface 
Campaign is needed to help the paint 
and varnish industries serve a potential 
market estimated to represent 80 per 


NDORSEMENT of the partial payment paint plan was the most 

important resolution feature of the Paint and Varnish Adver- 

tising Managers’ Conference held at the William Penn Hotel, 
Pittsburgh, Pa., June 2, 1925. The resolution was offered by S. B. 
Woodbridge, E. I. du Pont de Nemours & Co., Wilmington, Del., after 
the regular report of the resolutions committee had been accepted. 
Registration was 103, with more than ninety attending the noonday 
luncheon. 

Horace S. Felton, Felton, Shelby & Co., Philadelphia, Pa., was re- 
elected chairman of the conference. John H. Stutt, George D. Weth- 
erill & Co., Philadelphia, Pa., was chosen as secretary to succeed retir- 
ing secretary, B. W. Kunst, H. M. Hooker Glass & Paint Co., Chicago, 
Ill. Theodore E. Damm, Devoe & Raynolds Co., Inc., New York City, 
was elected vice-chairman. The executive committee for the ensuing 
year consists of these officers, with L. C. Sadd, Pittsburgh, and J. A. 





Fuegelein, Louisville Varnish Co., 


The conference was welcomed to 
Pittsburgh by Charles J. Caspar, Pitts- 
burgh Plate Glass Co. 

F. J. Ross, advertising agent for the 
Save the Surface Campaign, outlined 
an advertising investment survey based 


Louisville, Ky. 


———_ — —— 


The value of trade papers to the in- 
dustry was the topic assigned to 
George B. Heckel, trustee of the Save 
the Surface Campaign, and himself the 
publisher of a paint journal. Mr. 
Heckel dwelt on the trade paper’s 





cent of the total possible paint and 
varnish market; and 

“WHEREAS, the partial payment 
plan will stimulate the sale of paint 
and varnish by making products avail- 
able to property owners who could not 
afford to buy them by any other meth- 
od; and 





L. C. Sadd, Pittsburgh, re-elected to executive committee; B. W. Kunst, H. M. Hooker, Hooker Glass & Paint Co., 
retiring conference secretary; Horace S. Felton, Felton-Sibley Co., re-elected chairman; A. C. Kleberg, Valentine 
& Co., re-elected to executive committee, and J. A. Fuegelein, Louisville Varnish Co., re-elected to executive com- 

mittee 


on reports from the industry. L. C. 
Sadd, Pittsburgh, told how he had lined 
up successfully with the publicity of- 
fered through the Save the Surface 
Campaign and urged others to do like- 
wise. 

H. C. Bursley, advertising manager, 
Murphy Varnish Co., led a discussion 
on the cost of dealer helps, the extent 
of which is not generally recognized 
by the retailer in the opinion of the 
conference. 

The close relation between the sales 
and advertising departments was thor- 
oughly outlined by S. B. Woodbridge, 
sales director of E. I. du Pont de Ne- 
mours & Co., who maintained that both 
divisions should work in harmony 
toward a common goal. The impor- 
tance of helping the retailer sell was 
also stressed. 


unique position with its close contact 
to its readers and said that such pub- 
lications must always be considered in 
the light of reader interest and appeal 
and not judged by mere bulk of circula- 
tion figures. 

Direct by mail advertising for and 
with the dealer was reviewed by J. A. 
Fuegelein, Louisville Varnish Co., and 
his brother, B. A. Fuegelein, Peaslee- 
Gaulbert Co. The use of limited, 
chosen mailing lists was advocated by 
both men. 

A. C. Kleberg, Valentine & Co., spoke 
on the economical and effective dis- 
tribution of display material to dealers. 
It was generally agreed that there ex- 
ists a great waste in the distribution of 
such helps, which the paint and var- 
nish industry seeks to correct with the 
aid of dealers and their salesmen. 


“WHEREAS, this plan will material- 
ly improve the credit situation of con- 
tracting painters, paint and hardware 
and thus manufacturers and jobbers (it 
is recognized that a large volume of 
materials and much painting are now 
done ‘on time’ without the finance and 
collection resources of finance com- 
panies); 

“THEREFORE, BE IT RESOLVED, 
by this conference that the installment 
plan for painting be indorsed; and 

“BE IT FURTHER RESOLVED that 
this conference urge all advertising and 
sales executives in the industries to 
bring this plan to the attention of their 
dealer and painter customers through 
the medium of national, trade paper 
and direct-by-mail advertising, as well 
as through the personal contact of 
their sales representative.” 
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Partial Payment Paint Plan Indorsed 
by Paint Sales Managers Also 


Resolution Passed Similar to That Accepted by Advertising 
Managers in Pittsburgh Meeting, June 3— 
E. F. Hopper Elected Chairman 


Prescott Gardner, director of sales, 
De Voe and Raynolds Co., Inc., New 
York City, told how his company con- 
ducts a school of instruction for re- 
cruit salesmen; gives them retail ex- 
perience through its several retail store 


N a resolution similar to that passed by the Paint and Varnish 
Advertising Managers’ Conference, the day previous, the partial 
payment paint plan was indorsed by the Paint and Varnish 

Sales Managers’ Conference, held at the William Penn Hotel, Pitts- 
burgh, Pa., June 3. That resolution is published in full on the op- 
posite page. R. W. Lindsay, sales manager of Pratt & Lambert, Inc., 
Buffalo, N. Y., chairman of the conference, presided throughout the 





morning and afternoon sessions. 
was more than 90. 


E. F. Hopper, sales manager, Murphy Varnish Co., Newark, N. J., 
was elected chairman to succeed Mr. Lindsay. Arthur M. East was 


The registration. for this meeting 


again chosen as secretary of the conference. 


Equally as important as the indorse- 
ment of the partial payment paint plan, 
were Chairman Lindsay’s introductory 
remarks in which he said the confer- 





In discussion it was brought out that 
when the dealer should be taugnt to 
use display material 
should be informed that the proper use 


———— — ggg SAAS 


properly he 


laboratories; and then works them into 
territories. Mr. Gardner said the plan 
had been very successful with his com- 
pany and had proved of great value 
to retail dealers who were agents for 
his firm. ~ 

E. F. Hopper, sales manager, Mur- 
phy Varnish Co., Newark, N. J., spoke 
on the application of the code of ethics 
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S. P. Woodbridge, E. I. DuPont de Nemours & Co., also president National Varnish Manufacturers Association, 

re-elected to the executive committee of the Sales Managers Council; C. W. Eastwood, U. S. Gutta Percha Co., 

also re-elected to the executive committee; R. W. Lindsay, Pratt & Lambert, Inc., retiring chairman; E. F. Hop- 
per, Murphy Varnish Co., newly elected chairman, and Arthur M. East, cénference secretary 


ence should be dedicated to the discus- 
sion and solution of ways and means 
for the paint industry to help its deal- 
ers obtain the remaining 80 per cent 
of available and prospective paint bus- 
iness—it being generally recognized 
that only 20 per cent of American 
property is adequately protected by 
paint and varnish at the present time. 

Teaching the dealer to use efficiently 
the various dealer helps, display ma- 
terials, color cards and sales literature 
were also recognized as being an im- 
portant duty of paint and varnish sales 
managers through their sales forces. 
Such efforts, it was said, would tend 
to lessen the waste in the non-use and 
improper use of such materials. 

H. C. Menagh, advertising manager, 
McDougall-Butler, Inc., Buffalo, N. Y., 
read a paper entitled “What does the 
advertising department expect of the 
sales department,” in which he gave 
his opinions on the best cooperative 
methods for these two departments. 


of such tends to reduce its cost, mak- 
ing it thus an investment. 

An important topic was discussed by 
W. A. Alpers, Cleveland Window Glass 
& Door Co., Cleveland, Ohio, who gave 
the merchant’s impression of present- 
day sales solicitation. Mr. Alpers said 
he found paint salesmen receiving much 
better treatment from retailers these 
days and attributed this condition to 
the fact that the better grade of pres- 
ent-day paint salesmen were more ef- 
ficiently trained and often quite help- 
ful to dealers in matters of display, 
advertising, selling and stocking of 
paints. Mr. Alpers stressed the im- 
portance of understanding the dealers’ 
problems and the importance of help- 
ing them through salesmen. 

The discussion of the partial pay- 
ment plan was led by S. B. Wood- 
bridge, sales director, E. I. du Pont de 
Nemours & Co., Wilmington, Del., who 
read a paper he prepared on the sub- 
ject. 


in soliciting paint accounts and urged 
every sales executive present to use the 
industry’s code of ethics and to broad- 
cast it among salesmen. This code 
embraces the condemnation of knock- 
ing competitors and the swapping of 
accounts as unethical and uneconom- 
ical. 

C. W. Eastwood, secretary of the 
U. S. Gutta Percha Paint Co., Provi- 
dence, R. I., spoke on industrial paint 
sales as applied to factory construc- 
tion and maintenance. Carl J. Schu- 
man, secretary, Hilo Varnish Corp., 
Brooklyn, N. Y., spoke on industrial 
paint sales as applied to manufactured 
products. 

With the aid of lantern slides, G. E. 
Conkling, McGraw-Hill Co., presented 
some facts and figures of the buying 
habits of an industry. 

The conference held luncheon at noon 
in an adjoining room. 
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U. S. Supreme Court Sustains Trade 
Association Activities 


May Legally Gather and Distribute Information as to Costs, Production, 
Prices, Etc.—May Not Use Data to Restrain 


Trade 


By W. L. Crounse 


WASHINGTON, June 8, 1925 


June 11, 1925 








Trust act. The cement case arose in 
New York State, where the Govern- 












RADE association executives in every industry are breathing 

deep sighs of relief because of the decision during the past week 

of the United States Supreme Court holding that the alleged 
combinations in the cement and maple flooring industries, recently 
attacked by the Attorney General as violations of the Sherman anti- 
trust law, have in no way contravened the letter or spirit of that 
statute. The decision has been well characterized by experienced 
attorneys as the most momentous deliverance of the Supreme Court 
in an anti-trust case since the Standard Oil controversy was decided 
in 1912. 

As in the case brought against the United States Steel Corporation, 
in which the government suffered a humiliating defeat, the court 
has been guided in the trade association cases by what is denominated 
the “rule of reason.”’ The rational and wholly logical proposition is 
laid down that every association, corporation or individual is entitled 
to all the information that can be gathered from any source as to 
trade conditions and that, provided no improper use is made of the 
information thus obtained, the collection and dissemination thereof 








ment arraigned the Atlas Portland Ce- 
ment Company, Allentown Portland 
Cement Company and nineteen others 
doing business in Pennsylvania, New 
Jersey, New York, Maryland and Vir- 
ginia. The Supreme Court decision 
overthrows injunctions granted by the 
lower courts in both cases. 










Observed Legal Boundaries When 
Marked Out by Courts 


In deciding the case brought against 
the flooring manufacturers’ Justice 
Stone declared that these producers 
“by their course of conduct, instead of 
evidencing the purpose of persistent 
violations of the law, had steadily in- 
dicated a purpose to keep within the 
boundaries of legality as rapidly as 
those boundaries were marked out by 
the decisions of courts interpreting the 
Sherman act.” 

“It is not open to question,” con- 
tinued the opinion, “that the dissem- 
ination of pertinent information con- 
















cannot be held to be illegal. 
A Sweeping Decision 


By analogy the court goes even fur- 
ther. It holds in effect that, even in 
the event that information gathered 
and distributed through legitimate 
channels is subsequently used for an 
illegal purpose, the carrying out of that 
purpose and not the collection of the 
— constitutes an offense against the 
aw. 

The kernel of the court’s decision, 
which was handed down by Justice 
Stone, who was recently transferred 
from the attorney generalship to the 
Supreme Court, is contained in the fol- 
lowing brief paragraph: 

“We decide only that trade associa- 
tions or combinations of persons or cor- 
porations which openly and fairly 
gather and disseminate information as 
to the cost of their product, the vol- 
ume of production, the actual price 
which the product has brought in past 
transactions, stocks of merchandise on 
hand, approximate cost of transporta- 
tion from the principal point of ship- 
ment to the points of consumption as 
did these defendants and who, as they 
did, meet and discuss such information 
and statistics without, however, reach- 
ing or attempting to reach any agree- 
ment or any concerted action with re- 
spect to prices or production or re- 
straining competition, do not thereby 














| engage in unlawful restraint of com- 


merce.” 


No Illegal Intent Shown 


In summarizing the points involved 
in these two cases Justice Stone empha- 
sized the fact that whereas a combina- 
tion between the various manufactur- 
ers in these two trades might have 
come about through the methods com- 
plained of there was nothing to show 
that such was the intent and that on 
the other hand, especially in the case 
of the maple flooring manufacturers, 
diligent efforts were made to _ keep 
within the anti-trust laws. In both 
these important cases the lower courts 
had sustained the Government’s con- 
tention that the anti-trust law was vio- 
lated, a view which was concurred in 
by three of the Supreme Court Justices, 
Messrs. McReynolds, who submitted a 
dissenting opinion which held that the 
cases were covered by the Supreme 
Court’s own decisions in the hardware 
lumber and linseed oil cases, and Taft 
and Sanford, who dissented on similar 
grounds in separate opinions. 

The maple flooring case came from 
Michigan, where, the Government con- 
tended, twenfy corporations in Michi- 
gan. Minnesota and Wisconsin were 
banded together to defeat the Anti- 





tracts for future delivery of cement, 





cerning any trade or business tends to 
stabilize that trade or business and to 
produce uniformity of price and trade 
practice. But the natural effect of 
the acquisition of wider and more 
scientific knowledge of business condi- 
tions on the minds of the individuals 
engaged in commerce and its conse- 
quent effect in stabilizing production 
and price can hardly be deemed a re- 
straint of commerce, or, if so, it can- 
not, we think, be said to be an unrea- 
sonable restraint, or in any respect 
unlawful. 


No Ban on Intelligence Designed 


“It was not the purpose or the in- 
tent of the Sherman Anti-Trust law 
to inhibit the intelligent conduct of 
business operations, nor do we con- 
ceive that its purpose was to suppress 
such influence as might affect the oper- 
ations of interstate commerce through 
the application to them of the indi- 
vidual intelligence of those engaged in 
commerce, enlightened hy accurate in- 
formation as to the essential elements 
of the economics of a trade or business 
however gathered or disseminated.” 

In the case brought by the Attorney 
General against the cement association 


the government charged that the de- 


fendants controlled price and produc- 
tion in the following manner: 
1. By the use of specific f.o.b. con- 
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accompanied by a system of reports 
and trade espionage having as its ob- 
jective the restriction of deliveries of 
cement under those contracts. 

2. By compiling and _ distributing 
among the members freight rate books 
which give the rate of freight from 
arbitrary basing points of delivery 
within the territorial area served by 
the several defendants. 

3. By exchange of information eon- 
cerning credits. 

4. By activities of the association at 
its meetings. 


No Limitation on Prices or Production 


In this case the Attorney General 
contended the uniformity of prices and 
limited production were necessary re- 
sults of these activities but did not 
charge any agreement to limit prices 
or production nor did it state that 
prices were excessive or unreasonable. 
Nothing was adduced to show that 
competition had been destroyed. 

In ruling on this case Justice Stone’s 
opinion held that the two essential ele- 
ments in a conspiracy to restrain com- 
merce were the gathering and report- 
ing of information which would enable 
individual members of the association 
to avoid making cement deliveries on 
specific job contracts which by the 
terms of the contract they were not 
bound to deliver and the gathering of 
information as to production price of 
cement soid on specific job contracts 
and transportation costs. 

As to whether such a conspiracy ex- 
isted in this case the opinion said: 


No Conspiracy in Restraint of Trade 


“That a combination existed for the 
purpose of gathering and distributing 
these two classes of information is not 
denied. That a consequence of the 
gathering and dissemination of infor- 
mation with respect to the specific job 
contracts was to afford to manufac- 
turers of cement opportunity and 
grounds for refusing deliveries of ce- 
ment which the contractors were not 
entitled to call for, an opportunity of 
which manufacturers were prompt to 
avail themselves, is not open to dis- 
pute. 

‘“‘We do not see, however, in the ac- 
tivity of the defendants with respect 
to specific job contracts any basis for 
the contention that they constitute an 
unlawful restraint of commerce.” 


The Justice also said that the Court 
could not regard “the gathering and 
reporting of information through the 
cooperation of the defendants with 
reference to production, prices’ in 
actual closed specific contracts and of 
transportation costs, as an unlawful 
restraint of commerce, even though it 
be assumed that the result tends to 
bring about uniformity in price.” 


Preparing a New Price Pro- 


tection Bill 


i ihe campaign for price protection 
legislation which received a de- 
cided impetus at the recent annual 
meeting of the Chamber of Commerce 
of the United States when the Presi- 
dent of the Chamber appointed a spe- 
cial committee to cooperate with other 
trade committees appointed to bring 
the subject before Congress, is pro- 
gressing rapidly. The leaders in the 
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movement are confident that they will 
have a comfortable majority of both 
houses pledged in favor of the enact- 
ment of a sound price protection law 
before the new Congress assembles in 
December. 

In appointing the Chamber’s com- 
mittee, President Grant made it clear 
that under the constitution and by- 
laws of the Chamber individual solici- 
tation of Representatives and Senators 
cannot be resorted to in the name of 
the Chamber. This, however, does not 
in any way restrict the movements of 
local trade bodies affiliated with the 
Chamber or of the members thereof, 
many of whom have been among the 
recognized leaders of this movement 
ever since the momentous decision of 
the United States Supreme Court 
which, for the first time in the United 
States, laid down the proposition that 
in the present state of the law con- 
tracts for the maintenance of resale 
prices are unlawful. 


First Step in Drafting of New Bill 


President Grant also made it clear 
that in his opinion the first step to be 
taken by the trade committee co- 
operating with the committee of the 
National Chamber was the prepara- 
tion of a satisfactory composite bill 
designed to take the place of the four 
measures pending before the House 
Committee on Interstate and Foreign 
Commerce in the last Congress. While 
these measures are technically dead, 
nevertheless it has been the practice 
to reintroduce them regularly with the 
assembling of each new Congress. 


In line with this suggestion the trade 
committee wing of the joint committee 
has already begun the task of prepar- 
ing a measure which it is hoped will 
be substituted for the Kelly, Merritt, 
Williams and Wyant bills heretofore 
presented. Judging by the progress 
already made this composite bill will 
be ready for presentation to a joint 
conference with the National Cham- 
ber’s representatives at a very early 
date. 

No serious technical difficulties are 
likely to be encountered in the prepa- 
ration of this substitute bill. This is 
due to the fact that, with the excep- 
tion of a single provision of the Kelly 
measure, all four bills are much alike 
while the same basic principle regard- 
ing the legalization of contracts for 
the maintenance of resale prices of 
identified merchandise underlies the 
entire quartet. 


Trade Commission Feature of Kelly 
Bill Unpopular 


The only feature of the four bills to 
which serious exception has been taken 
has been the provision of the Kelly 
bill under the terms of which the Fed- 
eral Trade Commission is given cer- 
tain jurisdiction over the operations 
of manufacturers and merchants who 
may elect to take advantage of the 
proposed law legalizing resale con- 
tracts. This feature of the Kelly bill 
was written into the measure at the 
suggestion of the Federal Trade Com- 
mission at a time when the commis- 
sion declared itself ready to assist in 
securing the enactment of price pro- 
tection legislation. 


Careful consideration of all phases 
of this important problem has con- 
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vinced the leaders of the movement, 
however, that the commission pro- 
vision is unwise. Secretary of Com- 
merce Hoover has opposed it very con- 
vincingly and it is an interesting fact 
that because of his opposition the Mer- 
ritt bill was drafted and presented as 
a substitute for the Kelly measure. 


Chamber Opposes Governmental 
Interference 


The National Chamber is strongly 
opposed to any governmental inter- 
ference with price protection. The 
trade committee, which is operating 
under the general auspices of the 
American Fair Trade League, is even 
more emphatically against the pro- 
posed supervision by the trade com- 
mission or any other governmental 
body. 

The chief problem of the committee 
now working on the composite bill is 
the determination of what constitutes 
“proper restrictions” for the _ safe- 
guarding of the right of manufac- 
turers and merchants to fix the resale 
price of their identified products. It 
is believed, however, that these re- 
strictions are already substantially set 
forth in the various pending bills and 
that by bringing these provisions to- 
gether the ground will be comprehen- 
sively and satisfactorily covered. 


Get This Paint Pamphlet 


ROP a line to the Department of 
1) Agriculture, Washington, D. 

C., and get a copy..of Farmers’ 
Bulletin 1452. It is full of good sug- 
gestions intended for paint consumers 
but quite as useful to the boys who 
push the paints from their vantage 
ground behind the counter. 

Painting improves appearance, but 
the chief purpose of painting on the 
farm is to preserve buildings, fences, 
and implements from the effects of the 
weather, says the Department of Agri- 
culture. Interior painting is usually 
done to make the home more attractive, 
but it also serves a useful purpose in 
making walls and ceilings more sani- 
tary and dark rooms lighter. Paint- 
ing at regular intervals is the cheapest 
way to keep buildings and implements 
in good condition. 

A knowledge of the different kinds 
of paint and their, particular adapta- 
bility is a great advantage to the 
farmer who wishes to do his own work. 
The department has published Farm- 
ers’ Bulletin 1452 for the express pur- 
pose of helping the farmer to select 
the right paint for the particular job 
at hand. 

It gives directions for mixing paint, 
for preparing surfaces, and for apply- 
ing the paint... Full directions for 
making and applying several kinds of 
whitewash are included also. 

Painting should not be put off too 
long. If wood has begun to rot or 
iron has begun to rust, the rotting and 
rusting will continue after the paint 
has been applied. Moreover, the longer 
painting is delayed, the more difficult 
and expensive it becomes. 

This interesting bulletin may be had 
free of charge as long as the supply 
lasts. Don’t wait until the last one 
has been distributed. 
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CURRENT NEWS 





Toy Exhibitors Form Permanent 
Association in San Francisco 


San Francisco’s first annual toy fair, held May 25 to 30, at the Palace Hotel 
and the Furniture Exchange Building, has resulted in the formation of a per- 
manent organization of toy exhibitors, to be known as the Pacific Coast Toy 
Fair Association, and the selection of May 24 to 29 as the date of the 1926 toy 


fair. 
week of the fair. 


About fifty toy manufacturers displayed their goods this year during the 
They were visited by buyers from all parts of the Pacific Coast, 


and it is believed that a greater interest in toys and somewhat larger buying will 


result. 


Local jobbers and retailers arranged special displays in their offices and 


store windows during the week of the fair, and the San Francisco newspapers 
gave the first toy week generous publicity. 


A luncheon for the exhibitors was 
held at the Palace Hotel, May 27, 
which was attended by about 100 man- 
ufacturers’ representatives, who were 
addressed by Richard Neustadt, man- 
aging. director of the San Francisco 
Retail Merchants’ Association. Michael 
Sweyd, a manufacturers’ representa- 
tive in San Francisco, presided as 
chairman. Mr. Sweyd explained that 
San Francisco is now in the toy mar- 
ket, and that the primary purpose of 
the toy fair is to promote business and 
at the same time to help decrease buy- 
ing costs for distributors of toys. 

“New York has a toy month every 
spring,” he said, “and so does Chicago. 
Here all of the leading manufacturers 
have displays, and buyers can now 
make all of their purchases at one 
time. It has been necessary in the 
past for Western merchants to journey 
east to the Chicago or New York fair, 
or else wait for the salesmen to call 
on them. A toy fair every year in 
San Francisco will enable buyers to 
select the best goods on the market in 
the least possible time at the minimum 


expense.” 
At the special executive meeting of 

















the toy exhibitors in the directors’ room 
at the Furniture Exchange Building, 
May 28, Kenneth L. Stedman, San 
Francisco representative, Murray Prod- 
ucts, Inc., Cleveland, Ohio, in nominat- 


ing Victor Toman of Los Angeles as | 


resident of the newly formed organ- 
ization, said that he did so not only 
because of the exhibitors’ desire to have 
a man of Mr. Toman’s ability as the 
first president of the organization, but 
also because of the desirability of hav- 
ing a Los Angeles man accept the posi- 
tion so as to remove any possibility of 
criticism of the new association as a 
sectional body. The following officers 
were then unanimously elected for the 
ensuing year: 

Victor Toman, Children’s Vehicles 
Corporation, Los Angeles, president; 
» Kenworthy, Schwabacher-Frey, 
San Francisco, vice-president; H. F. 
Mack, American Flyer Co., Chicago, 
Ill., vice-president; Miss C. E. Dough- 
erty, Toy Department, San Francisco, 
secretary; A. H. Erskine, American 
Flyer Co., San Francisco, treasurer; 
Otto Hirshman, Kendel Graham, 
San Francisco, director; Michael 
Sweyd, manufacturers’ representative, 
San Francisco, director. 





Pyrene Standardizes Tire 
Chains to 20 Necessary Sizes 


The Pyrene Manufacturing Com- 
pany, Newark, N. J., has standardized 
the size of its Off ’N’ On automobile 
chains, so that dealers need carry only 
twenty different sizes instead of fifty. 
C. M. Bunnell, sales manager of the 
chain division, in informing jobbers of 
this change, emphasizes the fact that 
it will result in greatly simplyfying 
the handling of chains in stock and 
their sale. 


G. R. Lundane Joins U. S. 
Electrical Tool Co. 





Gunner R. Lundane, formerly Mana- 
er of the New York office of The 
lack & Decker Manufacturing Com- 
pany, has resigned to join the United 
States Electrical Tool Company of Cin- 
cinnatti, Ohio. 





Mr. Lundane will act as Special 
Eastern Representative and will make 
his headquarters at the New York of- 
fice of the U. S. Electrical Tool Com- 
pany at 50 Church Street, New York 
City. 


ee 


F. W. Lawson Co. Completes 
Its 108th Year in Business 


The F. W. Lawson Co., Cincinnatti, 
Ohio, manufacturer of galvanized tin 
and japanned ware, has completed its 
108th year of successful business op- 
eration. The company now has a 
branch office in New York City where 
a complete stock is carried for store 
door delivery. A similar office is also 
located in Chicago, Ill. The company 
now manufacturers metal bathroom 
cabinets, white enameled clothes ham- 
pers and a number of other sheet metal 
specialties. 

The latest catalog issued by the F. 
W. Lawson Co. is No. 304. 









































Fred W. Fellows Dead— 
Was Sargent Sales Executive 


Fred W. Fellows of Sargent & Co., 
New Haven, Conn., died at his home in 
New Haven on Thursday, May 21, 
after an illness of only two days. 

Mr. Fellows, who was born in 
Bristol, N. H., Aug. 19, 1867, was 





Fred W. Fellows 


the son of Alvin J.' and Lois Bangs 
Fellows. He entered the employ of 
Sargent & Co., Sept. 6, 1885, as 
a boy in the office of the general 
superintendent. After serving faith- 
fully and with industry in several ca- 
pacities, he assumed a position with 
the sales department which grew in 
importance until at the time of his 
death he was assistant sales manager. 

He is survived by his wife, Gertrude 
Perrin Fellows. 





Big Electrical Gathering Soon 
in San Francisco 


Sixteen business sessions in four 
days is the record that the National 
Electric Light Association will estab- 
lish at its annual convention to be 
held in San Francisco, Cal., June 15 
to 19. The program is said to be one 
of the most diversified ever submitted 
to the membership of any national 
gathering. Advance reservations indi- 
cate an attendence of about 5,000 dele- 
gates. Four special trains have been 
arranged for groups of delegates in 
New York, Chicago and vicinity. The 
convention is to be opened by Governor 
Richardson of California, and will be 
addressed by Herbert Hoover, secre- 
tary of commerce, William M. Jardine, 
secretary of agriculture and L. J. Ta- 
bor, master of the National Grange. 

The importance of the program to- 
gether with the opportunity that is to 
be offered to see California’s greatest 
hydro-electric projects is expected to 
bring to this convention many of the 
outstanding leaders in the electrical 
profession. 
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D. F. Edwards, Presi- 
dent Wickwire Spencer 


Steel Corp. 


David F. Edwards has been elected 
president of the Wickwire Spencer 
Steel Corp., New York City. He was 
formerly vice-president of the cor- 
poration and succeeds Theodore H. 
Wickwire, Jr., as president. 


Oakland Dealer Sells— 


Moves to Carmel 


E. M. Durham, has moved his stock 
and fixtures from 2027 San Pablo Ave., 
Oakland, Cal., to Carmel, Cal., where 
he has opened a new store, and where 
he will continue to carry on his busi- 
ness. 

The Henny Hardware Co., has leased 
the premises formerly occupied by E. 
M. Durham, and will conduct a retail 
hardware business at that address. 


New Game and Fish Laws for 


California 


Nine fish and game laws, among 
them Senate bill 504, permitting the 
killing of white pelican, shag or cor- 
morant, which damage rice and destroy 
fish in California waters, were signed 
recently by Governor Friend W. Rich- 
ardson of California. The other game 








and fish acts approved by the Governor | 


were as follows: 

S. B. 639—Prohibiting fishing for 
salmon within half-mile of any spawn- 
taking station. 


S. B. 652—Prohibiting the killing of | 


mule tail deer in fish and game Dis- 
trict 1% (Modoc County). 

S. B. 557—Prohibiting the killing of 
Sierra hare. 

S. B. 523—Protecting bass. 

S. B. 504—Limiting the deer season 
in southern California to one month. 

A. B. 927—Repealing an obsolete 
section of the game laws. 

A. B. 451—Defining game districts. 

A. B. 37—Protecting various game 


birds. 


Lilienthal-Williams Will Dis- 


tribute Zip Knife Sharpener 


Lilienthal-Williams Co., 2 Pine 
Street, San Francisco, Cal., has been 
appointed California distributor for 
the Zip knife sharpener, manufactured 
by the Phillips-Laffite Co., Philadel- 
phia, Pa. 








Employees Honor Founders 
of Keystone Steel & Wire Co. 


Employees of the Keystone Steel & 
Wire Co., Peoria, Ill., recently erected 
a memorial tablet in memory of Peter 
Sommer, founder of the company, and 
P. W. Sommer, who succeeded him and 


carried on the business until the time of 
his death one year ago. The installa- 
tion services were held in the wire 
mill yard directly in front of the com- 
pany’s cafeteria. The unveiling was 
done by Bertha Ziegler, Tom Gibbs, 
Fred Racine and R. Brunner, who are 
the four oldest employees of the com- 
pany. Charles W. LaPorte delivered 
the eulogy. Formal acceptance was 
made by B. L. Sommer, President of 
the Keystone Steel & Wire Co. Ap- 
proximately 750 employees were pres- 
ent to witness the unveiling. 


Will Hedges Joins 
H. P. Sinclaire & Co. 


Will T. Hedges has become asso- 
ciated with H. P. Sinclaire & Co., as 
director of marketing. H. P. Sinclaire 
& Co., operate glass works in Corning, 























| Will T. Hedges 


| Bath and Dunkirk, N. Y. Cut and en- 
| graved glass is manufactured at the 
|Corning plant, and has been for about 
| 20 years. Art glass ware is manufac- 
|tured at Bath. The plant at Dunkirk 
|is being reconstructed and equipped for 
'a general glass manufacturing line. 

Mr. Hedges was formerly director of 
sales for the Pyrex Division, Corning 
Glass Works, Corning, N. Y 








Harper Now Sales Manager 
for the Alabastine Co. 


William C. Harper for many years 
jobbers’ salesman for the Alabastine 
Company of Grand Rapids, Michigan, 
has been appointed manager of sales to 
take the place of D. I. Pinney, resigned. 














Mr. Harper has had twenty years of 
experience on the road, has a very 
large acquaintance and has called on 
jobbers in nearly every State in the 





Union. 
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Remington Pocket Knife Cat- 
alog Is Printed in Three 
Languages 


A new pocket knife catalog has just 
been issued by the Remington Arms 
Company, Inc., 25 Broadway, New 
York, N. Y. It is said to be a practi- 
cal and handy catalog which will prove 
an excellent reference book. 

The Remington Cutlery Catalog No. 
C5 illustrates and describes Reming- 
ton’s entire line of “Specific Knives for 
Specific Purposes” as of January l, 
1925. The descriptive portion is print- 
ed in three languages: English, Span- 
ish and Portuguese. 





Midwest Cordage Co. Formed 
by George Wright 


The Midwest Cordage Co., 23 East 
Maryland St., Indianapolis, Ind., was 
formed recently and is marketing vari- 
ous lines of cordage and is under the 
management of George Wright. 

Products that will be handled by the 
concern include rope, binder twine, cot- 
ton, jute, hemp, flax, sisal and Manila 
cordage and twines, clothes and plow 
lines, shoe and harness threads, tinsel 
cord, webbings, braids, tape and bur- 
laps. 


Bernholz & Sons Move to 
37-39 Old Slip 


Edward J. Bernholz & Sons, dis- 
tributors of Manila, sisal, cotton and 
jute cordage and twine, have moved 
to new quarters at 37-39 Old Slip, New 
York City. The business is now under 
the management of Edward L. Bern- 
holz and T. F. Bernholz, sons of the 
founder, Edward J. Bernholz, who 
started the business in 1909. 





L. W. Ferdinand, founder and pres- 
ident of L. W. Ferdinand & Co., Bos- 
ton, Mass., whose death was announced 
in the June 4th issue of HARDWARE 


AGE. 
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Wide Gage Electric Trains 


Some interesting and what promises 
to be popular additions and improve- 
ments have made the line of the Amer- 
ican Flyer Mfg. Co., with sales offices 
at 200 Fifth Avenue, New York, and 
factory at 2219-2239 South Halsted 
Street, Chicago. 

Dealers who have the boy’s interests 
aroused have half the battle won. 

The engineers of the company have 
been working to develop a “wide gage” 
feature train for years—now they are 
satisfied and are offering the trade 
some very attractive products. 

The trains are made up of locomo- 
tive, combination baggage and mail car, 








and Pullman car or cars. The sides 
of cars are lithographed in detail and 
shade to correspond to the cars of lead- 
ing railroads, while the locomotive is 
said to be an exact copy of the ““Twen- 
tieth Century.” 

The cars are equipped with spring 
doors which can be opened and closed 
automatically. The Pullmans have 
swinging vestibule doors with enam- 
eled white interiors and may be illumi- 
nated by two individual] lights. 

The electric locomotive No. 4019 is 
equipped with automatic reverse and 
two headlights, one at each end that 


respond automatically to the direction 
of the locomotive. 

The Combination Mail and Baggage 
No. 


car, 4040, has four sliding doors 
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and two interior lights and is equipped 
with an automatic mail bag catcher 
and mail bags No. 4122, which give 
considerable added human interest. 

The observation car adds still fur- 
ther attraction with its sturdy plat- 
form unobstructed by supporting posts, 
but with a dome carrying a real light 
and another light for the inside of the 
car. 

There are different arrangements of 
cars with locomotive and pieces of wide 
gage track (curved and straight), in- 
cluding track terminal connection, 
binding clips and reverse track attach- 
ment which make up the different 
trains and may be identified by num- 
bers. 

Another interesting feature is the 
patented automatic coupler. Uncoupled 
cars may stand on the track but when 
the locomotive moves towards them and 
“bumps” the cars become at once 
coupled; and when the locomotive is 
reversed, the complete train moves for- 
ward. 
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The length of locomotive, No. 4019, is 
15% in., of cars 16 in., including auto- 
matic couplers. 

The new %-volt step transformer is 
said to completely control train and to 
give any desired speed without the use 
of rheostats. 


Toddler Varg Children’s 


Recreational Vehicle 


The Toddler Varg, recently perfected 
by the Gould Manufacturing Company, 
Oshkosh, Wis., is a new type of chil- 
dren’s vehicle. 

For years the kick-sledge has been 
common in Scandinavia as a means of 
travel. It is said in its original form 
it was a crude contrivance, merely a 
chair on long runners, but a Swedish 
engineer has now transformed it into 








an ideal recreational vehicle for chil- 
dren, claimed to be entirely safe and 
with astounding possibilities for speed 
and enjoyment. 

A child, standing on the footrests in 
the rear, gives a long shove, starting it 
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rolling swiftly ahead. Another shove 
and the speed increases. Then by 
gently rocking back and forth on the 
middle set of wheels, which are slightly 
lower than those at the ends, a simple 
principle of motion is brought into play 
which enables surprising speed to be 
developed. 

It is a toy for two as well as one. A 
wide comfortable seat is provided for 
a second child. In winter the wheels 
may be removed, letting the Varg rest 
on steel surfaced runners, ready to 
glide over ice and snow. 





Trade Literature Received 


Parker Brothers, Salem, Mass., man- 
ufacturer of games, have issued a 
catalog covering the company’s line of 
Parker Games. 





Richards-Wilcox Mfg. Co., Aurora, 
Ill., manufacturer of door hanger 
and other hardware specialties has is- 
sued 24-page catalog No. 41 entitled 
“Big Door Hardware.” It is designed 
as a text book for use of dealers, con- 
tractors and architects and contains 
data pertaining to the use and installa- 
tion of large size doors. 





A. F. Meisselbach Mfg. Co., Inc., 25 
West Forty-fifth Street, New York 
City, has issued a booklet entitled ‘To 
Help the Sale of Fishing Reels.” The 
catalog comments that 1925 is the 
company’s 35th anniversary. It de- 
scribes and illustrates the complete line 
of fishing reels made by this company. 





Window Display for Osborn 
Dealers 


An interesting 
handling brushes put out by the Os- 
born Manufacturing Company, 5401 
Hamilton Avenue, Cleveland, Ohio. 


The center piece is 29 in. by 40 in., 
lithographed in seven bright colors and 
mounted on heavy cardboard with fold- 
ing sides, which not only act as a bal- 
ance but add to the attractiveness by 
offering space for extra illustrations. 


nine-piece window | 
display is now available for dealers | 





The eight smaller cards are easel 
mounted and suggest different brushes 
and uses. All are said to act as a great 
stimulus to sales, multiplying them 
many times, especially when the par- 
ticular brushes are set before or 
grouped about the illustration suggest- 
ing their function. 

For an attractive large window the 
spreading out of the cards to fill the 
space is suggested with a_ greater 
number of brushes distributed accord- 
ing to the dictates of the picture. 
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Steel Boats for Safety 


How No. 14 Gage Zinc-Coated Steel Sheets Are 
Literal Lifesavers to Thousands in 
Peril on the Sea 


By Prentice Winchell 
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“Women and Children First!” 


To most of us the phrase has a fictional quality; it 
savors of the melodrama or the six-reeler. But to 
those who have heard it in the dead of night, on sea- 
swept decks, with death just over the rail . . . it 
is a never-to-be-forgotten cry. 

When grandfather used the clipper ships for his 
transatlantic crossing, it was heard far more often 
than today, to be sure. But even with powerful en- 
gines, steel bulkheads, gyroscopic compasses, and the 
ever-present wireless—the chances are better than 
even that this very week the dread warning will ring 
down a raging wind on one of the seven seas. 

After that, it’s up to the lifeboats. Now, to the 
layman a lifeboat is just a lifeboat, capable of holding 
so many people in ‘an emergency. But to the seaman, 
there are two kinds of lifeboats—wood and steel. And 
generally speaking he prefers the latter, for a good 
and sufficient reason. Steel does not shrink when dry; 
wood does. Lifeboats which. are hung in davits for 
weeks on end, exposed to wind and sun, develop open 
seams and leak badly; not necessarily enough to en- 
danger the lives of the occupants who have taken to 
them as a last refuge from the storm, for air com- 
partments are provided to keep the boat afloat even 
if there is a hole in the bottom; but enough to increase 
greatly the danger which is almost as great as that 
of drowning. 

How many headlines tell of heroic rescues at sea, 
followed by reports that many of the survivors have 
perished through “overexposure”? Often—too often— 
this “overexposure” means sitting in a lifeboat which 
has a foot or so of icy water in the bottom. Wood 
boats can hardly avoid this condition when suddenly 
placed in use, as witness the regular boat drills which 
send them overside, only to take several inches of 
water in the short period of time required for the test. 

But steel boats do not leak. They are easier to 
handle, stronger and safer. More than 95 per cent of 
the lifeboats in use on American-owned ships are made 
of steel. Only a comparatively small proportion of 
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those in use on English, French and German boats are 
steel, for tradition is hard to down and the sea cap- 
tains of those countries still cling to the wooden boat. 


Average Life Ten Years 


There are approximately 15,000 steel lifeboats in 
use in this country today, and that the trend is toward 
a further use of the steel boat by European shipping 
interests can hardly be doubted. For one thing, they 
last longer. The average life of a steel lifeboat is 
over ten years, while that of the wood boat is consid- 
erably less, according to estimates made by one well- 
known marine authority. 

The largest fabricator of steel lifeboats in the 
United States is the Welin Davit & Boat Corporation 
of Long Island City, N. Y. They produce some twenty 
standard sizes of lifeboats’ and turn out a total of 
approximately 500 every year. 

Sizes range all the way from 30 ft. x 10 ft. beam x 4 
ft. draft to 12 ft.x 4ft.x2ft. The keels are made from 
ordinary steel bars, the ribs of 2 x 2 x %-in. angles, 
and the hull is made of stock steel sheets, zinc-coated, 
usually No. 14 gage, but sometimes as thick as No. 12 
gage. All the work is done on a manufacturing basis, 
with jigs and fixtures for all parts. Cold riveting is 
used to fasten the sheets to the framework, as welding 
has not been found to work satisfactorily thus far. 

This company also manufactures several lines of 
standardized steel rowboats and small launches rang- 
ing from 30 ft. long down to 10 or 12 ft. Large steel 
tugs, work-boats and yachts are also built, but the 
fabricating process has been confined to lifeboats and 
rowboats. 

Another large manufacturer of small steel boats is 
the Mullins Body Corporation, Salem, Ohio. Known 
to automotive manufacturers as a builder of car bodies, 
this company has fabricated a line of small steel boats 
for many years and the recent development of the small 
outboard motor has done much to expand the demand 
for this type of boat. 

These small rowboats, or outboard motorboats, are 
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made from pressed steel, zinc-coated, in sizes ranging 
from about 30 ft. down. Perhaps the most popular 
size is the 18-ft. launch, for which there has been a 
great demand since the highways have become crowded 
with a parade of automobiles and many people have 
turned to the inland waters to escape from dust and 
exhaust gases. The possible extent of the small boat 
business may be seen from the fact that there are 
about 200,000 registered motorboats over 26 ft. in 
length, approximately another 400,000 below that 
length, and literally millions of rowboats in use today 
on the lakes, rivers and harbors of this country. 

The regular type of steel boat is practically punc- 
ture proof—i.e., any blow which would puncture a steel 
rowboat would smash a wooden boat beyond repair. 
Moreover, they are provided with air-chambers at bow 
and stern, so that they are virtually non-sinkable. 


It has been contended that the bumps to which 
every boat is subjected would soon dent and mar the 
appearance of steel boats, whereas they would have 
no effect on the wooden boat. Light steel sheets will, 
of course, show the effects of an impact, but with the 
aid of a hammer, or in rare cases of a mechanic, the 
boat is as good as new. 


Used on Polar Expedition 


Steel boats have been successfully used in every 
corner of the world and have become recognized as 
safe, easy to handle on account of light weight, and 
long-wearing. Lieutenant-Commander Donald B. Mac- 
Millan, U. S. N., successor to Greely and Peary in 


On the previous page is shown a steel lifeboat which was dropped, 
heavily loaded, on a submerged piling. Here is the same boat, back 
in the water, with a full load of forty men, no repair work having 
The force of the blow drove the steel shell inward far 


been done. 


Arctic explorations, took a Mullins “Outboard Special” 
pressed steel boat on his last expedition. No small 
boat was ever subjected to rougher usage in hazardous 
travel, but this one stood the battering of jammed ice 
that would have crushed the ordinary wooden boat like 
an eggshell. The boat has been left in the Arctic at 
a point which will mark the start of the new Mac- 
Millan expedition, which will start this summer, there 
to become once more a part of the tried and tested 
equipment of one of America’s foremost explorers. 

Not only are steel boats suited to pleasure craft 
requirements on account of their remarkable strength 
and light weight, but they have certain safety factors 
which are not to be overlooked. When used with power, 
there is always danger of fire from gasoline in a 
wooden boat. There is none of this danger with a 
steel boat. Again, a wooden boat will, if badly smashed, 
sink “without a trace,” whereas the steel boats invari- 
ably are equipped with special air chambers which 
will keep them afloat even if there is a large hole in 
the hull. 

They have met with especial favor in southern and 
tropical waters, where the ravages of the teredo, or 
water-borer, ruin a wooden hull in short order. Wooden 
boats must either be copper-sheathed below the water- 
line, or else covered with special copper paint every 
few weeks. All a steel boat requires in the way of 
upkeep is painting once or twice a year. There is 
corrosion to contend with, of course, but experience has 
shown that corrosion does less damage over a period 
of years than normal decay which takes place in a 
wooden hull. 


enough to smash the thwarts, but the boat was still seaworthy, where 





———— 


a wooden boat would have been wrecked beyond repair 
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General Market News 





Heat Wave Stimulated Sale of 
Electric Fans and Other 
Spring Hardware 


important hardware market center has greatly stimulated 


fk excessive heat reported last week in practically every 


the sale of electric fans, garden hose, sprinklers, screen 


wire and shower bath outfits. 


In fact, all spring hardware items 


have been moving very actively, with the result that stocks on 


fans and garden hose are running very light. 


Some sections 


report shortages likely in these and other active lines. 

The general line of spring goods, lawn mowers, rakes, hoes, 
spades, forks, hose accessories and ice cream freezers have been 
selling in very satisfactory quantities in all centers except the 


Pittsburgh area. 


Prices generally are very firm. Tires were advanced about 


10 per cent, due to the rising cost of crude rubber. 


This fact 


suggests higher prices in garden hose and other products con- 


taining rubber. 


Collections are improving somewhat in most sections. 





Warm Weather Stimulates 
N. Y. Hardware Market 


The very sudden and very: warm 
siege of hot weather in and around 
New York City has greatly stimulated 
sales in that area, particularly in gar- 
den hose, sprinklers and such items. 
There are no important price changes 
being announced. Collections are said 
to be improving somewhat. 





Hot Weather Specialties Ac- 
tive in Pittsburgh Area 


Quiet times still prevail in the Pitts- 
burgh hardware market. High tem- 
peratures have created a rush demand 
for such articles as electric fans and 
a good many fill-in orders for screen 
cloth and screen doors and hinges, but 
generally demand is hand to mouth and 
business not only lacks volume but falls 
far short of the expectations of the 
trade. There are no price changes of 
importance. The steel industry in 
Pittsburgh is slowing down and as 
there is no improvement in the coal 
situation it is not surprising that the 
report about collections still is not so 
favorable. 





Hot Weather Helps Sales, 
Report Chicago Jobbers 


The advent of hot weather in this 
district the past few days has greatly 
stimulated the sale of summer mer- 
chandise and both jobbers and retailers 
report a very satisfactory movement of 
such items as ice cream freezers, oil 
stoves, garden hose and the like. The 





demand for lawn mowers is feeling the 
effects of the dry spell but with a few 
seasonable rains will undoubtedly im- 
prove. 

Collections according to the reports 
received from the retailers in the farm- 
ing districts are running a good bit 
ahead of last year and many of the 
dealers are successful in liquidating a 
fair amount of the accounts that they 
have been carrying since 1920. 





Few More Price Changes 
Noted in New England 


A slight increase in price changes is 
noted in the New England hardware 
market. Because of the strong upward 
tendency of pig lead quotations of late 
there has been a general advance in 
lead product quotations, those of sheet 
lead, solder and drop shot being, per- 
haps, of most important to the hard- 
ware dealer. Garnet paper is higher, 
as well. Carpenters’ tool chests, shoe 
finders’ nails and wire brads have been 
reduced in cost. Certain kinds of steel 
snow shovels have been adjusted slight- 
ly in price. 





Seasonal Lines Are Active in 
Cleveland Territory 


Hot weather has stimulated the de- 
mand for some seasonal lines in Cleve- 
land, particularly garden hose, sprin- 
klers and electric fans. The volume of 
business is good although not quite as 
heavy as last month. Tires have ad- 
vanced and higher prices are looked 
for on garden hose. A decline on the 
higher grade of black bristle brushes 
is expected. 





Good Business Prospects 
Seen from Erie, Pa., to 


Buffalo 


Excellent prospects for good business 
in the section between Erie, Pa., and 
Buffalo, N. Y., has been reported by 
J. Ludwig, secretary and treasurer, 
and H. Vernon Smith, varnish works 
superintendent of the McDougall- 
Butler Co., Inc., Buffalo, N. Y., paint 
and varnish manufacturer. Mr. Lud- 
wig and Mr. Smith brought back this 
encouraging news when they returned 
from a cross-country trip through the 
section mentioned conducted recently 
by the Chamber of Commerce Whole- 
sale Merchants’ & Manufacturers’ As- 
sociation of Buffalo, N. Y 





Trade Irregular, But on 
Upgrade 


Although trade continues irregular, 
being variously affected by the high 
summer temperatures, the mercantile 
agencies report an improvement in 
sentiment in some lines. According to 
Dun’s Review, there is more disposi- 
tion now to place emphasis on the fa- 
vorable features, rather than on the 
unsatisfactory aspects, and evidence 
multiplies that trade as a whole has 
lately expanded moderately. 

Trade generally is in a more whole- 
some position, says the paper, “for 
large inventories are the exception and 
the absence of speculative excesses 
tends to act as a safeguard against 
sudden reaction. Although complaints 
of narrow profit margins are not un- 
common and decrease in orders has 
caused curtailment of production in 
certain industries, there has been a re- 
cent cheek to the declining trend of 
some markets and also some increase 
in buying. 

“The latter condition is true of both 
pig iron and steel, while the current 
week developed more demand for dry 
goods, the retail distribution of which 
was quickened by the intense heat in 
the East, the Middle West and in some 
other sections of the country. The ab- 
normally high temperatures, however, 
had a depressing effect on other ac- 
tivities, causing temporary suspension 
of some manufacturing operations. 





$8,000,000,000 Yearly on 
Autos 


The American people are spending 
about $8,000,000,000 annually in the 
purchase and maintenance of automo- 
biles. Of this amount $2,000,000,000 
goes for new machines and the remain- 
ing $6,000,000,000 represents acces- 
sories, gasoline, tires, repairs and gar- 
age charges. There are now in use in 
the United States 17,500,000 passenger 
cars and trucks, or one to every seven 
persons in the country. 
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Weather Still Hampers New England Market— 
Wholesalers Optimistic Over Outlook 


(Boston office of HARDWARE AGE) 

EW ENGLAND retail hardware dealers are still 
N playing a weather market, and the odds so far 
this season are slightly against them. Cold, rainy 
weather, accompanied by frosts, which put gardens back- 
ward and pessimism in the heart of the home gardener, 
have been followed by excessively hot weather accom- 
panied by frequent and damaging thunder storms accom- 
Unfortunately week ends have been 
stormy, a fact that is keenly felt by the retail dealer in 
many sections of New England. That this statement is 
true is attested by a falling off in shelf hardware jobbers’ 
Collections, which a week ago gave promise of 


panied by hail. 


sales. 
imprévement, have slipped again. 


Jobbers also say it is growing harder and harder to 
get orders because of keen competition on all sides. Time 
was when the retail dealer bought more heavily than 
today and anticipated his wants to a greater extent. 


AUTOMOBILE ACCESSORIES. — In 
automobile accessories activity appears 
to center largely in small things such 
as wool dusters, tire locks and chain 
and polishes. The market for tires and 
other things on which a sizable sum of 
money can easily be tied up is of a 
hand-to-mouth character. Retail auto- 
mobile accessory departments in a 
great many instances are reducing 
rather than increasing the number of 
items carried with a view to securing 
a greater turnover on a smaller amount 
of capital invested. 


BARROWS.—Piecing out orders for 
barrows serves to give the wholesale 
market a semblance of activity. Job- 
bers’ stocks, generally speaking are 
down to narrow limits. 


We quote from Boston jobbers’ 
stocks: 

Barrows. — Wheel, from Boston 
stock, steel wheel, No. 4, $5.50 each 
aoe No 75. Wood wheel, No. 


5, 
, $5. 75; No. 5, $6. 


ites quotations on wire 
brads are slightly lower, following the 
receipts of new lists from manufac- 
turers. The discount now is 70 and 10 
per cent, whereas heretofore it was 
70 and 5 per cent. 


CARTS AND WAGONS.—Sales of 
coaster wagons and skooters hold up 
remarkably well. The average retail 
dealer is shooting in reorders more 
often than ever before 


We quote from Boston jobbers’ 
stocks: 

Kiddie Kars. — Special, two in car- 
ton, _ 101, $2.25 each list: No. 102, 
$3; - 103, $3.75; No. 104, $4.50; No. 


10 5 
Klddie Koasters.— One to carton, 
No. 605, $10.50 each list; No. 606, 


$11.75. 

Kiddie Karts.—Special, No. 201, $3 
each list; No. 202, $4; No. 203, $5; 
No. 204, $6; No. 205, $7 

Pedal Kars.—Two in carton, 
124, $4.25 each list: No. 125, 
No. 154, $5.75; No. 155, $6.75. 

Kiddie Skooters.—Two in carton, 
No. 801, $4 each; No. 802, $5; No. 
802B, 6. 

Discount 33% per cent. 


CHURNS.—tUhurns are selling better 
in a retail way, according to latest ad- 


No. 
$5.25; 





was a 


ings. 


ous localities. 


coming months. 


vices and this fact is naturally reflected 
in the jobbing market. 


We quote from Boston jobbers’ 
stocks: 

Churns.—Glass, 2-qt., $14 per doz. 
net; 3-qt., $17.75; 4-qt., $23. Jars for 
a Qs 5.15 per doz. net; 3- 

$7.25; $8.50. 

qaetal and OR anny —One-gal., $2.30 
each; 2-gal., $3. 50; 4- 


$2.75; 3-gal., 
gal., $4.25; 6-gal., $5.25. 

DRYERS.—More encouraging reports 
are had regarding the movement of 
clothes dryers out of stock. The good 


news applies to both retail and whole- 


sale dealers. 


We quote from Boston jobbers’ 
stocks: 
$5.50 


Clothes Dryers. — Four-line, 
each net; five-line, ; 


FENCING.—Fencing continues to sell 
fairly well. Jobbers’ stocks, which not 
so long ago became practically ex- 
hausted, have been increased by late 
arrivals from mills. 


We quote from Boston jobbers’ 
stocks: 

Fencing. eure os he in 10-r 
rolls, 11 gage, No. $5.50 per fol, 
net; No. 635, $3.40; Ne’ 845, $4.40; N 
1047, stays 6 in. apart, $7. 10; leone 


12 in. apart, $5.12. All prices net, 
Cyclone, from store, 40 per cent dis- 
count. From factory, 52 per cent 
discount. 

Gates.—36-in. x 3 ft., $5 each list; 
42 x 3, $5.20; ig x 3, $5. 40; 36 x 3a: 
$5.20; 42 314, 5 40 xo $5.60. 


Discount 30 and 10 am. anit 
FREEZERS.—The recent hot weather 
did wonders in speeding up the ice 
cream freezer business. It can safely 
be said the market is more active than 
at any previous time this season. 

We quote from Boston jobbers’ 


stocks: 

Freezers.—White Mountain, 1-qat., 
$4.85 list; = -qt., $5.65; 3-qt., $6.75; 
4-qt., 6-qt., $10. 45: 8-qt., $13.50; 
10-qt., $18: 12- at., $21. 50; 15- -qt., $25; 
20-qt., $33.20; 25- -at., "$42. 60. 

Arctic, 1-qt. 4 list; 2-qt., $4.60; 
3-qt., $5.55; 4- 2 $6.80; 6- ae 8.66; 
8-qt., $11.10; 0-at. $14.8 12-qt., 


$16.65; 15-qt., $23.30; 20-at., ° 30. 
Jobbers discount, 50 per ‘cent from 


store or . ey 
ay 95 list; 2-qt., et 


$5; 6-qt., 
$10. "5: 12. “at. $14; 
iessount, 20 and 
. Alaska special, 
less one-third o 

Auto Vaowun. te at., 
$6; 3-qt., $8; 
33% per cent 


"2- -qt. only, 152 35 25 


$5 list; 2-qt., 


q~ qt., $10. Discount 





Today retailers as a rule buy in a small way, but often, 
and are frequently out of goods before reordering. There 
time when it was necessary for the jobber’s repre- 
sentative to call on the retailer only occasionally, but 
today, with buying of a hand-to-mouth character and 
everybody keen for business, the more often the jobbing 
man gets around the trade, the larger his weekly book- 


Industrial New England continues to slightly improve. 
To be sure, there is trouble in the building trades in vari- 
It is temporary, however, bécause shoe, 
cotton and wool towns have too many men out of werk 
or on short time and jobs made vacant by strike are 
quickly filled. Bank deposits are growing, and bankers 
are looking forward to a good wholesome business in the 
Nobody is running away with the idea 
that boom times are ahead of us, however. 


GARNET PAPER.—Garnet paper has 
been advanced in list, with the discount 
as heretofore. 


We quote from Boston jobbers’ 
stocks: 
Garnet Paper.—B & A, seven and 


six Os, $15.50 a ream list; five Os, 
$16. we four Os, $19. Discount 30 per 
cen 


GRASS HOOKS.—Not as many grass 
hooks as usual have been sold by the 
jobbers so far this season, although 
business is better than it was a week 
ago. 
We quote from Boston jobbers’ 
stocks: 
Reliance, No. , $3 net per dozen; 
Lawn King, $6. co: Little Giant, $5.25; 
Little Giant, adjustable, $6; Lit ttle 
Giant, $8; Komet, $4; 
ogg offset han- 
e, 


GUNS AND AMMUNITION.—Drop 
shot has been advanced 10 cents a bag, 
the market now being back to where it 
was May 1. 


me quote from Boston jobbers’ 
stoc 

Drop Shot.—Smaller than B, $2.85 
per bag; B and larger, $3.15 per bag, 
Air Rifle, Boy Scout, shot, $4.75 per 
case; Bullseye, $3.50 a case 

Guns.—Steven air rifles, No. 
$4.05 each net; $4.95; ee ag 


long handle, 
Axe, briar edge, 


$20.75: No. 315, $21; No. 330, $21.85: 


No. 335, $24.30. Savage, bolt- action, 
single shot, No. 04, 6. coms 
shot gun, No. 21A, $41.75. Baker 
Batavia leader, double A, $32; 
Black Beauty, double barrel, $56. 


Page & Lewis, 22 action, model D, 
$3.75. 


LAWN ACCESSORIES.—‘We have 
had an exceptionally good season in 
lawnmowers,” is the way the average 
jobber speaks of the market. From 
all accounts the retail dealer is selling 
a lot of mowers this year. Other lawn 
accessories, particularly rubber hose, 
are in demand. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Jewel, 14-in., $14.25 
each list; 16-in., $15. Colonel, 16-in., 
18; 18- in, $18. 75. Newport, 16-in., 
17; 18- in., $17.75; Lakewood, 16- in., 
19:75: 18-in., $20.50. Ambassador, 16- 
in., $24; 18 -in., $25. Imperial, 14-in., 
$30; 16- in., $32; 18-in., $34; 20-in., $36. 
Regal, 16-in., $36; 18- in., $38. Dis- 
count 50 per cent. Competitive, 14-in., 








.60 each net; 
6.10; 12-in., $5. 
Lawn nll —Popular makes 
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mt in., $5.75; 18-in., 


$15 each list. Discount, 50 per cent. 
Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 
Lawn Roller.—Water weighted, 18- 
in. diameter x 24 in. long, $13.34 each 
tae diameter x 24 in. long, 


Sprinklers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 

Lawn Rakes. — Wood, three-bow, 
$8.75 per doz. net; s teel, $9. Two- 
bow, wood, $6.90; steel, $7.15. Hand 
made rakes, three steel bows, 28 
teeth, $10 per doz. net. 


Hose.—Garden B & D, %-in., 9c. 


per ft. net; %-in., 19c.; %-in., 10%c. 
Reading, %-in., 7%4c.; %-in., 7%Cc.; 
%-in., 8%c. Bull Dog, %-in., 1l3c. 
Good Luck, %-in, 10c. Milo, %-in., 
11%c. Vim, -in., 8t4c.; %&-in., 
944c.; %-in., 10%c.; Pixon, %-in., 
Tloc.; %-in., 8l6c.; %-in., 9c. 


MOTH BAGS.—tThis is the time of 
year to push sales of moth bags. Re- 
tail stocks are small, according to 


jobbers. 

We quote from Boston jobbers’ 
stocks: 

Moth Bags.—Pine tar, four suits, 
84c. each net; for overcoats, $1.04; 
for ulsters, $1.17; for automobile 
coats, $1.34. 


NAILS.—Quite a sizable drop has 
taken place in shoe finders’ nails. 


POCKET KNIVES.—More interest is 
being shown by the retail trade in 
pocket knives than is usual at this 
time of the year. Interest has been 
stimulated by the placing on the mar- 
ket by manufacturers of a line of two- 
blade, brass lined knives with a variety 
of handles and points that job out at 
$4 per dozen net and retail at 50 cents 
each. 


We quote from 
stocks: 

Pocket Knives. — Universal line, 
jack, $4 to $16 per doz. net; pen, $10 
to $30 per doz. net. 


SCREENS AND DOORS.—Screens and 
doors, heretofore backward, are in 
better request, presumably because of 
the hot weather recently experienced. 
There is no real pep to trading, however. 


We quote from Boston jobbers’ 
stocks: 
Screen Doors.—No. 241, 


Boston jobbers’ 


2x6, $i. 66 


x10, $4.20; x7, $4. 36. Combination 
screen door a orm door, No. 80, 
os. $7.09; Ox8.. $7. yet 2x10, $8. 04; 3x7, 


Window Screens. er, No. 
per —. net; 

, No. 3, $4. 94; No. 2438, $6: 
No. 2437, $6. 0, ONS. 2837, $7.4 


SHEARS.—All sorts of shears used 
about the home are selling well, say 
retail dealers, and in quite a few in- 
stances it has been necessary for them 
to reorder from jobbers. Jobbers’ 
stocks are badly broken in some in- 
stances. 


We quote from Boston jobbers’ 
stocks: 

Shears.—Rose, No. 10, $5 per doz. 
net; full sized, japanned, $4.50 to $8; 
polished, $15 to $23; grass, $3 to $12. 


Hedge, $1 to $1.75 each net. Border, 
$3 each net. Sheep, $8 to $9.50 per 
doz. net. 


SHEET LEAD.—Sheet lead has been 
advanced another notch, this time % 
cent a pound, making a total appreci- 
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ation of % cent within the past fort- 
night. 


We quote from Boston jobbers’ 
stocks: 


Sheet Lead.—l16c. per lb. base list. 

Discount 20 per cent. 
SHOVELS.—tThere has been a slight 
readjustment in jobbers’ prices on steel 
snow shovels, which fits in with new 
lists issued by manufacturers a short 
time back. The new lists are practical- 
ly unchanged on some items. Jobbers 
have opened their books for orders to 
be shipped in the fall. 

We quote from Boston jobbers’ 

~e — Polished, fourth 
$12.70 per doz. net; No. 

a D- 2m No. 
$13. 95. Ames brand, No. $18.01: No. 

3. $18.41; extra D- handle, awe 2, $19, 26. 

Ames scoops, No. 4, $19.41 per doz. 

net; No. 5, $19.80; No. 6, $20.19. 

Snow Shovels.—Wooden boys’, with 
tip, No. 67, $4 per doz. net: single 
steel tip, No. 53, $7.60; double steel 
tip, No. 69, $8.60; malleable tip, No. 
68, $9.70; Crescent, $10.20; Pathfinder, 
$10.20. Ruggs line, steel, long han- 
dle, Hibbard, No. 500, $5 per doz. net; 
steel D-handle, $6; split wooden D- 
handle, $6. Massachusetts, long han- 
dle, $8. 44; malleable D- handle, $9. of 
New Eclipse, galvanized, No. 29. $9.9 
Menzie, spring steel, $12. 

SOLDER.—Kester solder has gone up 
with other lead products. New prices 
follow: 


, 


quote from Boston jobbers 


Solder.—In_ 1-lb. spools, 
per lb.; in 5-lb. packages, 
6114c. per Ib. 
STEPS.—All kinds and makes of step 
ladders, and in fact, all kinds of ladders 
are in excellent demand. Jobbers’ 
stocks have melted quite rapidly with- 
in the past fortnight. Prices are re- 
ported as steady and unchanged. 
STOVES.—Hot weather has. driven 
many housewives to summer stoves and 
this fact is reflected in local wholesale 
circles. Some jobbers go so far as to 
state that stove sales this season will 
equal, if not exceed the previous high 
season’s record. 

Prices to Retailers, f.o.b. Boston 

These are list prices. Dealers’ dis- 
counts are noted after each group. 
Oil Cook Stoves 


NESCO— 


© § 6. See $9.50 
i & 2h Sessa 17.35 


Pe: ee ae IE cccccccuceocece 22.00 
RR a eee 28.00 
No. 215 5 burmers............cc++ 39.00 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ oe 
No. 1105 high shelf only........ 9.75 

Nesco dealer’s discount, 30 and 5 
per cent. 

PERFECTION 
se aed ewe $17.50 
Be ee ae EN. os nn ba a's 006 e608 22.50 
i ee en cc ce aeeeeeeecus 28.50 
MR ee 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PU RITAN (Improved Model)— 


I ee CG ccc nese enesecere $17.50 
ee eR ee 22.50 
ee, Se ee I, cc cccsaneceeesn 28.50 

Puritan discounts same as Perfec- 
tion. 

Ovens 
NESCO— 

No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door...... 4.40 
No. 020 2 burners solid door ..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door.... 5.70 


Dealers’ discount 30 and 5 per cent. 





PERFECTION— 


No. 211 1 burner plain door. $2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass v >So 4.90 
No. 122G 2 burners glass door. 


No. 142G 

Dealer’s discount, 

30 and 5 per cent; 
per cent. 
PURETAN— 

No. 42G 2 burners glass door..... $5.25 

Dealer’s discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


ain 6 hawk os eas smrans + 6.15 
less than 10, 30 


cent. 
Water Heaters 
SEES eee 7 Lh ag $45.00 
Perfectton NGO. 412... ccccccccecce 40.00 
Pemeeeteme ING. Bohs cccccvcececce 80.00 
Nesco discount, 30 and 5 B apor cent; 
Perfection discount, 30 and 5 per cent 


in lots of 10 or more; less than 10, 


30 per cent. 
Wicks, Ete. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


TOILETS.—The laggard summer camp 
season, as a result of the heretofore 
cold, rainy weather, has been turned 
into a grand rush to get out of cities. 
Now is the time to push sales of chemi- 
cal toilets. 


cook 


We quote from Boston jobbers’ 
stocks: 

Toilets._.Chemical, No. 160, $10 
each net; No. 162, $7.33. Liquid 
chemical, $1.34 a can. 


TOOL CHESTS.—The Union line of 
carpenters’ tool chests has been slightly 
modified in price. Revised prices fol- 
low: 


We quote from Boston jobbers’ 
stocks 


Tool Chests. — Carpenters’, Union 
line, empty, general service, with 
tray No. 216, oe each list o. 219, 


Dis- 


9.70: No. 732, $11. 60. 
count 33% per cent. 
Tools.—Stanley assortments, No. 


888D, $10.75; No. 862, $21.05; No. 903, 
$12.75; No. 904, $8. 60; No. 905, $4.35. 
Crescent Tool Co. assortment, No 
TK31, $1.57 each. 


WATCHES.—Wrist watches should be 
one of the best vacation sellers, one 
jcbber says. 


We quote 
stocks: 
Watches.—Yankee $1.17 each net; 
Eclipse, $2; Junior, $2.33; Midget, 
$2.33; Elm City, 98c. 


WIRE CEOTH.—Although screens and 
doors have been backward heretofore, 
there has been a free movement of wire 
cloth out of jobbers’ stocks for some 
time. The past week saw no letup in 
aggregate sales. Possibly the New 
Englander is repairing where hereto- 
fore he bought the door or screen. 


bed A quote from Boston jobbers’ 
stoc 

Wire Cloth.—From Boston stock, 
black, 12 mesh, 24 x 48 in., $2.25 per 
100 sq. ft.; 18 x 22 in.,, $2.35; 14 mesh, 
24 x 36 in., $2.75. From factory, 12 
mesh, 24 x 48 in., $2 f.o.b. Clinton, 
Mass.: 18 x 22 in., $2.10; 14 mesh, 
24 x 48 in., $2.50; 18 x 22 in., 0. 

Bronze Cloth.—Golden, 14 mesh, 
from Boston stock, $7.25 per 100 
sq. ft.; in 50 ft. rolls, $7.35. Factory 
shipment, 14 mesh, $6.75; 16 mesh, 
$7.50; 18 mesh, $8. On factory ship- 
ments actual freight is allowed not 
to exceel 50c. per 100 Ib. 


WIRE NETTING.—There has been and 
is a comfortable steady call for netting. 
Since Jan. 1 sales are well above those 
for the corresponding time last year. 


We quote from Boston jobbers’ 
stocks: 

Wire Netting.—From Boston stock, 
40 and 10 per cent discount; from 
factory, 50 and 2% per cent, f.o.b. 
factory. 


from Boston jobbers’ 
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New York Market More Active; 
Warm Weather Stimulates Sales; 
Suburban Districts Busy 


June 11, 1925 


Current Radio Quotations 
from Metropolitan Jobbers 


The prices quoted in the tables fol- 
lowing are representative of legitimate 
wholesale offerings in the metropolitan 
hardware market: 












in these items. 






many previous years. 






consumer business, 









couraging. 


Garden 


REATER activity is being found in the Metropolitan hard- 
(5 ware market since the warm weather siege began. 

hose, sprinklers and accessories of that nature has been 
selling fast; in fact, there is some talk about possible shortages 


Lawn mower sales to date are said to exceed the records of 
The general line of spring items quoted 
elsewhere in this section are moving very actively. 

Collections are somewhat improved in suburban districts. The 
particularly in suburban districts. The 
strictly city group has not reported very much improvement, but 
in the nearby Jersey and Long Island towns reports are en- 


There are no important price changes being announced. 









































Bolt and Nuts Sales 
Steady But Not Heavy 


As in the case of screws there is no 
price movement in bolts and nuts. The 
demand is steady but not heavy. 


JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. NEW YORK: 


Bolts.—_Common carriage bolts, 
small sizes and large sizes, 30-10 per 
cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 40 and 10 per cent. 

Stove bolts, 75-10 per cent; both 
flat and round head. 

Sink bolts, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Machine bolt shie lds, 65 per cent. 
Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Cap screws, 80-10 per cent. 


Screw Prices Firm; 
Moderate Demand Reported 


Local jobbers report firm prices and 
a moderate demand for screws. 

JOBBERS’ QUOTATIONS TO 
RETAILERS, F.0O.B. NEW YORK: 

Wood screws, iron bright, flat head, 
721%2-33% per cent. 

Same, iron blued, round head, 70, 
25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 
5 per cent. 

Same, brass, round and oval head, 
67%, 25 and 5 per cent. 

Galvanized, flat head, 57%, 5 and 
5 per cent. 

Nickel plated, round head, 60, 25 
and 5 per cent. 

Full packages are extra 5 per cent. 





Oil Cook Stoves Selling in 
Suburban Districts 


In the various bungalow colonies in 
and around Metropolitan New York 
there is a moderate demand starting 
up for oil cook stoves and kindred oil 
burning equipment. Prices are steady 
in this market. Stocks are adequate. 

JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. NEW YORK: 


These are list prices. Dealers’ dis- 











counts are noted after each group. 








Oil Cook Stoves 


NESCO— 
CO ET $ 9.50 
BOO, Bee BS WUPMOTD cicccccecccs 17.35 
BUO. BAS BS DUFMOTS ccccccccccce Saeee 
No. 214 4 burners ............ 28.00 
a ee Pe oc scceeceee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only........ oe 


No. 1105 high shelf only....... 9.7 
Nesco dealer’s discount, 30 and ; 
per cent. 


PERFECTION— 
a we ft en, sc cecseesese’ $17.50 
ie va ws ewes a 22.50 
SS, RTE Ee ar 28.50 
ee eR See 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 





PURITAN (Improved Model)— 


i, Se oe? . . ccecessoueve $17.50 
Se Sn ean tne eee wee 22.50 
Oe SE 6 eS aaa 28.50 


Puritan discounts same as Perfec- 
tion. 





Ovens 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... ' 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door..... 5.70 
Dealer’s discount 30 and 5 per cent. 
PERFECTION— 
No. 211 1 burner plain door...$2.50 


No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door... 6.00 
i EE 6 ee an epee heuat de wae 6.15 

Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 





PURITAN— 


No. 42G 2 burners glass door. .$5.25 

Dealer’s discount, 10 or more, 30 
— 5 per cent; less than 10, 30 per 
cent, 


Water Heaters 


CO $45.00 
Perfection No. 412 ......cceee- 40.00 
Pen Be: GE, swcccccncecee 80.00 


0. 
Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more, less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


Reading matter continued on page 70 





JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 


Radio Receivers 


Chelsea, 5-tube, R. F., $35 set; 
Chelsea 6-tube, R. F., $41 net to 
dealers. 

Freshman Masterpiece, 5-tube, list 
price, $60; dealer’s discount 35 per 
cent. Dealer’s net price, $39 

Grebe Synchrophase, M. U. 1, 5- 

tube storage battery receiver, or 
Same type M. U. 2, 6-tube dry cell 
receiver, either model less accesso- 
ries, dealer’s net price, $100.75. List 
price, $1.55. 
Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price, $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price, $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 4- 
tube model, list price, $65; dealer’s 
discount, 40 per cent. 


Loud Speakers 


Dymac, micrometer, volume _ con- 
trol, $5.25 each. 

K-E, list price, $18; dealer’s dis- 
count, 35 per cent. 

Spartan, adjustable, list price, $10; 
dealer’s discount, 40 per cent. 
Dymac, loud speaker unit, $3 each. 
Phonograph attachment, adjust- 
able loud speaker unit. Spartan 
brand, list price, $7.50; dealer’s dis- 
count, 40 per cent. 


Radio Phones 


Spartan head phones, list price, $5; 
dealer’s discount, 40 per cent. 

Dymac, No. E-103, $2 each; No. 
G-72, $3. 25 each. 

Head phones, list price $6; dealer’s 
discount, 33% per cent. 


Radio Tools 


Socket wrench sets, ggg : sockets, 
34c.; with 5 sockets, 50c. 

Hand drills, $1.35, $1.54 ona $2 each. 

Radio tool sets, 15 _—_- 

Radio drill sets, 2c. eac 

Radio tap and die sets, 32. 10 each. 


Soldering Irons 


Copper, tinned, $1.50 per doz. 

Samson, electric, 85c. each. 

- acre, electric, soldering kit, $1.60 
eac 


Radio Accessories 


Tubes, U. V. 200 or U. V. 201A, list 
price, $3 each; dealer’s discount, 25 
per cent. 

Gold Seal, battery chargers, list 
price, $3 each; dealer’s discount, 33% 
per cent. 

Hydrometers, 50c. each. 

Ground clamps, copper, 6c. each. 

Window lead in strip, 10c. each. 

Lightning arresters, 23c. to 25c. 
each. 

Mica condensers, 0.00025 and 0.001, 
15c. each; 0.001, 18c. each; 0.002, 22c. 
each; 0.006, 36c. each. 

Porcelain insulators, 4-in. brown 
enamel, 10c. each; same, knob type, 
2c. each. 

Pyrex insulators, list price, 45c. 
each; dealer’s discount, 33% per cent. 
Pacent plugs, 22c. each; same, auto- 
matic type, 52c. each. 

Radio plugs, in carton lots only; 
20 plugs to a carton; list price, 65c. 
each; dealer’s discount, 40 per cent. 

Grid Leaks, Megohms, 1%, 2, 3 and 
4 are all 9c. each. 

Turnbuckles, 3-in., 6%c. each; 4- 
in., 7%c. each. 

Blow torches, Midget, 33c. each; 
Handy, 50c. each; improved auto- 
— $1.10 each, and Spartan, $1.40 


ach. 

"Whebtery harness, 70c. eac 

Radio antenna ‘outfit, $1. HO each. 

Talking tape, 52c. each. 

Ammeters, O-35 amps., 50c. each. 

Voltmeters, O-35 volts, 70c. each. 

Combination meter, O-50 volts, $1 
each. 
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Its Hanover Golden Rod Bronze ’ 


A tradition in fly history. ‘“There’s no use 
trying when Hanover ‘Golden Rod’ Bronze 





s\\ 





The unusual strength of “Golden Rod” 





is on the job.” With ordinary care it will 
last the life of the building. 


Do you as a hardware dealer endeavor to 
protect your customers against purchas- 
ing cheap wire screen cloth? It is true 
that bronze cloth is slightly higher in price 
than steel, or soft copper cloth, but it costs 
much less in the end. 


Bronze greatly reduces sagging and bulg- 
ing. It is made of 90% copper and 10% 
alloy. Its rich gold color rapidly turns a 
dark antique finish from weather ex- 
posure. 


We also manufacture “Apex Galvanized” 
Electroplated and “Vulcan” Black Painted 
to take care of your needs for a lower 
priced quality wire screen cloth. 


Ask Your Jobber for Catalog and Prices or Write Us 


JOHN M. HART COMPANY 


Manager of Sales 


Old Colony Building, Chicago, Illinois 


HANOVER WIRE CLOTH CoO. 


Manufacturers, Hanover, Pa. 
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Wine Presses Selling 
in N. Y. Market 


Sales are coming in on wine presses. 
Prices are fairly steady in most quar- 
ters. Stocks are satisfactory. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Boss press, No. 1, $6.70: No. 2, 
$7.50; No. 21%, $10; No. 3, $12.75, and 
No. 4, $16.25 “each. 

Boss presses, with hinged tub, No. 
2, $8.60; No. 2%, $11.15; No. 3, $14, 


and No. 4, $17.30 to $18.50 each. 
Crushers, wood, aluminum teeth, 
$6 each. Same, galvanized iron 
$6.50 each. 
Juicy fruit presses, No. 3, $3.55: 
No. 6, $4.50; No. 12, $6.10 each. 


Freezer Sales Improving 
with Hot Weather 


With the coming of excessive heat, 














the sales of ice cream freezers has im- 
proved greatly. Jobbers report a good 
movement of this item and retail sales 
are beginning to open in a fairly active 
way. Prices are firm. | 


JOBBERS’ QUOTATIONS TO 
RETAILERS, F.0.B. NEW YORK: 
White Mountain freezers, 2-qt 


$2.83 each; 3-qt., $3.38 each; 4-qt., 
$4.12 cach: 6-qt., $5.23 each: 8-qt.. 
75 each; 10-qt., $9 each; 12-qt., 
$10.78 each, and 15-qt., $12.80 each. 
Auto ape freezers, 1 qt., $3.33 
each; 2q $4 each; 3 qt., $5.35 each, 
36" 67 each. 
New Standard freezer, 1 qt. size, 
$1.15 each. 
Alaska and Peerless prices will be 
published next week. 





Fencing Selling Actively; | 
Stocks Are Light : 


There is a continued good demand | 
for all kinds of fencing. Prices are | 
fairly even. Stocks are light and in 
some items scarcely adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Lawn fence, single, 165 ft. to a roll, 
36 in. high, $13.80 per roll; 42-in. 
high, $15.50 per roll, and 48 in. high, 
$17.25 per roll. 

Lawn fence, double, 165 ft. to a 
roll, 36 in. high, $19 per roll; 42 in. 
high, $20.90 per roll, and 48 in. high 
$24.15 per roll. 

Flower bed guards, 165 ft. rolls, 
16 in. high $9.59 per roll; and 22 in. 
high, $11.32 per roll. 

Ornamental gates, 3 ft. 
high, $3 each, 
each. 


wide, 36 in. 
and 42 in. high, $3.15 


N. Y. Prices on Watches 


Prices to retailers on watches as 
quoted in New York are as follows: 


Case is Se 
EK eee $2.10 $2.20 
Tom Tom Radium ... 2.75 2.85 
eee s 2.10 2.20 
a. CE nconceccevensess $1.15 
Tip Top Pocket De «ieee 1.80 
Ee lee 2.45 
Tip Top Wrist Radium ...... 2.95 


Dealers Show Some Interest 
for Cherry Stoners 


Though cherry stoners sell heaviest 
in August there is fairly good early 
interest being shown by the retail 
trade. Prices are firm. Stocks are 
ample. Jobbers quote Enterprise No. 
118 at $1.46 and No. 117, japanned, 





at $1.39 each. 


Reading matter contionnd on page 72 
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N. Y. Garden Hose Sales Heavy 
Weather Stimulates Spring Lines 


Stock Shortages Are Possible 


ERY hot weather for the last ten days has brought up an 
exceptionally heavy demand for garden hose, sprinkler, hose 


reels and screen wire. 


shears and pruning shears. 


The demand came so quickly that it 
is possible that stocks may run short. 
1925 are said to exceed any previous year’s record. 
poles are moving actively, as are poultry netting, 


Lawn mowers sales for 
Dahlia 
sprayers, hedge 


Prices are unchanged. Those quoted in the following list 
are fairly representative of local wholesale offerings. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Sorinklers 


Ring type, $6.25 per doz.; Revolv- 
ing, with three arms, $13.80 per doz. 
Two Purpose, $1.33 each: Rainkineg. 


$2.33 each; Giant Rainking, $6.67 
each. 

Hose Reels 
All Metal, channel steel frame. 
cast iron wheels, 9 in. corrugated 


steel drum, enameled green an 
black, $1.85 each. 

All Metal. steel rod, electrica'ly 
welded together, iapanned. galva- 
nized steel drum, diameter of wheels 
21% in., handle 20-in. long, $2.05 
each. 

All Metal. tubular frame, corru- 
gated galvanized steel drum, tubular 
steel wheels. enameled, 21 in., reel 
height, $3.50 # each. Same, with 
height of reel, 24 in., $4 each. 


Poultry Netting 
Poultry netting. New York stock, 
5h) per cent off list: factory stock, 
50 and 7% per cent off list. 
Poultry Netting Staples 


Poultry nettine staples. % in.. in 1 
Ib. packages, 9%c. per Ib.; 


boxes, 9c. per Ib.; in 100 Ib. kegs, 
7%c. per Ib. 
Sprayers 

Galvanized. 4 gal., $4.88 each: 
brass, 4 gal... $7.50 each; bucket 
nump tyne, $2.75 each. Tin, % nint, 
23c. each. Tin. 1 at., 3le. each: 
brass, 1 at.. $1.15 each: ealvanized, 
1 qt., continuous, 88c. each. 

Dahlia Poles ; 
Dahlia poles, 2 ft.. 3%c. to 5%e 


3 ft., 7c. to 8c. 
Grass Catchers 


Grass catchers, plain bottom, for 
mowers. 12 to 16 in., 55¢c. each. For 
16 to 20 in. mowers, 70c. each. 

With round back, made of heavvr 
white canvas, with heavv galvanized 
perforated bottom. for 12 to 16 in. 
mowers, 90c.; for 16 to 20° in. 
mowers, $1.05. 

Watering Pots 

Watering pots, galvanized, with 
removable screw head on spout, 6- 
qat., 64c. each; 8-at.. 77c. each; 10- 
qt., 88c. each, and 12-qt., 99c. each. 


Scythes and Snaths 


Scythes. Diamond Grit. 28 
30-in. and 30 to 40-in., $1. 15 Ag 

Big Chief, 28 to 32-in. and 30 to 
34-in.. $1.45 each. 

English scythes, 30-in. and 32-in., 
$1.68 each. \ 


Bush scythes, $1.25 each. 

Sevthe snaths for grass scvthes, 
$1.23 each; for bush scythes, 
$1.42 each. 


Lawn Mowers 


Three- 7“ plain bearings, 4 in. 
wheel. 12 $4.85; 14 in., $5.15; 16 
. $5.80 each. 

. with ball bearings. 33 ia.. 
$6.65: 14 in., $7; 16 in., $7.35, and 
18 in., 

Four-blade. 9- in. wheel. ball bear- 

ing, 12 in., $8.25; 14 in., $8.55; 16 in., 





$8.85, and 18 in., $9.25 each. 


Same, with 10%- in. wheel, 14 in. 
$9.50; 16 in., $10; 18 in., $10.50; 20 in., 
$11. 15 each. 

Five-blade, 10%-in. wheel, 16 in., 
$15.35; 18 in., $16, and 20 in., $16. 75 
each. 

Wheelbarrows 

Canal barrows, steel wheel, $3.45 
each. 

Wheelbarrow, steel tray, wood 
frame, steel wheel, $5.60 each. 


Same, with steel frame, $7.35 each.. 

Dutchess garden barrow, body 
width, 19% x 15%, $5.60 each. 

Same, 21% x 19, $6.30 each. 

Same, 25 x 24%, $7.25 each. 


Hedge Shears 


Disston, plain, 8 in., $1.65, and 9 
in., $1.78 per pair; 10 in., $1.90 per 
pair. 

Disston, notch, 8 in., $1.78; 9 in., 


$1.90, and 10 in., $2.02 per pair. 
Border Shears 


Without wheel, $2.95 each; 
wheel, $3.50 each. 
wn shears, with two wheels, 
$3.50 each. 


Lawn Rollers 


Dunham waterweight type, No. 2, 
$9; No. 4, $10.70; No. 7, .35; No. 
5, $13.35; ‘No. 9, $17.35 each. 


Pruning Shears 


Pexto pruning shears, 9-in., blade, 
California pattern, black finish, volute 
spring, 68c. each. 

Same, polished, $1.05 each. Same 
with ratchet nut, polished, $1.23 
wf 

Smith — . ‘. iral oe 9 in., 
34°70 doz. ; at spring, 9 in., 
$8 doz.: hy 30 Volute spring, 9 in., 
as Wes $14. 70 per doz.; 4 130 Volute 
spring, ratchet nut, $9. per doz.; 
No. 140 Volute spring, . i. “ee wes 
ratchet nut, $16.35 per doz.; No. 4770 
—= spring, 6 in., N. P., $12. 70 per 

oz 

Disston’s Extra Quality.—No. tg 


with 


Volute spring, full pol., 
$24.75 per doz.; No. 250 Volute spring, 
— pol., 8% in., $21.50 per doz.; No. 


52 Hinge spring, full pol., 83%, in., 
$24. 75 per doz.; No. 252 Hinge, half 
pol., 8% in., $21. 50 per doz.; No. 15: 
Leaf spring, full pol., 8 in., "$24 doz.; 
No. 253 Leaf spring, half pol., 8 in., 
$20.75 per doz. 

Disston Pruning Shears.—No. 1, 
Heavy, 27% in., $2.25 pr.; No. 2, 
Med., 27% in., $2.17 pr.; No. 3, 
Heavy, two curved jaws, 27% in., 
$2.17 pr.: No. 5, handles 9 in., pol. 
blades, 3% in., $1.65 pr. 


Standard Tree Pruners.—6-ft., 
$1.30; 8-ft., $1.40; 10-ft., $1.55; 12-ft., 
$1.70 each. 

Disston’s Extra Quality Tree 
Pruners.—6-ft., $2.80: 8-ft., $3.05; 10- 
ft.. $3.35; 12-ft., $3.50 each. 

Little Giant Pruning Hooks and 


Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
$2.10 each. 

Pruning Saws.—Disston’s 3 x 16, 
99c. each: 4 x 16, $1.19 each; 5 x 16, 
$1.25 each; s : 16, $1.43 each; 40 x 16, 
Sic. each. 

Pruning knives, 62c. each. 
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Perfect Control of Perfect Ventilation 


Flood the home with sunshine and fresh air— 
the good fairies of health. AiR-Way Multifold 
Window Hardware is the perfect answer to 
the doctors’ urge for lots of air and light. 
Equipped with AiR-Way, windows slide and 
fold inside—no interference with screens or 
drapes. When open, the full width and 
depth of the window frame is unobstructed; 


closed, the windows are weather and rattle- 
proof. Can be opened at any point for 
ventilation. Bedrooms are sun-parlors by 
day, sleeping porches by night. Breezy in 
summer, snug and cozy in winter. 

At small expense out-of-date methods of 
hanging windows can be replaced by AiR- 


Way. 


National Acceptance of R-W Products 


The R-W modern method of hanging win- 
dows—approved by architects, builders and 
contractors—accords with the advanced 
ideas that govern all R-W manufacturing 
processes. R-W door hangers—house, barn, 
elevator, industrial, fire and garage—have 
earned by their unequalled service, national 


acceptance. The R-W Engineering Depart- 
ment will gladly cooperate with you without 
cost or obligation. Window and Door prob- 
lems are often knotty ones. Let this De- 
partment help. Also write for descriptive 
catalog of the R-W line. It will save you 
money and trouble. 
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Seasonal Goods Moving in Cleveland Market— 
Prices Holding on Most Lines 












(Cleveland office of HARDWARE AGE) rather light, as most of the trade that buys in advance 
ARDWARE business in this territory continues has already placed orders for fall stocks. 

H good although tke volume is not quite as heavy as The market generally is firm with a few price changes. 
a few weeks ago. The extreme warm weather has Automobile tires have advanced 10 per cent, this being 
stimulated the demand for some seasonal lines, particu- the second advance in a few weeks because’ of the advance 
larly garden hose, nozzles, sprinklers, the call for garden in crude rubber and an advance of lc. per ft. is expected 
hose being very heavy. Refrigerators are in good de- in garden hose at the expiration of present contracts with 
mand with jobbers’ stocks in some sizes cleaned out and manufacturers July 1. Galvanized sheets and steel roofing 
shipments slow from manufacturers. Electric fans are in have declined. A reduction of about 10 per cent is ex- 
heavy demand, and washing machines continue to move pected this month on most of the higher grades of black 
well. The demand for staple lines is fair. Plumbers’ bristle paint and varnish brushes, although an official an- 

goods are moving slowly. Sales of fall merchandise are nouncement of a reduction has not yet been made. 

















































































































AUTOMOBILE TIRES AND ACCES- | COOKERS.—The demand for cookers | 4 point, cattle wire, $3.35: same, hog 
3 : . : ire, .60; r spe 1 
SORIES.—Follewing the price advance | continues fairly heavy. wire. 5 ee cee . 
Scale eat ae pre es xe | scgueined,sobver suede cuert 4 | OIL STOVES AND OVENS—The de- 
singles a ° Age? gett se o w.. net. National preserving cooker. 12 mand for oil stoves is heavy especially 
increased Cost Or crude rubber. e qt., $18; 17 qt., $20.50. for the large ranges. Ovens are in fair 
toe advance is 10 per cent on both | FANS.—The hot weather has stimu- demand. 
igh —- and balloon tires and on | lated the demand for electric fans Jobbers quote f.o.b. Cleveland the 
tubes. Tires are moving well and ac- | which is very heavy. following prices subject to a discount 
cessories are in fair demand. "Cleveland jobbers quote Robbins- of 30 and Pv amen 
We quote from jobbers’ stocks, Myers, 10 in. fans, $21; 12 in fans, 
f.o.b. Cleveland: Millers Falls. No: $30: 16 in. fans, $35; subject to a Nesco Oil Cook Stoves.—No. 211, 1 
145 jacks, $4.75; Reliable jacks, No. ° dealers’ discount of 30 per cent. burner, $9.50; No. 212, 2 burners, 
1, $2.33; No. 2, $3.33, in lots of 12: FURNACE PIPE AND ELBOWS.— $17.35; No. 213, 3 burners, $22; No. 
Derf. spark plugs, 96c. each for all . . ° 214, 4’ burners, $28; No. 215, 5 burn- 
sizes in lots of less than 50; Cham- Buying is pretty well over so that the ers, $39.50; Nos 1102 high shelf only, 
pion 4 spark plugs, 45c. each for demand is slow at resent $5. 25; No. 11038, high shelf only, $6.50; 
less than 100 and 41c. each for over pou : No. 1104, high shelf ony, $8; No. 
100; Champion regular, 53c. each for Cleveland jobbers quote furnace 1105, high shelf. gl nae h 
less than 100, all sizes; 50c. each for pine and elbows at 40 per cent off Rockweave wicks, 2 
over 100; Reliable jacks, No. 00, $1; list. Nesco ae 05, 1 burner, 
No. 1, $1.25; Nos. 2 and 3, $1.75. : ; solid door, $2.10; No. 5, 1 burner, 
‘ _HANDLES.—Agricultural tool handles glass door, $2.25; No. 010, 1 burner, 
AXES.—Orders are light and prices are | dd df t solid door, $4.15; No. 10, 1 burner, 
unchanged are in very good demand tor curren glass door, $4.40; No. 020, 2 burners, 
a P ae Re 'needs. Mechanics tool handles are ae door. oe. gre. = = paraces, 
Jobbers quote .0.b. evelanda: . . Zlass door, 90.40; oO. ° urners, 
First grade single bitted rustless moving rather slowly. Prices are un- solid door, $5. A No. 30, 2 burners, 
black finished, handled, $20.20 per changed. glass door, $5.7 
doz.; unhandled, $15.20 per doz.; , Nesco water Stee list price $45. 
bronze finished, handled, $19 per Jobbers quote f.o.b. Cleveland: _ Harvard oil cook stove, 2 burners, 
doz.; unhandled, $14 per doz.: double Axe Handles.—No. 1 hickory, $4.25 regular, $11.50; 3 burner, $14.75; 4 
bitted, $5 per doz. additional for all per doz.; No. 2, $2.90 per doz.; finest burner, $18. 
types; 60c. increase for dozen lots selected white hickory, $6 per doz.; Harvard Grand, 3 burner, $17.50; 
weighing 42 to 48 lb. and similar ad- special white second growth hickory, 4 burner, $21.50. 
vance for each 6 Ib. additional $5 per doz. Cabinet shelves for both types, 2 
weight increased. ae and eee Oye or burner, $3.60; 3 at te a . 5D; 
q No. 7, 90e. per doz.; finest growth b 5.15. Harvard oil ranges, 
BATTERIES.—The demand is rather hickory, $1.50. a, - 
: : . Hay Fork Handles. hi Perfection, 3 burner, blue chimney, 
» Gees. Prices are unchanged. chucked and bored. XX 4% ft!, $3.75 $22.50: 3 burner, double wall, blue 
Jobbers quote f.o.b. Cleveland: per doz.: 5 ft., $4.50 per fos: ' bent, chimney, $27; 3 burner, Superfex, 
No. 766 B batteries, $1.30 each for | 4% ft... $4.15 per doz.; 5 ft., $5.10 per $45: 4 burner, blue chimney, $28.50; 
unit packages and $1.40 for small doz.; X. bent, 4% ft., $2.90 per doz.; 4 burner, double wall, blue chimney, 
lots. | 5 ft., $3.20 per doz. ss $33.50; 4 burner, Superfex, $58.50; 
No. 6 ignition type dry cell bat- Manure Fork Handies.--Bent XX, 1 burner, junior, $6.75; 2 burner, 
teries, 29c. each. . : ft., os = - "es oe Aang per junior, $13.25. Pay are ‘bie or 
i a doz.: X, bent, a PP per aoz.; f.o.b. Cleveland and are subject to a 
BINDER TWINE.—Jobbers have book- 7 at 7." o = er au ft discount of 30 per cent for he ~ than 
: arden Hoe Handles.—XX, 4% ft., ten and 30 and 5 per cent for ten 
ed a good volume of business but the $3.30 per doz.; No. 1, 4% ft., $1.50 per ak ana P 
demand has quieted down, evidently doz. dl cheat ee Florence, blue or gray, No. 41-25, 
: , arden Rake Handles.—XX, os 4 burner, mantel and urner oven, 
being affected by the present rather un- $6.25 per doz.: No. 1. $2.65 per doz. $49: No. 3-25, 3 burner, mantel and 
favorable wheat crop situation in some Shovel Handles.—Regular pattern ® burner oven, $39.75; No. 21-25, 
sections NX. 41% ft.. $5.90 per doz.; X. 4% ft., burner, mantel and 1 burner oven, 
a ; $3.75 per doz.;: D handle, $5.60 per $31: the above are list prices and are 
Jobbers quote f.o.b. Cleveland: doz. . . subject to a discount of 33% per 
First quality binder twine, $6.98% Spade WHandies.—X grade, $5.40 cent for less than ten pieces and 
per 50 = Ib. ha meg second quality, per doz. 331% and 5 per cent for er | more 
6.61%, per bale. The mill price y : pieces. A stove, mantel and oven 
f.0.b. Konia Ohio, is the same as the a gga an ogg Sake are considered three pieces. 
Cleveland jobbers’ price. For ship- uying in ratner sma ots as ule . 
ments outside of Ohio jobbers quote re se nts can be secured and < de- PAINTS AND OILS.—There is very 
first quality twine at $6.87% Auburn, Pp © Cah a f good demand for paint and painters’ 
N. Y., and Chicago. mand is only fair. Regular prices are Prasiege wile deeds Susmentinn 
BOLTS AND NUTS.—These are mov- | being maintained. tg act he mt ; P 
ing fairly well and prices are being Jobbers quote as _ follows from - " z =. eee 
; 5 stock: Jobbers quote f.o.b. Cleveland: 
generally maintained. Nails.—Less than car lots, $3.15 Mixed paints, regular shades, best 
Jobbers quote f.o.b. Cleveland: per keg: No. 9 galvanized wire, $3.50 grade, $3.10 per gal. for 1 gal. cans. 
Large machine bolts, cut threads, per 100 lb.; No. 9 annealed wire, $3.05 Outside white, $3.30 per gal., in 1 
50 and 10 per cent off list: small per 160 lh.: cement coated nails, $2.40 gal. cans. 
rolled threads, 60 and 5 per cent off per 100 Ib.: polished fence staples, Turpentine in bbls., $1.21; less than 
list; carriage bolts, large and small $3.70 per 100 Ilb.; galvanized fence bbls., $1.36 per gal. 
cut threads, 45 and 5 per cent off staples, $3.95 per 100 Ib.: miscel- Linseed oil in bbls., $1.16; less than 
list; stove bolts, 75 and 10 per cent laneous nails and wire brads, 70 and bbl., $1.31. Boiled, 8c. extra per gal. 
. off list; hot pressed nuts, $3.90 off 10 ner cent off list White lead, in 100-Ib. kegs, 15%c. 
list; small rivets, 65 and 5 per cent Barbed Wire.—100 lb. spools, gal- per Ib.; in 50 and 25-lb. kegs, 16c. 
off list. vanized, $3.85; 80 rod spools, Lyman per lb.; in 12% lb. kegs, 16%c. per 
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Griswold reversible Steel Spindle 
Dampers go in right 
from the word go! 


Hold the plate right-side up or 
upside down. . . put the spindle in 
from either side . . . turn the handle 
either way—the Griswold Reversi- 
ble Steel Spindle Damper wiil be in 
at once and in right. Immediate, 
perfect installation. That is why 
buyers interested in dampers are im- 
mensely interested in Griswold 
Dampers! The special patented re- 
versible feature prevents wasting 
time installing and won’t let it go in 
wrong. The long sharp point of the 
non-breakable steel spindle will 
pierce any stovepipe. The hump on 
the steel spindle drops into a notch 
at either end of the cast iron plate 
and immediately insures a positive 
lock. A nickél-plated steel ferrule 


encloses the spring, protects it from 
heat and prolongs the use of the 
damper. The nickel-plated wire- 
coil handle is strong and forever 
cool. 

Griswold Reversible Steel Spin- 
dle dampers come in sizes 4 to 12 
inches inclusive. Sizes 3 inches and 
14 to 18 inches inclusive. are not re- 
versible—also oval patterns sizes 4 
to 8 inches inclusive. If your jobber 
cannot supply you, let us send bulle- 
tin and prices. Also facts of the fa- 
mous Griswold steel damper clips. 


The Griswold Mfg. Co., Erie, Pa., U. S. A. 


Makers of Extra Fagg ne Cooking Utensils in Cast Iron 
and Aluminum, Waffle Irons, Food Choppers, Reversible 
Stove and Furnace Pipe Dampers, Fruit Presses, Mai 
Boxes, Bolo and other Portable Bake Ovens, Gas ilot 
Plates and Electric Waffle Bakers. 


THE LINE THAT’S FINE AT COOKING TIME 











RISWOLD 














\\ 























74 


in 500-lb. lots, 10 per cent dis- 
other prices are net. 


lb.; 
count; 


POULTRY SUPPLIES.—Feeders, | 


fountains and leg markers are in good 
demand. Prices have been announced 
on incubators for next season, these 
being about the same as those that pre- 
vailed this year although a 5 per cent 
advance has been made on one popular 
size. 
Cleveland jobbers quote as follows: 
Feed troughs, No. 12, $1.35 per 
doz.; No. 18, $1.80 per doz. ; No. 24, 


$2.50 per doz. : drinking fountains, 
Star type, 80c. per doz.; round Mason 


jar fountains, 75c. per doz.; Moe 
type, bottom filled, 1 aqt., $2 per 
doz.; 2 qt., $2.50 per doz.; 4 qt., $3 
per doz 


ROPE.—The demand is holding up well 
and prices are unchanged. 


Cleveland jobbers quote first grade 
manila rope, 26%c. per Ib. at mill 
and 27c. per Ib. out of stock; sec- 
ond grade 2c. less. Sisal rope, 19c. 





at mill and 19%c. out of stock. 
STEEL ROOFING.—Following the 
downward trend of the ie nc 
sheet market another price reduction 
has been made. The demand is good. | 
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Cleveland jobbers quote 29 gage, 
2% in. corrugated roofing at $4 per 
square. 

STEEL SHEETS.—Mill prices on gal- 
vanized sheets are lower and jobbers 
have made a price reduction of $4 per 
ton. 

Cleveland jobbers quote galvanized 
sheets at 5.15c. 

STEEL FENCE POSTS.—These con- 
tinue in fair demand. 

Cleveland jobbers quote steel fence 
oe as follows per hundred in lots 
of 500 or less; 6 ft., $29.84; es 
$32.15; 7 ft., $34.33; 7% ft., $36. 74. 
In lots of 500 to 1000 the price is lc. 
per post less. 

SHOVELS.—The demand is moderate 
and prices are firm. 

Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bundles, 
$11 per doz. 

STOVE ACCESSORIES.—Sales_ of 
stove pipe and elbows are rather light 
as most of the fall buying is over. 

Jobbers quote f.o.b. factory: 


Stove pipe in crates of 25 joints. 
Security blued, 28 gage 3 in., $3; 
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4 in., $3.16; 5 in., $3.37; 6 in., $3.60; 
7 in., $4.20. 


Elbows, Security blued, eorrnanes, 


28 cage. 3 in., $1.02; 4 in., $1.14; 
in., $1.26; 6 in., $1.38; 7 in., $1.88, ‘an 
per og 

Coal hods, galvanized, 17 in., $5.25 


per doz. for open modeis. Same size 
closed with funnels, $6.50 per doz. 
Stove boards in full aoe lots, paper 


lined, square, 26 in., 5 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 oe 
11.45; same, wood lined, 24 in.; 
11.20’ per doz.; 26 in., $13.25; 28 in., 
$15.50; 30 in., $18 and 33 in., $21.30; 
a wood lined, 18 x 24 in., $9.95 
~€ 18 x 30 in., $12.50; 20 x 30 
. i 10: 24 x 26 in., $16. 65; oblong, 
paper lined, 18 x 24 ‘in., $6 45; 18 x 
od te $8; 20 x 30 in., $9.45; 24 x 36 
n 


SCREEN DOORS AND WINDOWS.— 
Jobbers are getting a good volume of 
belated orders. Prices are firm. 
WIRE CLOTH AND POULTRY NET- 
TING.—Wire cloth is still quite active 
but the seasonal buying of poultry net- 
ting is about over. Prices are being 
well maintained. 


Cleveland jobbers quote 
netting, galvanized after weaving, 
50 and 2™% per cent off list. Wire 
cloth, $1.95 per 100 sq. ft. for black 
and $2.45 for galvanized. 


poultry 





Improved Double Barrel 
Gun 


Hunter Arms Co., Inc., Fulton, N. Y., 
manufacturer of the L. C. Smith Shot- 


—EE 


i 


in_ sighting of the single barrel gun. 
It is designed so that when held in 
shooting position at the shoulder the 
barrels are not visible to the user, and 
| Conmnquatry do not interfere with 
| quick and accurate sighting. 
Trapshooters and sportsmen are said 





gun, has recently developed a new 
double barrel trap gun. 

It is constructed with the beaver tail 
fore end and raised ventilated rib, which 
is said to give the ease and accuracy 





to be demanding a double barrel gun 
embodying these features, and it is 
with the idea of satisfying this need 
that their engineers have been studying 
and developing this new product. 


Old English “Stud” Letter | 


(Continued from page 


ambition to get ahead and do 
things different from _ other 
people. 

Plain black lettering on a 
white card is about the best com- 
bination for commercial pur-_ 
poses, but during the summer 
season show cards should be let- 
tered in one or two colors or start 
with an illuminated capital like 
the ones illustrated here. These | 
of course are done in black and | 
white on account of reproduction. 
The larger lettering was done) 
with a number twelve red sable | 
brush and the small lettering was 
done with the Esterbrook speed 
pens. 

This Old English “stub” alpha- 
bet is very easily made with the 
Esterbrook speed pens as the sin- 
gle strokes are all of uniform 
thickness and each lower case 











| rives 


51) 


letter may be completed without 
removing the pen from the 
paper. If each letter is composed 
of a series of single strokes why 
not practice these strokes before 
attempting to copy the alphabet. 
On the bottom of alphabet plate 
will be found all of the principal 
strokes used in the formation of 
each letter, the arrows point in 
what direction these strokes 
should start. This alphabet de- 
its name from the little 
short stubby strokes which fin- 
ish off each letter at the top 
and bottom. This style of letter- 
ing looks its best when done in 
colors and shaded in a light grey. 
In shading letters always use a 
brush which makes a stroke the 
same thickness as the strokes of 
each letter. Do not allow the 
shading tint to touch the edge. 
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Coming Conventions 








AMERICAN ELECTRIC RAILWAY ASSOCIA- 
TION, annual] exhibition, Young’s Million 
Dollar Pier, Atlantic City, N. J., Oct. 5, 6, 
7, 8, 9, 1925. Railway apparatus and de- 
vices of all kinds, busses, chassis, wagons 
and snow plows will be exhibited. Fred 


C. Dell, director of exhibits, 292 Madison 
Avenue, New York City. 

AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Atlantic City, 
Oct. 20, 21, 22, 23, 1925. F. D. Mitchell, 
secretary-treasurer, 1819 Broadway, New 
York City. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, Spar- 


tanburg, S. C., June 9, 10, 11, 1925. Arthur 
R. Craig, secretary -treasurer, 717-718 
Commercial Bank Building, Charlotte, 
N. C. 





**Latta Hardware Store’”’ 
Correct Firm Name 


The Latta Hardware Store, Latta, 
S. C., wishes the hardware trade and 
industry to see that its name is given 
above correctly, is so listed in all rec- 
ords. F. M. MeMillan, proprietor, 
makes this request. He states that he 
continues to receive letters addressed 
to the Latta Hardware Company and 
the McMillan Hardware Company, both 
of which names are incorrect, the cor- 
— name being the Latta Hardware 
Store. 





Seven Factory Branches 
Opened by Holland Maid Co. 


The Holland Maid Co., Holland, Mich., 
manufacturers of the Holland Maid 
electric washers and ironers, have re- 
cently established seven factory branch 
stores which brings the total branches 
operated by the company up to 33. 
The new branches are located at La 
Porte, Ind., Topeka, Kan., Sturgis, 
Mich., Goshen, Indianapolis, Anderson 
and Marion, Ind. 
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FILER Do? 





What will the new pece 


Here’s the 
Answer to 
the Question 


Since the announcement of the new Shoup- 
Aligner RECORD-FILER, hardware 
dealers and wholesalers are asking the 
question, ‘‘What will it do?” - 





The booklet illustrated above is an answer to the question. It illustrates 
and explains—in understandable language—how the RECORD-FILER 
functions. It tells how this device will make and file your record copies 
—exact duplicates of the original writing—face up and in numerical order 
in a special compartment under lock and key. It shows how easy it is to 
load and operate the RECORD-FIL_ER—how one simple stroke of the 
lever issues forms, files the record copy, and brings the next forms into posi- 
tion—automatically! 


If you record manifold copies of business transactions, you will want a 
copy of this booklet—just coming off the press. The supply of the first 
edition is limited—be sure to get your copy. Clip the coupon below, now, 
and send it in at once. 








AUTOGRAPHIC REGISTER(“OMPANY oe 


ORIGINATORS OF CONTINUOUS PRINTED FORMS o 


350-358 10th STREET, HOBOKEN, NEW JERSEY ¢ 
Represented in Canada by e 
AUTOGRAPHIC REGISTER SYSTEMS, Limited . 
110 St. Peter Street, Montreal, Quebec ¢ 





o Autographic 

o Register Co. 

oe  350-358—10th St. 

¢ Hoboken, N. J. 
ge Gentlemen: Please 
¢ reserve for me a copy 


oof your booklet, “HOW 
oe’ DOES IT WORK?” 
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Demand Consistent in Pittsburgh Market— 
mF Seasonal Lines Fairly Active 


(Pittsburgh office of HARDWARE AGE) 

ALES of hardware in this district are only fair. 
- While summer temperatures have produced a rush 

demand for electric fans and jobbers have had a 
good many fill in orders for wire cloth, screen doors and 
windows. Retailers still are pursuing a policy of wait- 
ing until a need arises before covering. Evidently the 
retailers have no fears that what they want will not be 
available when it is wanted nor are they disturbed in the 
least by price prospects. With coal selling at the low- 
est prices of the year and with other base materials 
showing a downward price trend, it is hard to convince 
the retail trade that there is any danger of higher prices 
on manufactured goods and accordingly no tendency 
among them to buy ahead of their known requirements. 
The week has brought no important price changes but a 
quiet market is rarely a strong one. It is a common 
report that manufacturers of builders’ hardware have 
practically abandoned the last price advance made a 
little over a month ago. This advance at the time brought 
a bigger protest on the part of local jobbers, many of 
whom in sending in orders put in the old prices and 
usually secured the goods. Lead shot has advanced 10c. 
per bag under the influence of the stronger lead market 
and a slight advance in solder is accountable to the same 


AUTOMOBILE ACCESSORIES. 
—Business is still light in these lines 
and the trade is very much puzzled 


riage bolts, small rolled threads, 50 
per cent off list; all sizes cut 
45 per cent off 1 
per cent off list; tire bolts, 40 and 


10 per cent off list; nuts, hot pressed 


cause. Local accessory dealers have been advised of a 
second advance in automobile tires and tubes. This ad- 
vance puts prices about 15 per cent higher than they 
were earlier in the year. 

The Federal Reserve Board in its report on the con- 
dition of wholesale trade notes that hardware sales in 
the Cleveland reserve district which embraces Pitts- 
burgh were 5.6 per cent less in April than in March and 
3.9 per cent smaller than in April, 1924. The continued 
depression in the coal situation is having its effect upon 
the hardware business as well as in the supply business. 
One large local supply house has let out a number of 
employees and reduced salaries of a large number of 
remaining employees. Another supply house is aban- 
doning its Pittsburgh warehouse and will consolidate 
its local business with its main warehouse in the central 
part of the State. In the effort to reduce overhead ex- 
penses some companies here are giving their employees 
a month vacation, two weeks with, and two weeks with- 
out salary. Collections are only fair as might be ex- 
pected in view of the poor coal situation, and the fact 
that the steel industry in this and nearby district now 
is down to an operation of about 65 per cent, as compared 
with about 90 per cent during the first three months of 
the year. 


cent off piece list; flange, 47 per cent 
off list; malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 
35 and 5 per cent off piece list; 
standard brass globe valves, 30 per 


reads, 
stove bolts, 75 


as to the causes, since automobiles are 
more numerous than ever and the re- 
port about gasoline consumption is of 
a very favorable tenor. Those who did 
not get word of a second advance in 
automobile tires and tubes recently 
have received word of this change in 
the past week, the new prices showing 
an advance of about 15 per cent over 
those of the fore part of the year. 


Prices from jobbers’ stocks, f.o.b. 


Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each: lots of 10 to 
49 58c.: lots of 50 to 99, 55c.; lots of 
100 to 200, 57e.:; lots of 300 or more, 
47c.;: A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44e.: lots of 50 to 99, 
42c.: lots of 100 to 200, 39c.; lots of 
300 or more, 37e. 

Motor Meters.—Standardad makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 33 % 
per cent off list; $60 list and over, 


40 per cent off list; $90 list and over, 


40 and 5 off list. 
Windshield Cleaners.—Trico uni- 
versal automatic cleaners, $3.25 each. 
Jacks.—Millers Falls, No. 145, $3.75 


each. 
Pumps.—Anthony line, $2.20 each. 


BOLTS, NUTS AND RIVETS.—It is 
the intention of manufacturers to re- 
affirm present prices on third quarter 
contracts. This means that present 
prices out of jobbers’ stocks will con- 
tinue for another three months. De- 
mands upon jobbers and manufacturers 
are only fair. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 








blank or tapped, 3.25c. off list. c.p.c. 
and t. blank or tapped, 3.35c. off list; 
rivets, small wagon and tinner’s, 60 
per cent off list. 
BUILDERS’ HARDWARE.—Prices 
show a weaker tendency to the extent 
that the last advance is not being very 
rigorously enforced. This advance 
brought a strong protest from local 
jobbers at the time it was made on the 
grounds that it was not justified and 
upparently the protest has had its 
effect. 


ELECTRIC FANS.—Summer termpera- 
tures have produced a rush demand 
for electric fans and they are moving 
out of jobbers’ stocks in very rapid 
fashion. Jobbers quote the Emerson 
line, No. 44, at $6 each, and No. 450 
at $11.50. 


MILK CANS.—Demand in this line i 
seasonally heavy. 


Prices out of jobbers’ stocks follow: 
Security line: (sunken covers) Cleve- 
land, No. 620, $3.60 each; No. 732, 
$4.15; No. 740, $4.50; Tiger, No. 620, 
$3.20; No. 632, $4.10; No. 640, $4.45; 
No. 732, $4.20; No. 740, $4.50; Ohio, 
No. 620, $2.80; No. 632, $3.30; No. 
640, $3.40: No. 732, $3.45; No. 740, 
$3.55; Pittsburgh pattern, $2.70 each. 
Umbrella cover 15c. per can extra. 


MILL, MINE AND FACTORY SUP- 
PLIES.—Business in these lines still 
comes hard, particularly in mine sup- 
plies, demand for which closely reflects 
the low rate of coal mine operations in 
this and nearby districts. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 65 per 
i off list; Trimo, 65 per cent off 
ist. 


Fittings.—Cast iron screw, 36 per 


~ 
™M 
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cent off list; standard brass gate 
valves, 45 per cent off list. 

Rope.—First grade long fiber 
manila, 28c. per Ib. 

Belting.—No. 1 leather, 45 per 
cent off list; No. 1 rubber, 50 per 
cent off list. 

Twist Drills.—Carbon, 60 per cent 
nd list; high speed, 45 per cent off 
ist. 

, Files.—High grade, 50 per cent off 
ist. 

Screws.—Wood screws, 72% and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 45 per cent off list. 

Hacksaw Blades.—Best grade, 50 
per cent off list. 


OIL STOVES AND OVENS.—tThe de- 
mand in this territory is not yet show- 
ing much life. 
weather is here and camps are being 
opened up, 
shortly. 


No doubt as summer 


larger sales will come 


Jobbers quote retailers, f.o.b. Pitts- 
burgh, a discount of 30 and 5 per 
cent of these prices: 


LIST PRICES 
Nesco Oil cook stoves. 


Er a $ 9.50 
ee) ee 17.35 
INO. BIB DS BOUPMOTD  ..ncccccccce 22.00 
Bee. Bae © BOND sc ccccccccce 28.00 
Te Se 39.50 
No. 1102 High Shelf Only...... 5.25 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 
Rockweave wicks, 25c. each. 
Nesco ovens. 
No. 05 1 Burner Solid Door....$2.10 
No. 5 1 Burner Glass Door... 2.25 
No. 010 1 Burner Solid Door..... 4.15 
No. 101 Burner Glass Door.... 4.40 
No. 020 2 Burners Solid Door... 5.15 
No. 20 2 Burners Glass Door... 5.40 
No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door... 5.70 
Security line. Net prices to re- 
tailers: 
Pes WEE whibdd cidieh owned Weeds s 6a $2.35 








June 11, 1925 HARDWARE AGE 17 

















The live hardware 
dealer says: 


‘“Here’s News from Headquarters 


‘“**The Home Canners Year Book’ 
is just out. It’s good, readable, 
practical stuff. Every woman 
who sees it will begin to plan her 
canning at once. 


‘The makers of GOOD LUCK 
Jar Rubbers get it out and dis- 
tribute it at 10 cents a copy. 


“They sent it to me free, and 
they will be glad to do the same 


BOSTON 
WOVEN HOSE & for any other retail hardware man 
RUBBER CO. or grocer who writes in for it. See 
Cambridge, Mass. address to the left.”’ 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 

and MILO 


Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
Boston, Spray Nozzles 
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Se” Ge Bowie's 6 0 sesu ee ceuverel—anel 
I ee ee 3.00 
DE. veercciekwvme denne eure eae 3.60 
RN ca et i a a a ates tee ale 
Di! eittucegncese6ee ebeneewe 3.50 
= errr rrr Te eee eee 3.00 
ee ee 
EF Ene ee ee eS 3.60 
i ee ae er 4.20 
1 aa ere ee 4.00 
Re eee ene 4.60 
ete ee ee ere ke awk ae 4.00 
> ae ey ee ern 4.60 
i: Si, Kstiubraccestedetbiensaseuun 3.85 
a nh. cgadedttcsaunwnbwsdeeen an’ 1.75 
i A ene re eer 1.60 
re ee er re 1.35 
SE eri eets ame ee ote 1.25 

Nesco water heaters, list price $45. 

Kamp cook stoves, No. 3, $4.65; No. 


4, $7.15; No. 7, $6; No. 10, $9.75. 


PAINTING MATERIALS.—There is a 
good retail and jobbing demand in this 
district with prices holding at the 


levels of a week ago. 


Prices to retailers: 


Ready mixed paints, best grades, 








Knife Sharpener for Many 
Kinds of Blades 


A tool called the Dazey Sharpit for 


sharpening blades, 
curved 
round like a sickle is being marketed 




















by the Dazey Churn & Manufacturing 
Co., Warne and Carter Avenues, St. 
Louis, Mo. 

This is said to be as indispensable for 
blades as the pencil sharpener for pen- 




















cils. The dealer will no doubt realize 
the extensive field for such a product 
as knives, scissors, grass shears, even 
ice picks, etc., are everywhere to be 
found. 

The construction is strong and rigid, 
the iron frame being cast in one plece 





and the gears inclosed in housing. Twin | 


grinding wheels made of corundum, | the axle % in., and the wheels 6 in. by 
beveled on the inside, is said to assure | 2 in. 
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grades, $2.50; 
per lb. in 100-Ib. 


$3.10 per gal.; lower 
white lead, 15%c. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.20 per gal. in barrel lots; 
—-* oil, $1.18 per gal. in barrel 
ots. 


orders for the jobbers. 











metal. The jobbers now quote Boy 
Scout shot at $4.50 per case. 


WIRE PRODUCTS.—There is a fair 
demand but prices show some irregu- 





whether straight, | . 
like a grape fruit knife or | its products through the jobber and 


larity due to some unsettlement in mill 


SCREEN DOORS AND WINDOWS.— 
The weather has turned hot lately and 
this has caused a demand upon retailers 
that has led to a good many fill in 


SHOT.—Lead shot has been advanced 
10 cents a bag since a week ago be- 
cause of higher prices for the base 
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prices. Nails are selling out of jobbers’ 
stocks here gs low as $3 base per keg. 
We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire 
(per 100 Ib.) 





Nos. 6 to 9 gage ...... 00 3.45 
+. 2 eer 3.05 3.50 
PG resawetpaanen ene 3.10 3.55 
DG. vseacetataceenwas 3.15 3.65 
DCM N¢te eedidéwes odes 3.25 3.80 
SS Be eee 3.35 4.00 
is a Ceieetns Cacien# 3.55 4.30 
Sele Gl wdekiswtuwesss sen 3.75 4.50 

Barbed Wire (per 80-rod_ spool) 
a” i6 <b¢ee ead He 06 emes .20 
NF ee eee 3.40 
Pe  Ciscetsebouasseanie & 3.40 
DOT i. ene eteededecene s+ .68 
2-point cattle (special) ........ 2.39 


Woven wire fence (per 100 rods): 
$39. 





> oii ang part ebties oa halen al 36 
I, ontevenewse st Oeeensnveewee 20 
DE wtecybeatevedtss aeareeeseues 35.22 
DE’ MP Knctueunderceeéecataaws 48.85 
Bright nails base 


per keg 








| even grinding surface. It is claimed 

| the wear simply lowers the points. 

| The pressure spring on the outside 

is said to hold the twin grinding wheels 

together at just the right pressure. 
The company, whose policy is to sell 


dealer channels, offers considerable as- 
sistance with sales helps such as win- 
dow display cards, counter leaflets and 
illustrated booklets. A story is told of 
one dealer who attracted quite a crowd 
by advertising for a certain limited 








time the sharpening of blades free. 
The height is 5% in. and the corun- 
dum wheel is 2 in. Each one weighs 














steel. 





1 lb. Six are packed in an attractive 
display carton. Weight 9 lb. 





Well Designed Utility Truck 


A light utility truck, No. B-483, of 
all steel construction for use where the 
handling of excessive loads is not re- 
quired, has been put on the market by 
the Anchor Post Iron Works, 50 Church 
Street, New York. 

These are said to be correctly de- 
signed from an engineering stand- 





point and to be built of high grades of 


Twice the bend resisting strength of 
tees, angles and similar open sections 
of equal weight is claimed for the side 
members which are built of high car- 
bon steel U-bars. The nose pieces are 
forged from special alloy steel and the 


New Sizes of Ground 
Flat Stock | 


Several new sizes have been added 
recently to the line of Brown & Sharpe 
Ground Flat Stock which considerably 
broaden the range of its use. It is now 
available in three new thicknesses, 
3/64 in., 5/16 in. and % in., and in six 
new square sizes varying from % in. 
to 1 in. square and in widths from % 
in. to 6 in. in some thicknesses. These 
new sizes and new widths have been 
added to meet the constantly increas- 
ing use of ground flat stock and make © 































axle brackets are pressed steel plates 
which are said to reinforce the whole 
frame and also hold the axle against 
any possible displacement. May be 
built also with tired or cushioned tires 
if requested. 

Length of the side bar is 48 in., the 
width at top 18% in., at nose 13% in., 








The approximate weight 51 Ib. | 


possible its application to a still greater 
variety of work. 

It is first quality tool steel, cut and 
annealed, then accurately ground to 
thickness. The new additions make it 
possible to obtain this stock in twelve 
different thicknesses, from 1/64 in. to 
% in., correct to one-thousandth of an 
inch. Each piece of stock is 18 in. long. 

It is claimed to be convenient and 
economical for making test tools and 
gauges, punches, machine parts, tem- 
plates, fly tools, dies, cutting tools, etc. 
It is said to eliminate the necessity of 
carefully grinding stock to size for 
such purposes and to insure a stock, 
uniformly annealed with no hard spots, 


well suited to fill the everyday needs 
of many manufacturers. 





Stove Manufacturers Plan 
Larger Organization 


Meeting in New York last week at 
the Hotel Astor, the National Associa- 
tion of Stove Manufacturers worked 
out a plan of reorganization by which 
a new group will be formed, using 10 
sectional associations as a nucleus. 
Changes were suggested by the com- 
mittee in charge which will affect the 
character of service rendered the in- 
dustry. The new name will be inclu- 
sive. National Association of Manu- 
facturers of Heating and Cooking Ap- 
pliances was the name suggested. 
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ADVERTISING over a long period 
of years has helped establish the 
Sargent name firmly in the minds of 
hardware buyers. It has created ac- 
ceptance and good-will that break 
down normal sales resistance. It 
has consistently presented to ar- 
chitects, builders and home owners 
the fact that Sargent Locks and 
Hardware are as artistic, distinctive, 
lasting, and as perfect in construc- 
tion and operation as the best of 
materials and skill can make them. 


merchandising assistance. 


New York: 92-98 Centre Street 











“T’ve seen them advertised” 























We have never believed that ‘any 
amount of locks and hardware ad- 
vertising could send enough people 
to your store demanding: “I want 
that kind—TI insist on Sargent Locks 
and Hardware,” to make much differ- 
ence to either of us. But we do be- 
lieve that when you begin to tell 
prospective buyers about the excel- 
lence of Sargent Locks and Hard- 
ware, most of these people think, or 
even say, “I’ve seen them advertised 
—I’ve read about them.” 


Sargent dealers are provided with free electros, cards, folders and every modern 
Write for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR 
SARGENT HARDWARE 
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Good Demand for Seasonal Lines in Chicago— 


Expect Building Program to Help Sales 


(Chicago office of 


EATHER conditions in the Chicago district 
\ the past few days have been more conducive to 
the sale of warm weather merchandise. 
report very satisfactory sales on practically all items 
Reports from the retailers in the ag- 
ricultural districts are to the effect that sales are run- 
ning considerably ahead of last year, in some cases as 
high as 40 per cent increase, and are overcoming the 
slump felt in a good many quarters during the first 


of summer goods. 


two months of this year. 


Prices for the most part are firm, although there were 
a few declines recorded this week—glass prices showing 


AUTOMOBILE ACCESSORIES.—Now 
that the tourist movement has begun, 
there has been a noticeable increase 
in the sales of both automobile acces- 
sories and camping outfits. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf. 50c. each; 
regular, 58c. each; oe X, 45c. 
each; Champion Blue x line, 53c. 


stocks, 


each; A. C. Titan, 58c. each; lots of 
100, 56c. A. C. Special Ford, 44c. 
each. 


ws Lights.—Anderson, No. 3280, 
Horns.—E. A. Electric (Ford), $4 
each. 
Jacks.—Ajax No. 6, 90c. each; Na- 
tional. Standard No. 21, $1.20 each. 
Pumps.—Rose, 1%-in. cylinder, 


$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent, discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $9.45 each; regular cord, 
$7.45 each; gray inner tubes, 30 x 
3%, $1.20 each; red inner tubes, 30 
x ot, 91.50 each. 


AXES.—Sales are seasonably active. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz., base. 


BASEBALL GOODS.—Sales are very 
good and are running much better than 
a year ago. 

BOLTS AND NUTS.—The demand 
continues to be very good. Prices are 





unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread; 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 


screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Prices 
are firm and the sales volume very 
good. 


We quote 
f.o.b. Chicago: 
case lots, old copper and 
finish, $2.76 per doz. pair; 


from jobbers’ stocks, 
2% x 3% steel butts, 
dull brass 
4x 4 steel 


butts, old copper and dull brass 
finish, $3.84 per doz. pair; heavy 
steel bevel inside sets, case lots, 


$6.75 per doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.25 
er set; cylinder front door sets, 

7.50 per set. | 
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Jobbers 


accounts. 


CHAIN.—Sales are good. Prices are 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ilb.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—The 
demand is satisfactory and the market 
firm. 


> 


We quote from jobbers’ stocks, 
f.o.b. icago: Copper rivets and 
burrs, 35 per cent discount. 


DRAIN PIPE CLEANER.—The de- 
mand is good. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Economy Plumber 
cleaner, in 1 Ib. net cans, 
3 doz., $2.70 per doz., in 
doz., $2.60 per doz.; and 
lots, $2.50 per doz. 

Same, in 2 Ib. net weight cans, in 
lots of 2 doz., — 90 r dor. doz.; in lots 
of 6 doz., $4. 70 g.; and in lots 
of 12 doz., $4.5 "oor doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1 qt. can, 
$3 each; in % doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in %-gal. cans, $5 each; '% 
doz. lots, $4.75 each; and in gal. 
cans, $9 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—A very satisfactory volume of 
sales is reported. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lan joint 
gutter, 5-in., $4.50 per 100 ft.; corru- 
gated ‘conductor pipe, 3-in., $4.75 per 
100 ft.; plain ridge roll, 1%- -in., $4 
er 100 ft., corrugated conductor el- 
ows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Electrical merchandise 
sales are very good. Prices are un- 
changed. 


We quote 
f.o.b. Chicago: 
Electrical 


drain pipe 
in lots of 
lots of 6 
in 12 doz. 


from jobbers’ stocks, 
Merchandise.—No. 14 
rubber-covered wire, $7.50 per 1000 
ft.: in 1000-ft. lots, $7.20: No. 18 
lamp cord, $14.50 per 1000 ft.; in 
1000-ft. lots, $13.75; %-in. brush brass 
key sockets, 18c. each; two-way 
plugs, 60c. each; in lots of 10, 49%c. 
each; one-piece attachment plugs, 
13c. each; two-piece attachment 
plugs, 12c. each; dry cells, boxes of 
50, 30%c. each; less than case lots, 
34c. each. 

Radio Supplies.—Radio B patterses 
767, $2.6 


No. 766, $1.40 each; No. 
each. 
Battery Chargers.—Apco line, in 


lots of less than 10, $13.50 each, net. 
Tubes.—Cunningham and R. C. A., 


$3 list. Discount, 25 per cent. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 





a slight drop after the announcement of a change in the 
manufacturers’ prices last week, and denatured alcohol 
falling off 2 cents a gallon. 
hand advanced 3 cents a gallon. 

There continues to be a large amount of construction 
work under way, both in the cities and rural districts, 
with the result that builders’ hardware is still in heavy 
demand. Road building programs are being rushed in 
the various States. 

A good many retailers are pushing collections of old 
accounts at present time with the result that they are 
cleaning up a considerable amount of the disastrous 1920 


Turpentine on the other 


FIELD FENCE.—A very good volume 
of orders is being placed at the new 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
=~, rods; 1948-6-14%%, $44. 08 per 100 
rods. 


FILES.—The demand is good. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent oft list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—As the season 
opens for various kinds of game fish, 
sales are in excellent volume. 


GALVANIZED WARE.—The hot 
weather has increased the demand for 
camp equipment of all kinds. No price 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nnized aftermade water pails, gen- 
uine riveted ears, 10-qt., $2.30 doz.; 
12-qt., $2.50 doz.; 14 in. pieced 
soldered galvanized refrigerator pas. 
eer doz., $3.70; 16 in. per doz., $4.50; 

0. 07% stamped tin bowl, 84c. per 
doz.; No. 014 qt. 
tin, $1.98 per doz.; l-gal. tin breast 
galvanized kerosene cans, $2.50 doz.; 
5-gal. galvanized oil cans, galvanized 


stamped rinsing 


breast, $7.65 doz.; -bu. galvanized 
aftermade baskets, $4.75 doz.; 1-bu. 
galvanized baskets, $6.75 0z.; 1%- 
bu. galvanized baskets, $8.75 doz.; 


12-qt. IX dairy pails, crates 1 doz., 
$3; 12-qt. XX dairy pails, crates 


1 doz., $4. 
GARDEN HOSE AND LAWN 


SPRINKLERS.—Hot dry weather has 
greatly stimulated sales. Prices are 
unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: Garden hose, 
quality, molded hose, 
per ft.; %-in., 13c. 
good quality, wrapped, 
per ft.: %-in., 12c. per 
good sr ‘wrapped, 
per ft.; %-in., 14c. 
good quality, 
per ft.; %-in., 
sprinklers, Rain 
original fountain sprinkler, 
Rainbow, 38-in. high, $24 d 


GLASS AND PUTTY.—tThe decline in 
manufacturers’ prices announced last 
week is now reflected in prices to the 
retail trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength, A, to 40-in. 
bracket, 86 per cent discount; single 
strength A, all other brackets, 85 per 
cent discount; double strength A, all 
sizes, 86 per cent discount; double 
strength B, 87 per cent discount. 
Putty, pure grades, $3.75 per 100 Ib.; 
commercial, $3.40 per 100 Ib. 


stocks, 
good 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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HANDLED HAMMERS.—Prices are 
unchanged. The demand 
steady. 


We 
f.o.b. 


jobbers’ stocks, 
Vaughn-Bushnell, 
$10.50 doz.; 
Maydole, 
16-02. 
and 


quote from 
Chicago: 

16-oz. nail hammers, 
Stanley, $10.50 per doz.; 
$12.60 per doz.; other makes, 
machinist hammers, $7.85 doz. 
16-oz. nail hammers, $6 doz. 


Prices unchanged. 
jobbers’ 


are good. 


We quote 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 


from stocks, 


ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
4% ft., $2.40 doz.; 5-ft., $2.80 doz. 


Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 


ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.; 4%-ft., $5.75 doz.; xX bent, 
4%-ft., $4.50 doz.; 5-ft., $5.50 doz; 
X bent, 4%-ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.:; 4%-ft., .10 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe Handles. “yp Fit =. 
$3.45 doz.; X 4%-ft., $2.4 OZ. 

Garden Rake Vandles. 305 5%- 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Handles. —Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, 
$7.95 doz.: X grade, $6 doz. 

Spade WHandies—D handle, best 
Srade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices are firm. | 


Sales are good. 


We quote from 
f.o.b. Chicago: 

Axe WHandies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HATCHETS.—Sales are normally ac- 
tive. Prices are still without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 


jobbers’ stocks, 


ets, No. 2 shingling, $11.20 doz.; first 
uality hatchets, No. 2 broad, $14.45 
0zZ.; medium uality hatchets, No. 


2 shingling, $7.2 s-: medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HINGES.—A good demand continues. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1. 03: 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10- in., $4. 30 
per doz. pair: extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66: 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—Sales are 
seasonably good. No change in prices. 


We quote from jobbers’ stocks, 
White Mountain, 1- 

$5.65 list; 3-qt., 
$8. 25 list; 6-qt., 
list: 10-at., 
’ list; 
$25.60 list; 20- -at., = list; 
$42.60 list; Arctic, 1-qt., $4 list; 
$4.60 list; 3-qt., $5. 56. list; 4-qt., $6. 80 
list; 6-qt., 60 list; 8-qt., $11. 10 list. 
All the above less 50 per cent dis- 


count. 
LAWN MOWERS.—Sales are being 


affected to some extent by the dry 
weather. No price changes. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in. plain 
bearing 4-knife, 9-in. wheels, 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
te 3-Knife, 8-in. wheels, $5.85 
each. 


stocks, 


continues | 
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NAILS.—Prices are unchanged. Sales’ 


are reasonably good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.00 for 1-in. 
and longer, $2.25 for shorter than 
l-in. 


| OIL STOVES.—Sales are showing a 
HANDLES, AGRICULTURAL.—Sales 


nice improvement with warmer weath- 
er. Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, 
$28 each list; new Improved Perfec- 
tion 2- -burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $45 each list; 
4-burner, $58.50 each list. All sub- 
ject to 30 per cent discount. Lots 
of ten or more are subject to 30-5 
per cent discount. Nesco Oil Cook 
Stoves, No. 211, 1 burner, $9.50 each 
list; No. 212, 2-burners, $17.35 each 
list; No. 213, 3-burner, $22 each list; 
No. 214, 4 burners, $28 each list; No 
215, 5-burners, $39.50 each list; 
No. 1102 High Shelf only, $5.25 each 
list; No. 1103 High Shelf only, $6.50 
each list; No. 1104, High Shelf only, 
$8 each list; No. 1105, High Shelf 
only, $9.75 ‘each list. Rockweave 
wicks, 25c. each. Nesco Ovens, No. 
05, 1-burner, Solid Door, $2.10 each 
list: No. 5, 1-burner, Glass Door, 
$2.25 each list; No. 010, 1-burner. 
Solid Door, $4.15 each list; No. 10, 
1-burner, Glass Door, $4.40 each list; 


No. 020, 2-burners, Solid Door, $5.15 
each list; No. , 2-burners, Glass 
Door, $5.40 each list; No. 030, 2- 
burners, Solid Door, $5.40 each list; 
No. 30, 2-burners, Glass Door, $5.70 
each list; Nesco water heaters, $45 
each list. All subject to 30-5 per 


cent discount. 

The manufacturers of Nesco Oil Cook 
Stoves have four zone price lists, varying 
according to the freight rates. The above 
prices are effective in Zone I. 

PAINTS AND OILS.—The only price 
changes reported are a three cent ad- 


vance in turpentine and a two cent 


drop in denatured alcohol. Sales are 
very satisfactory. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
$1.19 per gal.; 5-barrel lots, $1.14 
per Bal. 

Linseed Oiji!i.—Boiled, barrel lots, 
$1.22 per gal.; 5-barrel lots, $1.17 
per gal. 

Turpentine.—Barrel lots, $1.24 per 
gal. 

Denatured Aicohol.—Barrel lots, 
60c. per gal.; steel drum, extra, $6, 
returnable. 

White Lead.—100-Ib. kegs, $15.75; 
50-lb. kegs, — 25-lb. kegs, $4; 124e- 
lb. kegs, $2.0 

Dry Sh ee lots, 7¥%c. per 
b. 

Shellac. —(444-Ib. goods) white, 


$4.55 per gal.; orange, $4.20 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 !b. 


PYREX WARE.—Retail sales for June 


weddings and anniversaries has stimu- 


lated business to considerable extent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz., 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
doz.; No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2- ‘sw $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 


Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
ROLLER SKATES.—The demand 
Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 


ae 


S 


$1.40 per pair. 
Reading matter continued on page 84 
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ROOFING AND PAPER.—Prices are 
firm and an improvement in sales is 
reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade talc surfaced, 
$2.35 per square; medium talc sur- 
faced, $1.75 per square; light talc, 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 


ROPE.—The demand is very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. Manila Stand- 
ard brands, 26%c. to 28%c. per Ib.: 
No. 2 Manila, 25%c. per Ib.; No. 1 
Sisal, 17%c. per lb.; No. 2 Sisal, 
l6%c. per 1 


SASH CORD.—Prices are still un- 
changed and the demand is reported 
as satisfactory. 


We quote stocks, 
f.o.b. Chicago: No. standard 
brands, $9.55 per doz. hanks; No. 8, 
$11 per doz. hanks. 


from jobbers’ 


SASH PULLEYS.—Sales are _ very 
good. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common _ sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c doz. 

SCREEN DOORS AND WINDOW 


SCREENS.—The advent of hot weath- 
er in this district has caused a great 
improvement in the demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$22.80 doz.: No. 296, 2-8 x 6-8, 27 
doz.; No. 311, 2-8 x 6-8, pon 10 doz. 

Window Screens. —No. 1833, $4.94 
doz; No. 2433, $6 doz. 


SCREWS.—tThere is a good demand 
and prices are firm. 


We quote from _ jobbers’ 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list: 
round head blued, 76-10 per cent new 
list; flat head brass, 76-5 per cent 
new list; round head brass, 74-5 per 
cent new list; japanned, 72-10 per 
cent new list. 


SOLDER AND BABBITT METAL.— 
Sales are good; prices are quite strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $38 per 100 Ib.; medium, 45-55 
solder, $37 per 100 Ib.: tinners’, 40-60 
solder, $36 per 100 Ib. : high speed 
babbitt metal, $20 per 100 Ib.; ; stand- 


stocks, 


— No. 4 babbitt aetnl. $13 per 100 
STEEL SHEETS.—Prices are un- 
changed with a fair demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 Ib.; 28-gage 
black sheets, $4.50 per 100 Ib. 

WHEELBARROWS.—The demand 
continues to be very satisfactory. 
Prices are firm. 

We quote from jobbers’ stocks, 


f.ob. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WRENCHES.—There is no change in 


prices. Sales are good. 


We quote from jobbers’ stocks, 
pe Chicago: Agricultural wrenches, 
er cent discount; Coes’ wrenches, 
so-t0 per cent discount; engineers’ 
50-10 per cent discount 
Stillson, 65-10 per cent 
65-5 per cent dis- 


wouneiede. 
off new list : 
discount; Trimo, 
count. 

Snap-On Wrenches.—Radio and 
adecttient set, $4; No. 101 Master Ser- 
vice set, $15.25: No. 202 Heavy set, 
$8.80: No. 303 Ford Master Service 


set, $14.85; No. 404 Universal Socket 
set, $8.75: No. 505B Screw Driver 
set, 3.40; No. 900 Square Socket 
set, $3.70. All Snap-On Wrenches 
less 40 per cent. 
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“AN INCENTIVE TO TRADE— 
‘NEW HAVEN’ DISPLAYED” 


Tip-Top Octagon FEW “NEW HAVEN” Watches grouped with the attrac- 
Watch tive colored Display Card, as shown above, will help increase 
your watch sales considerably, especially at this time, as the 


The new octagon-shaped watch, : : 
14 size, thin model, neat and New Haven Advertisements in THE SATURDAY EVENING 


compact, Streamline design, = POST are read twice each month by millions of people. 
nickel polished, semi-octagon 3 


bow, substantial antique pen- This is just one of the many attractive colored Display Cards 


dant, corrugated crown easy to . 
wind, pull-out set. Cubist num. Offered you. Send for them at once, using the coupon below. 


erals and skeleton hands. ‘ , , 
A number of effective window displays can be arranged by 


using the attractive colored boxes, each one of which carries the 


price to the customer. 
Price Tagged 


I oo iccnivasiin 1.7 , 
errthig Electros furnished upon request 


Radium Dial ............ $2.75 
YOUR JOBBER CAN SUPPLY YOU! 


Ask to see the other Octagon 
members of the True Time 











Tellers Family. 4 
- THe New Haven Crock Co. 
t New Haven, Conn. 
| 
A t Please send me at once, a set of Colored Window Display Cards 
THE EW | eon LOCK CO. : featuring True Time Tellers and also reprints of Saturday Evening 
se EW VEN ‘pee : Post Advertisements. 
- ee i ee ee PEs wean bkawaae oa 
8 
BRANCHES : Address CO O46 6.6.8 68 ©. OC 6.6 OF CH OOEY CE HTRESEBE CHO CRE CHOC Ee OOS 
NEW YORK CHICAGO : s thie ali ded otal Laken einai Rha eink ehh sth ede korea hae ee Raed 
SAN FRANCISCO TORONTO gs —E— 
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The Editorial Value 


of Advertisements 


Live dealers write us frequently that 
they find the advertisements pub- 


lished in HARDWARE AGE full 
of helpful suggestions for stimulat- 


ing sales. 


Nearly every advertisement con- 
tributes its practical hint for the 
dealer or salesman who is looking 
for ideas to improve his selling 


ability. 


Consider the men who write the ad- 
vertisements as “‘Associate Editors” 
and make full use of the merchan- 
dising ideas, sales and display helps 
that they offer. Here are some easily 


adaptable ideas in this issue: 


Hot Weather Profits from 


Se Se oi tewk oda Page 3 
Children’s Vehicles Bring 

Assured Profits ...... Page 5 
Cultivating the Motor 

rere Page 16 
Let the Fisherman Help 

wae WO es Ss Page 21 
A Profitable Line for 

Summer Sales ....... Page 25 
Steady Profit from Small 

6c eae ekaee Page 85 
Sell Kitchen Cutlery in 

ee tusk cekinees 8 Page 86 
Tapping the Passer-by on 

the Shoulder ....... Page 89 
Saving Your Salesmen’s 

0 Page 95 
Let Ice Tools Add to Your 

PE -c0 ss vance sl Page 110 


Let These Editors Serve YOU 
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A World-Wide Mission 


By A. Rowden King 


ig yer WEBSTER had such an ability to make defini- 
tions as most of us envy. In addition, it always 
seems easier for any of us to define the words and phrases 
of other trades than those of our own. Most of us think 
we have a very concrete conception of the meaning of 
the word “Merchandising.” It’s, oh it’s soliciting the sale 
of goods, it’s operating a business so as to make a max- 
imum profit, it’s just being successful, you know. 

Yes, but merchandising is far more than that. These 
are all selfish definitions. It is a matter vitally involved in 
the Laws of Economics and nothing can be that which is 
not altruistic, for the best good of all the people. 

“Merchandising,” writes an authoritative author who 
has just published a vital book on the subject, “Merchan- 
dising is concerned not only with immediate sales but also 
with building for the future. Merchandising, if success- 
ful, yields sales momentum, another name for good-will.” 
Surely building for the future and for good-will does not 
call for maximum profits today or at any time. 


High “Overhead” Follows in 
Wake of Price-Cutting 


TT has often been proved that price-cutting is detri- 
mental both to buyer and to seller. It not only 
upsets a stable market, seldom results in lower 

prices to the ultimate consumer, but also increases the 

overhead expenses of the concerns which endeavor to 
build volume by under-cutting competitors. 

The following table shows the amount of additional 
volume of sales which are necessary to maintain an 
established percentage of profit on the selling price: 

On an established 15 per cent margin of gross 
profits a price cut of: 

3 per cent requires 25 per cent more volume in sales. 

5 per cent requires 50 per cent more volume in sales. 

8 per cent requires 114 per cent more volume in sales. 

10 per cent requires 200 per cent more volume in 
sales. 

12.5 per cent requires 500 per cent more volume in 
sales. 

For example, if a 10 per cent price cut is allowed 
on a $100 sale, which normally carried 15 per cent, 
it would be necessary to make two additional $100 sales 
in order to earn the $15 profit on sales. 

In this example volume increased from $100 to 
$300, but was it profitable? It was not as profitable 
as a single $100 sale carrying 15 per cent margin be- 
cause: 

A. Investment increased $170 on which interest 
must be earned; 

B. Additional warehouse expense is necessary to 
handle the stock; 

C. Additional sales expense is necessary to make 
the $200 sales; 

D. Additional clerical and bookkeeping expense is 
necessary to bill the customers and collect for the 
additional $200 sales; 

Another example: If the operation ratio (ratio of 
expense to gross profit) is 75 per cent, and this is 
typical expense ratio, a 5 per cent cut will yield a 





net loss, as follows: Normal 5% Cut 
PE re $100 $95 
SN atc ad wrt kg WG oo nw eee 84 84 
SN EE oa. na ede 6 eee 6 16 11 
Operation Ratio, 75%....... 12 12 
a oie ee ee es Plus 4 1 


A conservative volume, maintaining fair prices, and 
a reasonable margin should always be more profitable 
than an inflated volume at cut prices, dissipated profits, 
etc.—Allith Bulletin. 
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No. 995,758 which will “a 


DOMES ¢f SILENCE 


A Fast Steady Seller 
- Highly Profitable— 


Just display the carton 
MADE IN SIX SIZES: 


84 in., 14 in., 54 in., 34 in., % in. and 1-% in. 


Two Styles of Packing 
Straight Sizes Assortment ' 
Packed 4 gross sets of any Packed % gross sets '% in., 
one size. °gin., 34 in., % in. assorted. 


Your nearest jobber carries a complete line 
Apply the largest size possible 





DOMES of SILENCE Division 


Henry W. Peabody & Co. 
17 State Street, New York City 
P-1979 





She Perfect Furniture footwear 


DOMES of SILENCE 4 


Jetter than Casters ” 
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OVER TWENTY MILLION CONSUMERS ARE READING ABOUT 
LA CROSS 


- ; i D 
WALL URS if . % 
2 @ aes oer wees 

Tr | »: : < 








This photograph was taken in Petty’s Pharmacy. It shows the La 
Cross display case which comes free with No. 5 assortment at $24. 


“It’s results like this 
that count” 


The letter below from Petty’s Pharmacy, 771 
Broad Street, Newark, N. J., speaks for itself. 


Gentlemen: 

Referring to La Cross Implements. We have 
used the display case, which came with our order 
for a No. 5 assortment, a little over two months. 
La Cross Implements have been steady sellers, but 
this case has made them sell so fast that we don’t 
just keep a stock in the back of the case itself. 
We keep a reserve supply downstairs as well—we 





BRAND” 


POCKET KNIVES 


. Helps we supply. 








Our best Advertisement is our 
Product. 

“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible — SKILLED 
WORKMANSHIP. 

Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 





NEW YORK 
KNIFE CO. 
Walden, 


New York, 
U. S. A. 





have to. 
This case—with its attractive display arrangement 
—is a real sales-maker. Customers come into our 
store with no thought of a manicure purchase, and 
end up by buying one or more implements. Show- 
ing the price also helps our sales. Helps people 
to decide right there and then—and not put it off. 
La Cross is high quality and a most profitable 
manicure line, 
Yours very truly, 
PETTY’S. 
(Signed) J. Dunn, 
Mer. Toilet Goods. 


This little giant sales-puller only costs you $24. Sells 
for $49.50. Just like finding $25.50, isn’t it? Order 
today through your jobber. 


SCHNEFEL BROS., Newark, N. J. 


New York Showrooms 


1270 Broadway, at 33rd Street 


La Cross 


NAIL FILES 
TWEEZERS SCISSORS NIPPERS 
MANICURE SETS 








ee ee ee ee ee ee eg 


| , : : . 
g J Please send me more information regarding the No. 5 display : 
| case, 
: ‘2 a send me a No. 5 cabinet, above described, for 30 days’ : 
trial. 
: ' 
= Name TTeitt itt)” CL httTth eT Tere ere eee oo § 
: PED: 0s vnweesedlebherssncsnee tides sasaucdadsdisbatadonnt - 
, . a 
I a an ll ll3 g 
Laaaseneoesseeeneeeecoesooonoononnaeasil 











Another 
Anchor 
Brand 
Stainless 
Steel 
Kitchen 
Set 


Set consists 
of Lunch 
Knife, Cook 
Fork, Par- 
ing Knife, 
Bread 
Knife, also 
Table or 
Kitchen 
Steak Knife 
and Spatula. 
All five 
pieces have 
Ebonw o o d 
Handles. 


No. S22 


LAMSON & GOODNOW MFG. CO. 
Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 
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Aeervations of a Culley Jilesmin 


Making Cutlery Profitable 


By JOHN CASSIN—A Man Who Knows 


HEN one attempts to fit a formula or rule 

to a business, one must try to strike qn 

average. Averages about business are hard 
to determine. We hear a lot about the average 
man, I doubt if there is such a thing, as yet I 
haven’t heard of anyone admitting his guilt. About 
the only average most of us know anything about 
are the batting averages of Ruth, Hornsby, Cobb, 
Sisler and other baseball stars. So when a cutlery 
salesman starts to discuss average stocks or the 
stock best handled by the average store, he’s up 
against the problem of determining what is an 
average hardware store. Let’s admit there isn’t 
any such store and content ourselves by referring 
to the thousands of hardware stores whose busi- 
ness is of such volume and character as to war- 
rant us believing that their logical source of sup- 
ply is the jobbers. 

Such stores are located all over this country— 
in hamlets, small towns, medium and big towns, 
also in the largest of cities. 

If many retail hardware merchants do not seem 
to know much about cutlery or take interest in 
it, please keep in mind that there are extenuating 
circumstances and good reasons for this condition. 
Even “the average” hardware store handles many 
thousands of items. Owners and their sales peo- 
ple become well acquainted with about fifteen 
per cent of their stock; the other eighty-five per 
cent is “‘sold-when-called-for-goods.” 

Sometimes, but seldom, cutlery is included in 
the fifteen per cent “well-acquainted-with-goods’” ; 
where that is the case cutlery is a profitable line 
upon actual sales as well as serving its logical 
purpose by functioning as one of the lines of mer- 
chandise that attracts people to hardware stores. 

In other words where cutlery is not profitable, is 
not paying a good margin for the space it oc- 
cupies, it is seldom the fault of the retail mer- 
chant. With thousands of items to keep track 
of, there is a national limit to the lines he finds 
time to become interested in—without assistance. 

The jobber’s salesman is the best man in the 
country to assist retail hardware merchants to 
make cutlery constantly active and profitable. Of 
course, I mean salesmen who know their cutlery, 
who appreciate its purpose, use and value. I 
would be willing to admit there are some men 
lugging jobber’s catalogs and reading want books 
—but I said salesmen. 

On the other hand what a pleasure it is to see 
the clean, thorough, workmanlike jobs that many 
of our friends among the hardware jobbers sales- 
men handle. Some of them love cutlery, they be- 
lieve good quality, well made pocket knives and 


other cutlery items are comparatively, amount of 
skilled workmanship considered, among the 
greatest tool values obtainable. 

The foundation formula for a profitable cutlery 
business is like most good things, simple and easy 
to understand. Because of simplicity, which per- 
mits of understanding by many people things be- 
come big and great. The American cutlery busi- 
ness is destined to become a great business—com- 
paratively. 

The first rule is to have enough—the second is, 
don’t have too much—it’s easy to have enough— 
but too much because of confusion and lack of 
purpose will retard instead of increasing sales. 
The best way to avoid having too much is to know 
exactly why and for what purpose you buy every 
pattern of knife and piece of cutlery. Your rea- 
son for buying, if you are correct will make it 
easy for your customers to purchase from you— 
if you will let them know why you bought by 
— your showcases as well as your windows 

alk. 

The proper classification and grouping of 
knives and price ranges for each kind and size of 
hardware store has been covered in previous ar- 
ticles. If you missed it and back copies of HARD- 
WARE AGE are not available, the information is 
yours for the asking. 

After you have purchased your new line or 
weeded out and rearranged your old line so you 
know why you have your present assortment— 
make the jobber’s salesman partly responsible for 
your net results. He covers his territory at fre- 
quent, regular intervals. He knows or ought to 
know the goods that sell well. Make him re- 
sponsible for keeping your stock in good condi- 
tion, keeping yourself and help posted on ways 
and means to make the most sales. Frankly, put 
it up to him that you expect your cutlery sales to 
compare favorably or be better than those of 
merchants similarly situated. 

Of the line of pocket knives you adopt, if fifty 
or sixty patterns, you will find most of your sales 
will be of twenty patterns—your cutlery sales- 
man is around every few weeks, he will keep your 
stock up without loading you. Responsibility 
will make him agitate featuring the right goods 
at the right time. In the not far distant past 
many people thought of cutlery as holiday goods; 
while we admit they are great holiday goods, 
there are also many seasons and periods during 
the year other than Christmas time that are good 
times for selling seasonable cutlery. There may 
still be a few merchants who do not realize that 
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the great growth of “Out of Door” devotees has 
offered the opportunity to sell many cutlery items 
to campers, motorists, tourists, sportsmen and 
others, none of whose outfits are complete with- 
out good serviceable pocket knives. Many of 
these people desire and require other cutlery 
items such as common table knives and forks, 
kitchen knives, can openers, cork screws, bottle 
openers, etc., and etc. 

Display these goods from May until October. 
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During October and November feature sports- 
men patterns of pocket knives, knives that can 
be easily carried in the pocket as well as the 
larger patterns and sheath knives usually called 
“hunting knives.” Many a man who never goes 
a-hunting will want a stout, serviceable sportsman 
pattern. I have yet to meet the business man 
who ordinarily carries a vest pocket pattern, who 
didn’t want a good heavy pattern to keep around 
the house and be his companion during vacation. 





Qualifications of a Retail 
Cutlery Salesman 


By William Masefield 


ARLY last spring I was deeply perplexed 
K and almost in despair at my non-success in 
finding what I considered a competent sales 

force for a retail hardware and cutlery store. In 
the three or four previous weeks I had dispensed 
with the services of five men for various and 
sundry reasons. The majority of them had paid 
absolutely no attention to the instructions I had 
given them in regard to the goods and the little 
sales helps and talks connected with the line. 
Each of these men came to me professing to be 
experienced cutlery salesmen, having worked in 
different stores throughout the country. I be- 
came so disgusted when forced to discharge the 
last man for incompetency that I decided the next 
one I hired should be wholly ignorant of the cut- 
lery business, but should be possessed of per- 
sonality and a goodly portion of common sense. 
So I went to see a friend who was conducting an 
employment agency and proceeded to pour my 
tale of woe into his sympathetic ear, asking him 
if he could recommend some recently married 
young man for whose honesty he could vouch. The 
next morning at 8.30 a tall sandy-haired boy came 
into my store, presenting a card from the em- 
ployment agency, also a letter stating my friend 
had known this young man for a number of years 
and he had always proven trustworthy and relia- 
ble. He did not possess the general appearance I 
had anticipated; however, two things about him 
impressed me very much. First, was the fact he 
had come at that early hour, indicating a sincere 
desire to work; and second, the frankness with 
which he told me he and his wife were living with 
her parents and it was imperative he find a job 
so as to maintain congeniality at home. He very 
frankly admitted he didn’t know a jackknife from 
a penknife, and hardly knew a straight razor 
from a safety. This boy’s sincerity and honesty 
won me over at once. I told him I could not start 
him at a high salary, but as an added inducement 
would give him a small percentage on his sales as 
a bonus; and if he produced as I expected he 
would at the expiration of two months I would 
raise his salary fifteen dollars, and-if he did not 
get the raise he would automatically know he 
was a disappointment. It was two or three days 


before I allowed this young man to approach a 
customer, in the meantime having him nose 
around and familiarize himself with the stock; 
and told him if he came to anything whose use or 
purpose he did not thoroughly understand, to ask 
details about it. One day I came in from lunch, 
and found him selling a very good customer a 
straight razor. Before the customer left this in- 
experienced boy had sold him a set of seven razors, 
a pig skin case and a shaving brush, total amount- 
ing to $55.00. I busied myself a few feet away | 
from him during this sale, and while there were 
numerous rough spots in his sales talk, you could 
very readily grasp he was putting his best into 
it. The chief fault I found with his talk was that 
about every sixth word he would gesture with his 
hand and interpolate the word “see”. After the 
sale was made and the customer had gone, I went 
over and told him how pleased I was with him, 
not mentioning any criticism whatever. Two days 
later, after listening in on a few more of his sales, 
I invited him to lunch with me. While sitting at 
lunch, IJ drew him out in conversation and noticed 
he invariably used that word “see”. I told him 
he must have known I had overheard his sales 
talks for the past week, and there was just one 
thing I wished to criticise. Then I voiced a re- 
quest that he try to refrain from making such 
constant and repeated use of the word “see”; that 
I realized he no doubt did it unconsciously, but 
any word repeated too frequently in any sales 
talk or even in ordinary conversation: was. 
ruinous. 

This boy within a very short time was selling 
over the counter daily and made an average from 
June to November of $66.80 cutlery sales per day, 
exclusive of brushes and various other lines that 
were carried in stock. His average sales in all 
departments ran $118.25 per day, which I am 
glad to say far surpassed the more experienced 
men. He was never idle for a minute, and he 
read everything he could lay hands on pertaining 
to cutlery and its manufacture. I recall one in- 
stance when on a certain evening a friend of his 
wife’s called in to see him, who happened to be 
the chief cutter of the largest garment house in the 
city, and while conversing with him on personal 


Reading matter continued on page 90 
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Millions of Men Using Gillettes 
Sell them Blades! 


Nearly every man that 
GILLETTE Me BLADES) | passes your window 
needs Gillette blades. 


They are waiting for 
you to remind them. 
This window display 


almost taps them on 
the shoulder. 





It will take only a few minutes to install this attractive window. It will help you 
get your share of the profitable Gillette blade business. ASK FOR DISPLAY atT. 


Gillette Safety Razor Co. Advertising Dept. Boston, U.S. A. 

















7 YOU CAN SELL MORE SHEARS 
IF YOU CARRY “EVERSHARP’ 
POPULAR PRICED CUTLERY 


Every customer who visits 
your cutlery department is a 
prospect for shears and scis- 
sors. On the other hand, 
Eversharp Shears will bring 
more women to your store if 
you feature these practical, 
serviceable items. 

They are every day neces- 
sities and are made to retail 
at a reasonable price and still 
allow a liberal profit for 
dealers. 
























Let us send details 
and prices. We have 
a complete line of 
Shears and scissors in 
all sizes—in attractive 
display cartons or 
packed in individual 


boxes. 








They Cut Hot Bread! 

















Two-Dozen Container. Individual Cartons a Gvershanfs 1 
Pre EVERSHARP SHEAR COMPANY 
2000 Knowlton St. 
GENEVA CUTLERY CORPORATION BRIDGEPORT, CONN.,U.S. A. 
Geneva, N. Y. SCISSORS AND SHEARS 
FOR ALL PURPOSES 
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topics incidentally asked if we had any shears in 
our store that would stand up under the strain of 
cutting several thicknesses of cloth, and at the 
same time not be too heavy for the girl cutters 
to use to good advantage. The next morning my 
young salesman asked for an hour off. When he 
returned to the store in a taxicab, he rushed in all 
out of breath and excited and handed me an order 
for sixty pairs of three-N Tailor Shears, at full 
list price of $7.00 each. After he had delivered 
these shears he said it seemed strange to him that 
a man who had sold shears half his life would sell 
that concern a shear equipped with a fragile 
screw bolt instead of a brass adjusting bolt. This 
company was one of my best customers, using 
several dozen six-inch trimmers a month, and 
needless to state that boy did not have to wait the 
two months for the promised fifteen dollars raise. 





A Railroad’s Responsibility for 
Your Goods After They Arrive 


at Destination 





What are a railroad company’s rights and obligations 
as to taking care of goods which it has carried to their 
destination, as to notifying the consignee of their ar- 
rival, as to storing when they are not promptly re- 
moved, and as to charging for that storage? These are 
the questions raised by the following letter: 

lowa. 


We are inclosing a freight bill on two wagon boxes 
that were shipped from Fairfield, Iowa. There is a 
charge of $1.58 for storage at our depot for eight days. 
During these eight days they were left out on gravel 
platform and became soiled with rain and sand. Have 
they the right to collect storage on boxes when left ex- 
posed and not put in the freight depot or some good 
building? The reason they were not taken up was we 
were not notified for four days of their arrival and were 
sold, the buyer to take them from depot knocked down 
Please let us know. 

O’REILLY BRos. 


I have written this correspondent that in my judg- 
ment the railroad had no right to charge storage on his 
goods. The reason for the opinion is twofold: First 
the goods weren’t properly cared for, and even if they 
ne been they hadn’t been there more than a reasonable 
ime. 


The law is very clear in defining the duty of a railroad 
as to goods which have been carried to their destination 
but not yet delivered. Mainly, two obligations rest on 
a railroad as to such goods: First, it must provide a 
proper place to unload and store them while they remain 
in its custody. The railroad that lets goods stand out 
in the dirt without even a roof over them is not ful- 
filling its legal duty and assuredly would not be per- 
mitted to collect a cent for storage. Many cases show 
that the courts have strictly enforced this part of a 
railroad’s obligation. As one case said, “it is part of 
the carrier’s duty to provide a place where the goods 
may be kept with reasonable safety after they have 
been unloaded from the cars.” And many times a rail- 
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road that stored goods insecurely was compelled to pay 
for the injury that resulted. The place where the goods 
are stored must be the right kind of a place for those 
particular goods. This question has arisen many times 
in connection with perishable goods. The railroad doesn’t 
have to go so far, however, as to provide a fireproof 
place to store and failure to do so has been held not to 
be negligence. 

Judged by the above rule, it is obvious that a rail- 
road that let goods stand out exposed to the weather 
not only would not be allowed to collect storage, but 
would be liable for any deterioration in value caused by 
the lack of care. 

S€écond, a railroad must notify a consignee of the ar- 
rival of goods and give him a reasonable time to get 
them away. During that reasonable time, whatever it 
is, the railroad cannot charge either demurrage or stor- 
age. The railroads make their own rules as to what 
shall be a reasonable time, but the reasonableness of the 
rules can always be attacked by a shipper. Various 
courts have upheld the reasonableness of rules requiring 
goods to be removed inside of 24 hours, 48 hours, three 
days, four days, five days and so on. The question of 
reasonable time has always been a troublesome one. 
The courts are not even uniform as to how to fix a 
reasonable time. The best rule is that a reasonable 
time is such a time as will enable a consignee residing 
in the vicinity of the place of delivery and informed of 
the railroad’s usual course of business, to go to the place 
of delivery, inspect the goods and take them away, and 
usually a consignee not living near the station is held 
to the same requirement imposed upon a consignee who 
does live near. 

What demurrage or storage can a railroad charge? 
Perhaps I should explain the difference between the two. 
Demurrage is a charge made for undue delay in releasing 
cars, therefore it is only claimed as to goods that remain 
in the cars. Storage, on the other hand, is the charge 
made for holding goods that have been unloaded. After 
a reasonable time has elapsed without the consignee re- 
moving the goods, the railroad’s obligation toward them 
legally lessens. Instead of being practically responsible 
for the goods, as a carrier, it merely becomes responsible 
for them as a warehouseman who stores the goods and its 
obligations are much lighter than those of a carrier. 
The rate of demurrage is a part of the filed tariff rates. 

Whatever time your railroad allows for the removal 
of freight will usually be found: printed on the freight 
bill. 

(Copyright, Dec., 1924, by Elton J. Buckley, Esq., Coun- 
sellor-at-law, 643 Land Title Building, Philadelphia, Pa. 
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SHOE 
OYSTER 

aes KNIVES seth, 
HANGERS’ MAKERS’ 

Send 

for 

Roofing Knife Catalogue 
ROBERT MURPHY’S SONS CO., Ayer, Mass. 














the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 






4301 Warne Ave. 
St. Louis, Mo. 
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CHRADE ()AFETY 
Push Button Knife 


No Breakingo 
. finger athe 


(@; Kee, 2 3fl ty 
me Bele 4 


Sure to sell on sight. 

Absolutely safe in pocket and in use. 
or convenience you can’t beat it 

) Pies operated with one hand. 

The safety slide locks the button. 
ou can't afford to be without it. 


eae VERLASTI NGLY SHARP MARK 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y., wn, N.Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 


























ONLY 98c. 


per set bulk 
in dozen lots 


If you want to 
increase your 
profits write for 
our 290 page 
catalog illustrat- 
ing hundreds of 
bargains in 
clocks, cutlery, 
silverware, etc. 


Write now. 
Don’t delay. 


No. 807'/2HA. ‘‘Daisy’’ Standard 26-pliece Silver Set fer picnics, parties, 
etc., high grade white metal ware, each piece stamped ‘‘Silveroid.’’ Set con- 
sists of 6 each solid handle fancy medium knives, forks, teaspoons, tab : 
also butter knife and sugar shell. In bulk, without box, per set......... 
JOSEPH HAGN COMPANY 
MANUFACTURERS—DISTRIBUTORS—WHOLESALE 
223-225 West Madison 8St., 
Dept. HA Chicago, Illinois 























L? Puts a Keen 
oO. cLasting Edge 
on Every Knife 
in the House! 


RETAIL $ 1 .00 






THE ARISTOCRAT OF KNIFE SHARPENERS 


Zip is a sharpener that you can use any place, any time. No fasten- 
ing to table or sill. Simply grasp the handy handle and draw blade 
through the superhard steel discs. Heavily nickeled frame and rust- 
proof discs. Will last a lifetime. 


Write for Jobbers Discount. 


THE PHILLIPS-LAFFITTE CO. 


Pennsylvania Bldg. Philadelphia, Pa. 








J. Wiss @ SONS COMPANY 








Wall Display Case No. 200 


HOW YOU ; 
CAN SUCCESSFULLY 





| 
SHEARS AND 


Inside Store Displays 
STORES which do the largest business in 


shears and scissors are those which dis- 
play the largest variety. 


An arrangement like Wiss wall case No. 
200 has been found most successful as an 
inside store display. It attracts customers, 
and acts as a silent salesman. 


[his glass front case (29x43x5 in.) contains 48 

s:anda d patterns—all of which are easily accessible. 
It is compact, and saves f'ocr space—and ycur whole 
assortment is visible at a glance. It is easy to keep up 
stock, by re-ordering numbers which are running low 
—and there is no chance for overstocking or duplicating 
models and sizes. 


Write for price—and details 
(a ener oe 


J. WISS & Sons Co. 


Established 1848 Newark, N. J. 
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EVEREDY 


Strainer Set 


Makes Sales Records 
Everywhere 


Will sell big for you too. Women see 
at a glance that it takes the work and 
worry out of home preserving. 


Strainer Stand $ 
Strainer Bag ] 25 
Filter Bag ’ 


In order to demonstrate this handy 
household utensil, we make this 


FREE 
HOME TRIAL OFFER 


Send the coupon TODAY for the Everedy 
Strainer Set, and the recipe book, “10 Time- 
Tested Recipes,” for your wife. If the 
Strainer makes good, and you decide to send 
us an order for a dozen or more, keep the 
trial strainer free. Otherwise send it back 
at our expense. 


“=== MAIL COUPON NOW***=*== 
FREE TRIAL COUPON 


Everedy Co. 

1 East St., Dept. A 

Frederick, Maryland 

Gentlemen: Send me FREE, for trial in my home, 
Everedy Strainer Set, Complete, and Recipe Book. 
The Strainer to be returned at your expense if not 
satisfactory. 


Price $10 per dozen Sets, 
My Nam@...cccccccccccccsccscvecsccccvsceess 
My AddresS ...cccecescsccoreessesesecseseses 
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pa Letters of Bill Clark— Window 


Scout 


Being some letters written by Bill Clark of Martin 
and Clark, Hardware Retailers, to his senior partner, 
while making several trips for display ideas. 


Poughkeepsie, N. Y. 
Monday. 
DEAR MART: 


Like every wise guy who comes here, I went through 
Vassar College. You guessed right. I went through the 
gate and came out again. Easy way to get through 
college, especially a flapper one. 

Plenty of fashions from Paris, New York, Bombay and 
Dublin in the windows, but not so much hardware. 
Guess the girlies are not interested in tools for primping 
up. 

Be that as it is and was, there are a few married 
folks in this city up the Hudson, otherwise there would 
have been no point to the C. D. Johnson Hardware Com- 
pany’s window display. A card at the rear center pro- 
claimed to the wide, wide world, which includes Pough- 
keepsie, a “Householder’s General Utility Window. Wife 
Savers instead of Life Savers.” I like to suck on those 
candy mints by the same name, so I got the connection. 
Quite a cut up was made by the kitchen knives on the 
green crepe paper floor down in front. Our friend John- 
son insisted that the bigger hardware fellers, such as 
brushes, mops, oils, polishes and alarm clocks (yes they 
make a big noise) must advance to the rear, and there 
they were on a series of black plush mounds. 

Flapperly yours, 
BILL 


Ansonia, Conn. 
Thursday. 
DEAR MART: 

If I were seeking to locate in another city, I’d take the 
lines of little existence and come here. 

Wonderful little town, Mart. No trouble about which 
is the wrong side of the street and which is the right. 
Main Street, Ansonia, is a one-sided street so far as 
the stores go. Mostly the post office, municipal head- 
quarters and other imposing eddyfices on the other side 
of the street. 

The traffic runs both ways, of course, I repeat, Mart, 
it’s a cinch to locate here. Few side streets to bother 
with. 

I found at least one hardware scout ready to tell the 
world about the tools he sold. This is quite a manufac- 
turing burg, what with clocks and such things, so it 
pays. 

He was Lockwood-Hotchkist, no relation on my wife’s 
side of Djerkist, her favorite beauty preparation. This 
good scout had apparently ransacked the town for all 
the evidence of industriousness on the part of carpen- 
ters, who really appear to work here, if I am any judge 
and jury of the amount of sawdust that was sprinkled 
in the large window of this store. 

Gosh, the stock of tools that this fellow carries. I 
don’t want to see another tool for 60 minutes. There 
they were, laid out on the floor as evenly as loaves of 
bread in a baker’s oven. All the little fellows were 
down in front, row on row, side by side, like a well 
drilled army squad. The middle-size tools of torture— 
to some—such as hatchets, hammers, chisels, screw 
drivers, were arranged with the same tender care. Saws 
and other big fellows were arranged like crosses on the 
low panelled background. Some hardware dealers have 
tender feelings about tools, the same kind of sympathy 
that gardeners have about plants—and such devotion 
shows up in their displays. This store was out to sell 
tools and no man with mechanical leanings could pass 
this window without leaving an itching desire for some 
of them. 

Feelingly yours, 
BILL 











June 11, 1925 


Derby, Conn. 
Friday. 
DEAR MART: 

If you value your reputation, don’t visit this town after 
10 p. m. I made bad connections and wanted to reach 
Bridgeport the same night. I had an hour to kill be- 
fore the last trolley left at a little after midnight. 

The two shopping streets, Main and Elizabeth, were in 
pitch darkness. Only -about four stores in the whole 
place had their window lights on duty. There were a 
few straggling people about. I began snooping around 
the darkened windows and noticed that a conscientious 
cop was keeping his eyes peeled on me. I felt like a sus- 
picious character. But wait until the fifth page of this 
letter, as in every good movie, for the smashing climax. 

On the corner of two streets, one of them Elizabeth, 
is the hardware store of Albert H. Yudkin. Some hard- 
ware show windows are as lofty as the inside of a 
church. I know when we had the archidetective feller 
design ours we insisted on having plenty of room to dis- 
play everything from tin tacks to canoe paddles. A\l- 
though not in the negro belt, we also insisted on plenty 
of room for hanging purposes. We were all out of focus, 
to borrow a movie term. At the time it was proper to 
show everything we had, but our windows need remod- 
eling. Yudkin had two lofty windows like ours once 
upon a time, but they don’t reach up to the rafters any 
more. He had about four feet of space cut off from the 
top and a wooden partition put in. Even at that the pres- 
ent lower window rises about nine feet from the sidewalk 
level, which is high enough. This gives Yudkin a 
double-decked window frontage. Where he had two win- 
dows before, he now has four, for he did not board up 
the top part of them. When I saw them, the two top- 
decked windows contained a lot of toy sleds and coasters, 
bulky articles that can be stored away and displayed at 
the same time. I did not venture up into the top decks 
for fear of bumping my head, but they are great places 
for storage. When we think of storage we dump goods 
in the back room and let them remain there until calls 
come in for them. Yudkin goes one better than us and 
keeps the articles in the foreground. Access to these 
top deckers is possible by a long step ladder. You can’t 
miss the top deckers; the first glimpses I had of them 
was from across the street. Yudkin has his lower decks 
nicely arranged without overcrowding them and clutter- 
ing up the ceilings. 

Before I left Derby I walked the rounds of stores, and 
as I came to the end of my rounds, that snoopy cop 
stepped up to me and intimated that he felt like ar- 
resting me as a suspicious character. I pulled out one of 
my near engraved business cards and explained that I 
was going to get the next, and last, trolley. He saw that 
I did and I passed the 20 minutes in waiting for it, nib- 
bling at a sandwich in the one and only opened restaur- 
ant, while the cop kept guard across the street. Through 
the window I saw the trolley leaving before I could rush 
out of the restaurant. However, my thoughtful cop, not 
taking any chances on my remaining overnight, and per- 
haps robbing the stores I had gazed upon so suspi- 
ciously, had rushed down the street and was holding 
the street car for me. Thoughtful of him, wasn’t it? 
But whether he was thinking of me or himself I will 
give you one guess. 


Crookedly yours, 
BILL 
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The Automatic Incubator Co. 


Dept. 3 Delaware, Ohio 


HEN you stock the Automatic 
Wi tccadaior and Brooder you sell 
a quality line which insures you 
the largest profit per sale and the greatest 
service and satisfaction to your cus- 


tomers. 


ype TTTILLU Laan | Wtbaty 


AUTOMATIC 
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Incubators and Brooders give continuous, de- 
pendable and profitable results always. Proof 
of their outstanding superiority is found in 
their long life—their unfailing ability to pro- 
duce more and better chicks—and in their ex- 
clusive time-saving features. The famous 
Revolving Chute absolutely prevents under- 
heating and overheating and the Patented 
— Rack saves -steps and unnecessary 
work. 


The Automatic line is first choice with every 
progressive Hardware Merchant who appre- 
ciates Quality Merchandise with an exclusive 
sales plan. These features multiply sales and 
make additional friends whom he has never 
sold before. 


learning what the Automatic line 
placing your next sea- 
Ask your jobber or write 
direct for the Automatic Catalog and Mer- 
chandising Plans for 1926. Automatics are 
sold only through hardware jobbers and re- 
tail hardware stores. 


Quality 


Insist on 
means to you before 
son’s requirements. 


It pays to. sell Merchandise that 


moves, 


It Pays 


Quality. 


93 
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The Automatic Incubator Co. 


Dept. 3. Delaware, Ohio 

Please send at once your catalog and dealer's proposi- 
tion. 
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UNION STEEL PRODUCTS CO. 
Dept. 70, Albion, Mich. 





Hotel Prices in Paris Higher 
Than in New York 

















Hitch your hack 
saw business to 
the Star and en- 
joy the constant 
demand for this 
old and well- 
known blade. 


Makers Since 1883 


CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y. 


We have something to tell you about hack saws. Write 








for booklet. 
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very thrifty and in the country they work all the time. 
This means every member of the family. 

However, I saw no new building anywhere and there 
were numerous unroofed houses, their empty rooms 
open to the sky. The roads were in very bad condi- 
tion and everywhere were indications that the popula- 
tion was shrinking—race suicide! 

When one looks upon Mont Saint Michel and the 
other famous monuments of the past, he wonders if 
the present population of France has not deteriorated. 
Machine production is here and it is killing off the 
master craftsmen of the past. A friend showed me 
two colored lithographs he had bought—200 years old, 
lovely works of art. These things today are more 
valuable than gold, he said. Under present conditions 
men will not produce them. It is next to impossible to 
pick up good antiques today. They have been snapped 
up. The antique dealers are finding it more and more 
difficult to run across good pieces. 

On this motor trip we had our first taste of the 
difference in hotel prices. If we stopped at a small 
hotel in some little place, the food was good and 
prices were surprisingly cheap, but when we stopped 
at a fashionable place, one that sought the business of 
tourists, we were robbed right. One well-known brand 
of champagne in the same year varied from francs 40 
a quart to francs 58. At Granville, at luncheon, 
which was very poor, we found tacked on the bill, 
“Luxury tax, 10 per cent.” The “service tax of 10 
per cent” is now added to your bill at almost every 
restaurant and hotel. They are not taking any chances 
on the generosity of the guests. 

The ships are coming over here loaded with Ameri- 
cans. They expect a greater influx this year than 
ever before. The French are waiting for them. They 
have boosted prices to unheard-of heights. I can 
hear the gnashing of teeth of our travelers who are 
coming over, thinking that on account of the low ex- 
change rate on the franc they can live at a low rate. 
All that is passed. Hotel rooms are next to impossi- 
ble to find and are 50 per cent higher than last year. 

The only cheap thing I have found in Paris are the 
taxis. They now have a new small taxi in Paris for 
one person called a “Monoplace,’”’ which is cheaper 
than the regular taxi. I took one for a run of about 
two miles. The meter registered francs 24%. I gave 
franc 142 for the tip. Total: Franc 3—at 5 cents per 
franc, 15 cents—rather cheap traveling. How do they 
do it when their gasoline costs just three times more 
than ours? 

You are struck in Paris by the increased number 
of small automobiles. I am told that this is the ten- 
dency in America. Why use up power and gas on a 
great weight of steel? Besides, in crowded streets 
these small cars get around better and consume less 
space. 

Paris now has traffic cops, and they tie up traffic 
in the most approved New York style. I think I 
prefer the old days when there was more speed and 
less safety. 

Business in France, except for hotels, restaurants 
and places of amusement, is flat. 

Next week I will write about French advertising, 
finance and dance halls. 
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Why Do Some Small 
Town Dealers Fail? 


Once again it is brought forcibly to our at- 
tention that too much business is getting away 
from the smaller towns and into the large cities. 

The proprietor of a large retail furniture es- 
tablishment recently showed this writer the rec- 
ords of out-of-town sales in his store for one 
week. It was astounding, almost unbelievable. 
Butchers, bankers, grocers, farmers, lawyers and 
doctors (plenty of the latter) had placed orders 
for a staggering volume of furniture, 90 per 
cent cf it of the better grade. All of them came 
from towns under ten thousand. One town of 
about that size contributed over $3,500 in one 
week. In another case a farmer drove forty 
miles with a truck and bought $480 worth of 
furniture which he hauled home. 

Whom shall we blame? 

The big city dealer whose stock is enormous 
and who is tickled pink to get this business? 
The dealer in the smaller community whose stock 
is very small and who says he can’t afford to 
increase it? Or shall we attribute it to “condi- 
tions” we hear so much about lately? 

We certainly cannot blame any business man 
for surrounding all the trade he can find. 
That’s why he’s known as a business man. 

As for “conditions’—that’s “poppy cock” too. 
The automobile people, like Napoleon, “make cir- 
cumstances or conditions.” 

The dealer whose stock does not satisfy the 
needs of his town, who does not keep a constant 
check on what his fellow townspeople need in the 
way of furniture and who does not make a con- 
tinuous effort to get this business, can blame no 
one but himself if it goes elsewhere. 

For instance: A dealer in a certain community 
grew old in his store and sold to a younger, more 
ambitious man who immediately began adding 
new and attractive merchandise to his stock. The 
old man was shocked at the foolhardiness, as he 
termed it, of his young buyer. He warned him 
that twenty-five years’ experience had proved 
to him that the people of his community would 
not buy that class of merchandise. In less than 
a week all the new goods were gone, when even 
more expensive and attractive goods were added. 
These moved almost as rapidly. Now the old 
gentleman would like to buy back his store. 


If dealers in small communities are inclined 
to believe there’s no sale for medium or higher 
priced merchandise in their district, let them ask 
their city brothers. The best way to find this 
business is through one of the many clever plans 
which make a survey of the town and country, 
and thus give a more or less accurate picture of 
what people need and are thinking of buying in 
the near future. 


A card system which catalogs this information 
enables any hustling dealer to keep tab on his 
prospects at regular intervals.—The Twin City 
Furniture Digest. | 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 














This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 








THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 










Capital, Surplus and Profits, $26,500,000 











TELESCOPING 

100% EXPANDING SPRING POSTS 
/LOCKING POSTS 

€ & M\ "3 
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A Catalog That Works 
With Your Salesmen 


Your Salesmen want a catalog binder which facilitates their 
work and saves their time. 

With the Proudfit Catalog Binder it is so easy to insert or 
remove sheets that it takes no effort to keep the catalog 
up to date. 

Telescopic spring posts hold leaves in alignment while 
changes are made. No need to jog sheets back into place. 
With a Proudfit “JB’’ Binder your Salesman will not lose 
time hunting for an item in a mass of dead matter. His 
catalog will work with him during his sales talk. 


Loose Leaf devices of all kinds. 





Agencies in all principal cities. 


PROUDFIT LOOSE LEAF CO. 
21 Logan Street Grand Rapids, Mich. 
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Put one of these display cartons, strik- 
ingly labeled in Persian Orange and 
Black, on your counter, or in your win- 
dow, or both, and you'll be most agree- 
ably surprised at the way your sales 
will pick up. The display attracts at- 
tention to the No. 3 Socket Wrench Sets, 
and examination results in a sale in a 
large number of cases. The No. 3 Set, 
consisting of six sockets of the sizes 
most generally used, and an L type 
handle, is a real set of real wrenches 
and a ready seller. 


Sold Through Jobbers Only 


The No. 3 is but one set of the complete line. 
Write for the NONE BETTER Catalog, which 


also shows attractive dealer helps furnished. 


The New Britain Machine Co. 
10 198 Chestnut Street 
New Britain 


Connecticut 
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Nails vs. Ranges 


VERY nowand then we run up against the man 
Kx talks to our salesman about as follows: 
“No, there’s no use, Mr. Jones. I’m not inter- 
ested. There’s no money in stoves. I’ve got four lines 
of ’em. And I don’t turn ’em over twice a year. If 
I could sell ’em the way I do nails, maybe I’d do some- 
thing with them. I sell more nails than any man in 
town. Now, nails 

And so forth. No money in stoves; move too slow- 
ly; too hard to sell! Give him nails, now! 

You’ve all heard it. We have, too. And whenever 
we do, we’re inclined to answer about as follows: 

“All right—take nails! You buy them on a 3.85 
base and you sell them to the building trade at a ten 
per cent margin. Over the counter you sell them for 
5c. a pound, in lots of two to three pounds—an item 
which you have to weigh out as carefully as if you 
were a jeweler, for fear you may give some over- 
weight and lose the whole profit in a couple of good- 
sized nails. Then you have to wrap and tie them up 
—more time—put back the overweight and go put 
the charge on the books. 

“What’s your average profit on this transaction, 
including your time and materials? 

“Figure it out, and you’ll find that there is more 
profit in one ordinary stove sale than there is in sell- 
ing a thousand parcels of nails, weight three pounds, 
to a thousand counter customers! 

“Suppose this dealer—according to his statement— 
sells eight ranges a year at about $115 to $120 apiece. 
His gross profit on each is around $40. A total, let’s 
say of $320. All right. Incidentally, he’d have to sell 
nails to eight thousand customers in order to reach 
this figure. But the point, let’s say, is that he can’t 
live on $320 and stoves are hard to sell. Can he in- 
crease this business? 

“The answer is that in ninety-nine cases out of a 
hundred he can double it the first year, if he consults 
with his manufacturer, gets up on his toes and goes 
out and digs up his customers instead of waiting for 
the spring rains to uncover them and send them drift- 
ing in. 

“That’s the real answer to the man who says there 
isn’t any money in the stove business because they 
move too slowly! 

“The truth is, they’re moving faster than he is.”— 
Sterling Business Promoter. 








Pertinent and I mpertinent 
By Preston M. Nolan 


E LIVE in the age of the White Collar—of 

over-feeding and under-work. Jazz would be 

music; rant, poetry; and Cubism, art. Pur- 
pose has given place to pleasure and life is a discord- 
ant riot of the senses reeling on to chaos, and will so 
continue until sanity and industry shall again asso- 
ciate themselves with human endeavor. 

Money is like dynamite. It will move a mountain 
or destroy the user, depending on the skill of the 
handling. 

Heredity and Inheritance, rather than the stars, 
are the shapers of Destiny. 

Undiluted by Diplomacy, truth is about as unpopu- 
lar a conversational material as may be found in a 
day’s walk. 

The man with nothing to divide is an easy convert 
to Socialism.—Bottles. 
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Pep. up your. flashlight 
— RELOAD. it now 


SUMMER ... busy. times in the 
outdoors, fishing, boating, motor- 
ing, vacationing. Be ready to 
“Use your flashlight!” 

Get out your flashlight now and 
pep it up with fresh, strong Ever- 
eady Batteries. Take an extra 
set of Unit Cells with you on your 
vacation. The cost is small and 
the service is big. Reload now 
and be “all set.” There's an 
Eveready dealer nearby. 















Manufactured and guarantced by 
NATIONAL CARBON COMPANY, Inc 
New York San Francisco 

Canadian National Carbon Co, Limued, Toronto, Ontario 









Money 


CEL-O-GLASS 


It Saves Glass Breakage 


CEL-O-GLASS is the REAL glass 
substitute. It is used in place of 
costly, fragile glass for: 

Coldframes, hotbed sash, greenhouse 
sides, fronts and partitions, poultry 
houses, garage, barn and cellar doors 
and windows, factory windows and 
partitions—in fact, most any place 
where glass is used. 

CEL-O-GLASS is unbreakable, rain- 
proof, heatproof, coldproof, rust- 
proof. Very light in weight and 
DURABLE. 

EASY TO USE. Can be cut to size 
with an ordinary pair of shears and 
bent to fit any shape. Hammer and 
tacks are the only tools needed to 
put it up. No glazing points or 
putty. 

BIG SELLER because of its low cost 
and immediately recognized prac- 
ticability. NATIONALLY AD- 
VERTISED. Comes in rolls 100 
feet long by 3 feet wide—no break- 
age—no waste. Sell it by the foot, 
yard or mile! 

LIBERAL PROFITS due to gener- 
ous discounts and consistent year 
round repeat sales. Every user a 

booster. 





FLASH LIGHTS 
& BATTERIES 


~they last longer 












Tie up with this 
“Reload” 
campaign 


THE advertisement reproduced 
herewith appears, in a much 
larger size, in a big list of 
newspapers whose circulation 
covers the country. 

See that your store ties in 
with this campaign to sell Ever- 
eady Unit Cells. Dress your 
windows and arrange your 
counters to make this adver- 
tising pay you. 

NATIONAL CARBON CO., Ine. 
New York San Francisco 


Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 

























See your jobber or write us for sam- 
ples, prices, discounts and complete 
information. 


CELLO PRODUCTS 
INCORPORATED 
89 Fulton Street, New York City 
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Selling Wrenches Is Like Selling Hats 


If a man wears a 7% hat a 654 size won't fit and won't do. And if 
a man needs a 15 inch Coes Wrench an 8 inch size won’t fit or meet the 
requirements. 


As with hats, so with wrenches, many dealers have lost sales, because 
they were either out of the sizes asked for, or had not stocked them. 


In Coes Steel-Handle Wrenches the following standard stock sizes will 
be found adequate to meet all demands: 6, 8, 10, 12, 15, 18 and 21 inches. 
Look up your stock and keep stocked. 


All Leading Jobbers Carry Coes Wrenches 


COES WRENCH CO. Selling Agents 


. . J. C. McCARTY & CO. 29 Murray St., New York 
“In Business Since 1841” JOHN H. GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. FENWICK FRERES 8 Rue de Rocroy, Paris, France 





Gclone ‘compete 
You can reach every fence buyer with the ence ;. 
Cyclone line. 


‘‘Complete Fence’’ is made up specially at 
Cyclone factories according to buyers’ 





diagrams. Built in many attractive styles a pela The 
e, —. , ‘yclone moper val Jom- **Red Tag”’ 
to suit individual buyer's tastes. Includes plete Fence. Attractive. The Mark 
. ° dignified, suttable for any i 
fabric, steel frame work and fittings. feels Gane gveperte - 


Complete directions to make erecting 
easy are furnished with every job. 


Write for No. 14 catalog. 
CYCLONE FENCE COMPANY 


FACTORIES and OFFICES: 

Waukegan, Ill. poozerens. 0. 
Newark, N. J. Worth, Tex. 
Pacific Ceast Distributor 
Sta a Fence Co., Oakland. Ca lif. 
mesthuesh Fence & Wire Works, Portland, Ore. 
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Approved! : 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 





KAATTTTITTT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 





Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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FROM CASEMENT 


HARDWARE 





HEADQUARTERS 


The most remarkable 
casement window 
hardware ever made 





Surface Operators 


Open the window without opening the 
screen. A short easy swing of handle in- 
side swings Casement to position: locks 
automatically. 
No. 7—Wrought steel, parkerized (rust re- 
sisting) dull black finish or galvanized. 
No. 6—All solid brass, all hardware finishes. 
No. 5—All brass sash channel, all the rest of 
operator steel, all finishes. 





Flush Type Operators 


The operators are particularly valuable 
for use with metal frame screens, as 
operators set flush with sill and it is not 
necessary to cut the screens to install 
the operators. Practically invisible after 
installation. 

No. 24-B—All cast bronze and brass. Fixrea 
rights and lefts. All finishes. 





Operator Handles 


Handles for Win-Dor Operators are 
usually provided in the amount of one 
handle to each room in which oper- 
ators are used. When not in use han- 
dles may be hung on window frame 
behind drapes. 

No. 71—For operators Nos.7, 6 and §. 

No. 241—For operator No. 24-B. 





Automatic Lock Stays 


Very handy, easily operated stay. Locks 
automatically when finger-lift is re- 
leased. For use without screens. Sash 
is released, swung and locked in posi- 
tion with movement of one hand. 
No. 91—Steel and iron, with parkerized (rust 
resisting) dull black finish or galvanized. 
No. 92—All solid brass. All finishes. 


First grade case- 
ment operators 
of the famous 
Win- Dor design 
retailing at 


f: 


and a wonderful 
Stay at 75c 


Here is the New 
Standard line of 
Win-Dor casement 
hardware — the 
labor of ten years’ 
research and test- 
ing — the achieve- 
ment of a decade. 


A line of casement 
fixtures of high qual- 
ity, handsome ap- 
pearance, and prac- 
tical convenience 
unmatched—and yet 
selling at a price 
within the reach of 
builders of the most 
modest cottages. All 
are of Win-Dor stand- 
ard, operating on the 
patented Win-Dor 
principles for which 
builders have hither- 
to willingly paid ex- 
tra. Remember that! 
But now, by simpli- 
fication and stand- 
ardization, Win-Dor 
fixtures cost less than 
ordinary hardware. 


This is the greatest 
sales opportunity that 
has ever awaited you 
in a building specialty. 
Demand is big, dis- 
counts are generous, 
and our Dealer Plan 
gives the kind of co- 
Operation you want. 
Use the coupon. The 
season is now active, 
so don’t delay. 


CASEMENT HARDWARE CoO. 
224 Pelouze Bldg., Chicago, Illinois 


lam interested in the New Standard 


Win<Dor 


as indicated by check mark below. 


[] Please send complete information on the 
New Standard line of Win- Dor Casement 











Casement : 
Hardware Co. 
224 Pelouze Bldg. : 
Chicago : 

“Casement Hardware : Hardware. 

Headquarters « Name 
for Twenty Years” _ 
: Our Jobber Ia 
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American Bronze 


Screen Wire Cloth 


The consumer has 
nized the ultimate economy 
cloth. 
sales, more profits and satis- 


hed from 


pushing Bronze sales. 


recog- 


in Bronze Increased 


customers result 


American Bronze is made 
from hard drawn wire 90 per 
cent copper and 10 per cent 
non-corrosive alloy. 


On account of its greater firm- 
ness and durability American 
Bronze is superior to copper 
wire cloth, although the price 
difference is negligible. 


We also manufacture Ameri- 
can Painted, Galvanized, Gal- 
vanoid and Copper Screen 


Wire Cloth. 


Samples and complete infor- 
mation will be sent to you upon 
request. 





American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Co., Inc. 
General Offices 
41 East Forty-second Street, New York 
Western Sales Office 
208 South LaSalle Street, Chicago 
Buffalo Philadelphia Cleveland 
San Francisco Los Angeles Seattle 


Worcester Detroit 
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TEGCO 


=(;lass Hardware 


This new modern merchandise 
creates new and profitable business 


for you. 
Genuine Hand-Cut Glass Door 
Knobs 


(Design patent applied for) 


| 





Cut actual size of 244” 


The knobs are mounted in solid cast 
brass shanks with wrought or cast 
brass roses. 





No. 721B Crystal 


No. 82110 Opal 

At a glance you can readily see the advan- 
tages and beauty of these door fasteners. 
The above “NEW’ goods are made in our 
own factory. They are of the highest qual- 
ity glass and the very best of brass trimmings. 


For sale by all leading jobbers in U. S. 
and Canada 


Write us for name of nearest distributor. 


Manufactured exclusively by 


Technical Glass Company, 


Incorporated 
2050 East 48th St., Los Angeles, California 
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So- Boss Serves the Cow 
Milker in two ways: It 
prevents kicking and _ tail 
switching — it saves time, 
temper and MILK. 


Sellingkast 


Wherever Cows qreMilked This Book Shows 
the Way to 


Summer Profits 


















Farmers and Dairymen everywhere are satisfied 
with this improved cow hobble. Your customers 
will start buying them the minute you show one 


on your counter because So-Boss is by far the ’ P : 
most practical—easiest to put on—best con- It's FREE to progressive merchants. 
structed device ever made for this purpose. Send the coupon for your copy. 


Nothing to break—become detached, or get lost— 
a complete one-piece assembly—on and off in a 


jiffy. Farmers are quick to recognize these “HOT WEATHER PROFITS” is one 
worthwhile features of the So-Boss. Sold only of the few books ever written which 
through the trade—this is the Simonsen Policy shows in a clear, inexpensive way how 
of protecting recognized jobbers and dealers. hot weather can be made to pay divi- 
Order a stock today—handsome counter display dends to the progressive merchant. 
included in each unit package of 6 . ; ' 
It is not a catalog—nor a price list—but ° 
So-Boss sells for $.75 with generous profit a brief, well-written .and illustrated vol- 
on each sale for you. ume by experienced merchandisers. 





































° Every paragraph is the result of actual 
Simonsen Iron Works work on the part of dealers throughout Ry 
. . the country, and any progressive mer- ° 
Sioux Rapids, Iowa chant can—with its aid—add considerably o 
wn to his Summer business. F 
Each S0-Boss 1s poke PCs aga sl ean A copy will be vont a on receipt - the o 
packed in sep RO ee ae aren ye coupon below. The edition is strictly f, 
» od dy. gi neg iti Sc Mae a 
rirye ‘carten, ae SIX , .. limited. Send for yours today—and o 
Si tons are ° ’ 
packed with dis- on ee SO BOSS a cash in on Summer’s heat! o 
stg snoping one COW HOBBLES — “ 
un 8 ; ‘a 
package, So Boss ae 4 Cordley & Hayes 
‘ aD BY” ¢ 10 Leonard St. 
Cow Hobbie i " SIMONSEN IRON WORKS — ¢ —~New York, N. Y. 
e: mrosion | | Cordley @Hayes 
aero sitet cr ~~ i 0 y o Please send me a com- 
Faison te cer plimentary copy of “HOT 
| ~ oe ee ae 10 Leonard Street vA WEATHER PROFITS.” 





New York, N. a 4 NQMC .cccccccccccccccccccce 





SO-BOSS 


The Improved Cow Hobble f MG Wii istic cinaiedcndeciocces 
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The “Home Town” Customer 


The Smiths, Browns, Jones—about every family 
in your town knows him. 


> ul (| W Is \ 
A word from him means a whole lot, especially i fi AYLOR | 
when that word is “Perfect” and the product is wifi Ni os 


Screen Wire Cloth. 


Because every home his family visits and every 
family that visits his home usually bring up the 
subject of screens. 


NIKOLI 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 


{00 


yy } 
THT TTT 1 | THEE iii] 
HUET EERE EL HHT LLL LEE HI AMEN HATHA LE 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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BABCOCK 


SPRUCE LADDERS (ea iSaon ina 
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that have MADE GOOD for 10 SEASONS 








UUAADOARBASEET 11041111 001A LSRMAASTTGAA ETH EEDEEROOTN TENNENT Ne ITULELLALIAT LS SESALLLESAED METRO 094 41) 
“Universal’’— 
For 110 Volts 8-inch and 
A.€ or D.C. 10-inch 





~ FANS 


Fans guaranteed by a factory with thirty years of fan mak- 
ing experience—makers of Emerson Fans—a one year guar- 
8-inch Northwind 


antee that builds confidence and sales for these popular Seite itis nee te ete cane 


priced fans. brass. Two-speed switch in 
base, cord and plug. Can be 


Stock Northwinds—the 8- Send for book, “Profits on sed as « wall fan. 
hustler, and the t10-wnch’ Fans,’ giving complete in- : : 
oscillator—for quick sales at formation about the North- List P rice, 


a good margin of profit. zwind line. $7.50 





10-inch Oscillator 100 Northwind Distributors! Write us for name of nearest. 


Three-speed switch in base; 
adjustable oscillating mechan- 


“azaun aor ~~ "The Emerson Electric Mfg. Co. 
List Price 2018 Washington Ave., 
: 50 Church Street ’ 
$15.00 New York City St. Louis, Mo. 





GRIIFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- 





Grifin Hinges are made in We also manufacture 
a wide variety of sizes and 


ance in service—the result joys er et aot Cellar Window Sets. Hasys 
° i ist roof and and Safety Hasps. Door 

of more than thir ty year S of pases cages a box Handles and Door Holders. 
. . with screws to match. Brackets, Push Pilates, 
experience in the manufac- write today for our price Drawer Pulls, Bowe Sion 


list and the catalogue of the 


ture of hinges. complete Griffin Line. Corner Irons, Washers, etc. 


rel Bolts. Corner Braces, 


GRIFFIN MANUFACTURING CO. 


45, Warren St.NewYork ERIE,PENNA. 74w.LakeSt.chicago,IL 
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SPECIAL SCREWS ~~ UPSET WOR 

@%, IRON. BRASS 4 . wv 
Se “NICKELED HQ, 
<“OForp NU 


HlokilirS 


(Reg. U. 8. Patent Office) 


Continental N° peared, Moe | 



























FORSTNER| 
Labor Saving 


AUGER BIT 





The underworld knows the Keil Lock is a match for 
it. Your customers know the Keil Lock offers abso- 
lute protection of life and property. 


All burglary insurance companies accept it—passed 


by The Underwriters’ Laboratories. Bores Any Arc 
Better write for illustrated booklet and trade prices. of a Circle 


Francis Keil 
& Son, Inc. I 







Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 








401-425 East 
163rd Street 
New York City 





_ ie a circle, and can be guided in any 
direction regardless of grain or knots, 

Bolte shoot leaving a true polished surface. Takes 
out perpen- the place of a chisel, gouge, scroll+saw, or 
lathe tool combined. For core boxes, fine 


dicularly — 
turn and 
rest hori- 
gontally in 
locked posi- 
tion. Cylin- 
der pat- 
tern. 


and delicate patterns, veneers, ggreen work, 
scalloping, fancy scroll . twist colufffms, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 








ee Oe ee Ee 


TORRINGTON, CONN. 








See aed Selling tacks by LENGTH instead of 
in all wi: by NUMBER saves time for both cus- 
SP Nn tomers and clerks, as the size is shown 
vi on the Display Cartons. 

Dealers can now meet all household 
requirements with about one-half the 
stock formerly carried, as the sizes are 
now graded in eighths instead of six- 
teenths, thus eliminating many wunneces- 
sary sizes which were found to be “Dead 
Stock.” 

Insist on getting Holland and Shelton 
tacks from your jobber. 


Wi carry Tacks 
| cor EVERY HO! <Ft 





The Shelton Tack Co. 


Shelton, Conn. 


The Holland Mfg. Co. 


Baltimore, Md. 
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"NEVER —- BREAK” 
7), SAW VISE . 


4 


' MP” EES, BEBE LEVEE REBAR ENE ES LS 
' 


1 _500 MILLS ST. BUFFALO,NY. 


wot. 


Ye CLIPPER TOOL CO.%c. _ 








OBERG’S FILES 


With the trade marks 


Combination Service 


Be Wrench 


MARK P e 
A practical and convenient tool 
that increases the usefulness of a 


wrench. 


\ 


C.0. OBERG &C° 
))) 


Srna, cnaracel or i i 


)) ) ) }))) 
FULLY GUARANTEED 
parts. . 
ie Circular Cut Files 
Eliminates lost time and_ the 
bother of carrying two wrenches 


AN (g 


))))) 


tei) 





on one job. 


Its double purpose feature appeals 
to the home owner for general 
work as well as the expert me- 
chanic. 


PANSAR 





Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great endur- 
ance and uniformity of temper. 


Made of a forged steel bar, case- 
hardened throughout. 


Featuring ‘Bemis and Call 
Wrenches will mean more sales 


with less sales effort. Order from your jobber today, or write 


Let us send you details an 
wo eee SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


BEMIS & CALL CO. 116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Springfield Mass., U.S.A. 


A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 





Coristine Bldg. 
Montreal, Can. 





























Every one of the scores of beautiful pictures and every line 
of the reading matter is designed to increase sales in 
Hardware Stores. 

Many of the interesting problems solved in modernizing 
over 2000 Hardware Stores are made clear. Always the 
Dealer writes, ‘“‘You have increased my sales.’’ 

The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. 
It need bother you no _ longer. Ask for your copy of 
Reference Book No. 27-A. 


W. C. HELLER & CO. 


Main Office and Factory: 
700 Wabash Ave., Montpelier, Ohio 
Eastern Display Room: 
20 Vesey St., New York City 





Coupon 


Ww. C. Heller & Co. 
Montpelier, Ohio 


Please send without charge 
and without obligation on my 
part the reference book on 
Hardware Store Fixtures ad- 
vertised in Hardware Age 
Magazine. 


DE ceeeccadeoenceoeote 
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“WE HANDLE THE WORLD” 
e ~~ 

TURNER, DAY & WOOLWORTH HANDLE CO. 

INCORPORATED 
LOUISVILLE, KY., U. S. A. 
REGISTERED BRANDS REGISTERED BRANDS 
thm labels orvatamped in end oT Da Ww.” ae 
so FLOWER aged MAD AB sucess 
EAGLE 


PEERLESS 


BEAUTY ROYAL OAK 














Many Sales Helps tor the 
Live Hardware Dealer 


Manufacturers recognize the dominant selling power of 
the Hardware Age family of readers who do the great bulk 
of the business in the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 


the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 


successful selling methods. 
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“You would be surprised to find out how many homes are 
without CLOTHES WRINGERS!” 


The above remark is made to us often by 
House to House Canvassers. 

You can profit if you will display Anchor 
Brand Wringers and suggest the purchase of one 
to each customer. 

Every household needs and should have one 
or more Wringers. 


Stock and Display 
ANCHOR BRAND Clothes Wringers 


Lovell Manufacturing Co., ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 






































Genuine Armstrong 


Stocks and Dies 


Are always in workingorder. They rep- 
resent the utmost simplicity and efh- 





Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual a ge! test contains an 
exceeding! AL percen of - 
purities. is Ay is ru et 
to a remarkable degree and will no 
bend, crack or twist while being 






ciency in operation. 
















Tremont Nails are scientifically de- 
signed to shear ir way into the 
wood in a manner that assures a 
strong, permanent grip. They are re- 
marhable for their strength "af head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical  superiorities 
make ry a. . selling arguments 
and in the actual use of the nails 
themselves ‘ assures’ the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 






All genuine Armstrong stocks and dies 
bear this trade-mark: 














Tremont Nail Company 
205 Lincoln St., Boston 





Be Sure You Get the Genuine 





The Armstrong Manufacturing Co. 
Bridgeport, Conn. 














DONLEY Screen Door Guards Sell Right Up Till Fall — 


Keep them displayed where customers will see them. 
Hardly a day passes but some customer finds the screen 
cloth bulged or broken, or the door warped and sagging. 


Donley Screen Door Guards 
Prevent Bulging and Sagging 


and retail at 75 cents for a complete set with screws. 
They are pleasing in appearance. Four sizes to fit any 
door. Good profit. If your Jobber cannot supply you 
—write giving his name and address. 


a The Donley Manufacturing Co. 
With Six Screws Furnished 10585 Quincy Avenue, Cleveland, Ohio 
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Brings Boat Owners 
to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 

It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 


150 Kneeland St. Boston, Mass. 
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The Best Sellir 


n 


Door Check 


You know what makes sales! It’s quality plus fair 
price plus advertising. 

For performance the Rose beats many a door closer 
selling at three times its price. 

The Rose sells at $1.80, the most popular price ever 
put on a door check of this quality. 

— We advertise it right in 
your own store by furnishing 
a demonstrator that actually 
shows your customer what 
A half-minute demonstra- he is buying. Your jobber 
tion tells your customers recommends the Rose. 


re than ten minutes of . 
tathing. ; Frank Rose Mfg. Co., Hastings, Nebr. 












SCREEN DOOR CHECK 
AND CLOSER 











“‘Improved’”’ Guaranteed 
Jersey 


Shoe Lasts and Stands 


Thev are lock bearing and absolutely the best of their 
kind. 

If you are stocking lasts and stands similar to the 
JERSEY it will be to vour interest to get in touch with 
us before placing your next order. 

We will show you that you will increase your sales on 
Lasts and Stands by stocking JERSEY. 


Look 

f 

Thie YN 
Mark. [S 


Denotes 


Quality, 
Durability. 





STAR HEEL PLATE CO. 
Louis Sacks, Inc. 


357-391 Wilson Ave. Newark, N. J. 





=  |MILWAUKEE BRUSH MFG CO. 





Brushes and Brooms 


W ire—Bristle—Fibre 


We manufacture every kind of Brushes 
and Brooms, in Wire, Bristle and Fibre. 
They are all 








Made Expressly 
For the Hardware Trade 


and offer the dealer a thoroughly mod- 
ern and complete line of the most wanted 
styles in the most dependable quality. 


Keep the name MILWAUKEE in mind. 
Send for Catalog No. 20. 


MILWAUKEE 


Brush Mfg. Co., Milwaukee, Wis. 





Se 


USH MFGCO. 























June 11, 1925 


HARDWARE AGE 


109 





The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 





Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 


(Name is molded on the inside of 
front door.) : 


Beautiful grained mahogany finish 
harmonizes with finest mahogany fur- 
niture. (Also in plain finish for one- 
third less.) Made in the same plant 
in which we manufacture 100,000 
Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 





Gives the consumer an excellent value 
and the retailer a handsome profit. 


Write today for exclusive agency 
plan; your district may be open. 


“No—This is not 
a Victrola” 


Patent No. 12494 


Gray & Dudley Company 
NASHVILLE, TENN. 


‘‘We melt more than 100,000 pounds of 
Southern pig Iron per day.’’ 

















Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the _ scratching of 
floors. Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 











LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you have 
not done so for this Winter and Spring shipment. 
If you would like our prices, send us a list before 
buying elsewhere and we will quote you on Seeds 
of various kinds in bulk, in lithograph cartons of 
| lb., Y% Ib. and 4 Ib. and in Flat Papers. We 
would also like to quote you on Mixed Lawn Grass. 
Please give us the opportunity. 


1925 CROP 


Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 

We are the oldest Seed 
House in America, this be- 
ing our I4Ilst year in the 
Seed business. Had we 
not given good seeds, sat- 
isfactory attention to busi- 
ness and fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL BOY COPYRIGHTED 

















Moe’s Poultry Supplies 


~s - 
fay 4 oe 
¥ es 


eS - 
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Moe's Dry Mash Hopper Grit Feeder 


A great many of your customers raise “Back Yard" poultry 
and need the right fixtures to care for them properly and 
economically. 

“MOE’S LINE” meets all requirements, is popular with 
poultry raisers, and is a complete, satisfactory, and profit- 
able line to sell. There is a steady all year around demand 
for Moe's Good Poultry Supplies. 


Write for catalog, or ask your Jobber. 


HOEFT & COMPANY, INC. 


Manufacturers 
2305 Davis St. North Chicago, Ill. 
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PERFECTION at last 


in HOSE NOZZLES 





GUARANTEED 
made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 





and material. 
H. B. Sherman Mfg. Co. 
=O Creek, 


-— DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 
man “Diamond” in display 
cartons. for counter. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 














MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 














BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 








Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 











Ensign Bickford is the ORIGINAL 
AF safety fuse—tested and tried by 
time and experience. 


We manufacture various 
brands of fuse, amon 
which you should fin 
one adaptable for your 
work. 


My 


Seattiethedinian. said 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 
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Ice Tools and other 


N. Y. 
NewY oe, Fe Pittsburgh 


NA 


equipment for every ice 
handling purpose. A large 
stock always on hand to § 
promptly meet your re- Jf 
quirements. 
| Write for complete price § 
list and discount sheet, f 
GIFFORD-WOOD CO. 
Main we * An Works: 7 Hill St., 
















ASK FOR SAMPLES OF VAUGHAN’S ” 


*“‘NO-CHIP”’ white Enamel Handle Kitchen 
tools—Pan Cake Turners, Basting © 
and Mixing Spoons, Ice Picks, Etc. 

They neither peel, chip nor 

crack. 


Samples and catalog sent upon request 


VAUGHAN NOVELTY MFG. CO. 
Z 3215 Carroll Ave., Chicago 















Aluminum 


WARE 


Guaranteed to last a lifetime! 
A heavy weight line. A complete 
line. 


ALUMINUM PRODUCTS COMPANY 


LA GRANGE, ILLINOIS 














Make Your Wants Known 


If it’s Hardware you have for sale or want to buy— 
make your wants known in HARDWARB AGB, the “News- 
business” paper of hardware retailers and wholesalers 
all over the United States. 

HARDWARB AGE will bring buyer and seller together at 
minimum cost. 
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TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


HARDWARE AGE 111 


U. S. HEADQUARTERS 


IMPORTED 
Fire Arms and Ammunition 








Distributor of Leading Domestic Firearms and fepestiiee 
Sole Authorized Importer of the Genuine, Original 


MAUSER Rifles, MAUSER and LUGER Pistols 

Long Barrels for *“Luger”’ Pistols in 6”, 8”, 10”, 12”, 14” and 16” 
lengths; ‘“‘D. W. M.’’ Mauser, Luger, Mannlicher Rifle and Automatic 
Pistol, Metallic Ammunition; ‘“Koeln-Rottwell’’ Precision Shot Shells; 
‘Automatic’ 16-gauge Shot Guns; Cal. 32—10- shot Automatic Police 
Rifle; ‘‘Merkel-Suhl’’ famous Shoe Guns; ‘‘Over and Under’ Shot 
Guns: Combination ‘‘Over and Under’ Shot Guns and 30/30 Rifte; 
Famous ‘‘Drilling’’ Three Barrel Shot Guns and Rifle: Small Calibre 
Rifles, Shot Guns; Small Calibre ‘‘Over and Under’’ Guns, *‘Gallus’’ 
Famous Spanish Revolvers; Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses: Binoculars, Telescopes, Compasses; Shooting Accessories. 

Repair Parts for MAUSER and UGER ARMS 
A. F. hah Inc., 224 East 42d St., New York 
Page Trade Catalog mailed upon request, 
























PERFECT—CORRECT—TRUE 


Our levels are manufactured by highly skilled me- 
chanics, and the best of material used. 

All levels are guaranteed against warping. 

Write us for our latest catalog and price list. 


NATIONAL LEVEL MFG. CO. 


6197 FIELD AVE. DETROIT, MICH. 









ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. iarTPoRboConn. 


















































pt’ MET HODS 


ys provide adequate storage facilities lor 
shell ‘aedeots make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NO LADDERS. 








HION TIRE 
’ Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
efficiency One style only-neat of design— at 
attractively finished — any. height — > I 
tj) easily ins 


on request. 





~ 


—_— 


Two! Kiylés. 


‘ ad” fe -: ae 
of shank 3 7 a ee i. va 





ZEALANS C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. . 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
6 employ only skilled workmen and use the finest quality of materials in 
making our p.i-ducts. 

We stand back of every tool we make. Try us. 
and Prices. 


Write for Catalog 














LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subjected 


Jobbers ! 


Dealers ! 





Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 














112 


HARDWARE AGE 





June 11, 1925 








INDEX TO ADVERTISERS 











THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. 
Ne allowance will be made for errors or failure te insert. 


Every care will be taken te index eorrectly. 
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Dog days are coming. Get ready for them. 
Our “Smart Set” Muzzle provides ample 


“” tongue room, yet dog cannot bite. 
1 Write us. 


YK ‘ ‘““Smart Set’? Dog Muzzle 


Good profits. 





inal t Wonderful seller. 


Geo. H. Buchheimer & Son, Inc. 
508-510 So. Ann St., Baltimore, Md. 





Iron Fence, Gates 
wn Vases 
Settees 
i General Iron 
and Wire Work 


, DEALERS WANTED EVERYWHERE 
| CHAIN-LINK 
2 WIRE FENCE 


| A mc | | 
poy dh na 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 












































216 E. 8th St., Los Angeles, Cal. 
Plain or meee in 


STRATTO x 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 























BOLT 
“VICTOR” CLIPPER 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


HACK “JTL ES NOX” saws 
Cl eS 


SERVICE 


QUALITY 
DISTINCTION 


UNIFORMITY 


“The Soots in Lhe Paid Bae” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS ~— GLASS CUTTERS 


SERVICE 
Keeps you informed at all times 
of the Net Cost on approximately 
30,000 items of Hardware 


Masback Hardware Co. Inc., SO Warren St.,New York 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax CoMPOUND Co. 
Fort Wayne, Ind. 





@at MAY 27.1908 











Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 


Write for prices.: 


Spargo Wire Co., Rome, N. Y. 


Bronze 











and Copper 
Makers of Every 
Kind of Screw, 


coe Nut and Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 

















Ask your jobber for 


- CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 























Q. Lindemann & Co. 


“BIRD eaves men 
CAGES Established 1863 


35-37 Wooster Street, New York 






Meet every ‘‘call’’ 


Taste in percolators varles—but the 
Rome complete line meets them all. 


And meeting the ‘‘call’’ means profit- SAL YN 
able turnover, ‘(ROME 
Write— vagy’ 4 


ROME MFG. CO. 
Facteries and Offices, Rome, N. Y. 

















UNIVERSAL €?an 
CLAMP 
Adjustable, Two sizes will clamp any hose of any 
diameter. Made from cold rolled stee] out of wire. 
No rough edges to cut hose. Put on in less than a 
minute. Everlasingly leak-proof. Order Universal 


Hose Clamps. ‘Trademark on every clamp and car- 
ton. Get them from your jobber—or write us, 


UNIVERSAL earn” CORP. 
Hackensack, N. 














UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 
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Classified Opp 











Set Solid, Minimum 50 words 
An Effective Low Cost Contact with Hardware Man- ee is 6 6600 066600666000 600600866086 
afe Manufac rs’ Agents, Jobbers, Jobbers’ All peg Be seem | 6 0 6: nG08450060%% ee Giene 4.00 
cturers, - ture ° ee eer . « 
Salesmen, Retailers and Retail Salesmen. 1 inch Ree” soccecces KECU CS HUE S806 cHnesecnnenseeekanes ° 500 
i aiden Ob od 60 eb 6b e bee ONS OENee Obes 4.00 


4 insertions, 10% off; 8 insertions 15% off 


No illustrations accepted for these pages. 
Remittance Must Accompany Order 


Allow seven words for Keyed Box Number Address. 


50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Business Opportunities 


Help Wanted 














: FOR SALE 


Cement Coated Wire Box Nails 


Sem GED cocevcececessess 4d 
Mba TTTTTT CTT 5d 
450 Wr TeTTT TTT TTT. 6d 
Pe 60g ne o8eneeneeseus 7d 
Plain Wire Nails 
BD GER cccscccose 7d Box 
1200 6 #9 HOt OESS4 12d Common 
Above Nails are in our Brooklyn 
Warehouse. 


Low prices will be quoted on any, or 
all, of the above quantities. 


J. K. Larkin & Co., Inc. 
253 Breadway. New York 











Manufactory 


Buffalo for the 
of hardware, barrel 
Modern factory build- 
ing, foundry, and_ office building. 
37,000 square feet floor space. This 
plant is running one third capacity 
and doing business $15,000 month. 
Actual inventory value _ building, 
land, equipment and stock $190,009. 
Bank will sell complete at $75,000 if 
taken at once. Small amount cash 


required. 


Complete plant 


manufacture 
faucets, etc. 


i Lp fe i i i, i, i i i i i i a 
le i i i i i i i 
-_wwvwww eee eS eS 


Hunt, Brisbane Bldg. 


Buffalo, N. Y. 


-_TwTryrTyrTYrTreeerferpn 7 7" 
~~ www ewe ees eS CS 
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FOR SALE—Retail hardware and coal busi- 
ness (established nearly eight years), Clawson, 
Michigan, a thriving village of nearly 7,000 peo- 
ple, 14 miles north of Detroit. Sales average 
better than $50,000 per year. Cash preferred but 
terms ca nbe arranged. Reason for selling, to 
adjust an estate. For information communicate 
with L. E. DEELEY, 2012 First National Bank 
Bldg., Detroit, Michigan. 


HARDWARE BUSINESS FOR SALE—A 
live going concern doing nearly $100,000.00 
annually in retail hardware and _ houseware. 
Location unsurpassed in vicinity of Cincinnati; 


no limit to future developement. One of the 
and best established 





best equipped, best payin 
institutions of the kind A the state. A real 
class opportunity. $30,000.00 required. 


high 
Owner retiring on account of age. Address Box 
G-646, care of Harpware Ace, New York. 














FOR SALE: HARDWARE STOCK, Eugene, 
Oregon. Sales last year $266,000. Well estab- 
lished business; owner wants to retire. Best 
location in town of 18,000 with wide territory 
tributary. Good jobbing business can be de- 
veloped. Long lease on new store, low rent 
$40,000 will handle. Great opportunity. Lee- 
Wetherbee-Newell, Eugene, Oregon. 


PATENT RIGHTS FOR SALE—The Amer- 
ican and Canadian patent rights of a cheese 
mould and press suitable for home or farm use. 
Exerts continuous pressure. Makes cheese 2 to 
18 pounds weight. Made of tinplate or alumi- 
num, Strong and compact. Can be retailed 
$5.00 to $10.00 and show big profits. Awarded 
two medals at British Dairy exhibitions. Is also 
adaptable for meat press and ham retainer. Will 
sell outright or on cash and royalty. Address 
Box G-642, care of Harpware Ace, New York. 


WILL SELL HARDWARE, PLUMBING and 
heating business. Established seventy years. 
Surrounding country trade mainly dairy farm- 
ers; thrifty, good pay. Rent rooms for Govern- 
ment Post Office. Moving Pictures. Own build- 
ing; will rent or sell building. Reason for sell- 








ing, poor health. Bargain for quick buyer. 
Business will stand. investigation. J. J. ° 
McLOUGHLIN, Poland, N. Y. 





FOR SALE—Hardware business in center of 
retail district, Orlando, Fla. Good growing 
business and six year lease on building. Good 
reason for selling. This is the best opportunity 
in Florida. Address BOX 548, Winter Haven, 


Florida. 


A 





FOR SALE—To close an estate—a hardware 
store well situated in Northern Tennessee town. 
Stock in excellent condition—will inventory be- 
tween $5,000 and $7,000. Good opportunity for 
a live merchandiser. Address Box G-640, care 
of Harpware Ace, New York. 





FOR SALE—Locksmithing, builders hard- 
ware and cutlery store in Connecticut, 50 miles 
from New York. Doing good business; estab- 
lished 40 years. Clean staple stock. Will 
amount about $10,000. Owner retiring. Write 
A. G., 31 Hurlburt St., New Haven, Conn. 








} We have speeial facilities for bending 
and forming steel tubing in size up to 

"OD. Our equipment is also especially 
adapted to machining small cored mal- 
leable or forged steel parts. 

Where the above material is required 
in polished and nickel plated finish, our 
facilities for doing this work ourselves 
on a low cost are very favorable. 

We have complete marketing connec- 
tions for preducts of this character if 
necessary. 

Your inquiries will receive prompt at- 
tention, and quality and workmanship 
are guaranteed. 


Chicago Handle Bar Company 
SHELBY, OHIO 
Established thirty years ) 





























Help Wanted 


WANTED: 12 YOUNG MEN between 25 
and 30, with high school education and at least 
one year’s experience in retail hardware store, 
to sell to retail dealers, high grade, nationally 
advertised specialties, for well known and long 
established manufacturer. One month’s pre- 
liminary training course all expenses paid. 
Salary while on the road $100 a month ana ex- 
penses to start. Promotion to regular sales 
staff later, and no limit to opportunity or com- 
pensation thereafter, according to ability dis- 
played. Applications must give age, nationality, 





education, and suitable references both as to 
character and ability. Splendid opportunity for 
right men. Address Box G-641, care of Harp- 


wARE AGE, New York. 





WANTED— A FIRST CLASS MAN who 
can take charge of Hardware department, ad- 
vertising, and window trimming in retail hard- 
ware store. Address Box G-639, care of Harp- 
WARE AGE, New York. 








HELP WANTED—One or two experienced 
builders’ hardware salesmen, capable of estimat- 
ing contract work. Unlimited opportunity with 
large house in Middle West. Address Box 
G-623, care of Harpware Ace, New York. 





SALES MANAGER WANTED 


By eastern hardware 
qualifications in full 
pondence will be considered entire] 
Box G-636, care Harpware AGE, 


jobber. State your 
in first letter. Corres- 
confidential. 
ew York City. 








WANTED—SALESMEN. Well acquainted 
with retail hardware trade for states of Texas, 
Wisconsin, Oklahoma, for well known tool line. 
Address Box G-648, care of Harpware AGE, 
New York. 





SALESMAN WANTED—Eastern Pennsyl- 
vania hardware jobber requires experienced 
salesman for New Jersey. Address Box G-647, 
care of Harpware AGE, New York. 


Positions Wanted 


WANTED—POSITION in retail hardware 
or general line store by traveling salesman, mar- 
ried, age thirty-seven. Five years’ general 
store experience and fourteen years traveling 
salesman, selling farm equipment and ventilators 
for farm buildings, creameries, garages, etc. 
References exchanged. Address G-643, care of 
HARDWARE AGE, New York. 











_POSITION WANTED BY SALESMAN with 

six years’ experience selling high grade line of 
cutlery and mechanics’ tools in the territory of 
Atlantic Coast States. Would consider any terri- 
tory. Thirty-one years of age. Address Box 
G-625, care of Harpware Ace, New York. 


_ SALESMAN, WELL QUALIFIED for any 
line advertised in Hardware Age, desires to 
connect with manufacturer or jobber, calling on 
trade in Eastern Tenn, and Piedmont section 
of the Carolinas. Know manufacturing, adver- 
tising and merchandising. Age 37. a a 
honesty and ability unquestioned. Address 
Box G-631, care of Harpware AcE, New York. 


POSITION WANTED —Position with an up- 
to-date hardware company, where ten years’ ex- 
Eee in the general hardware business would 
¢ appreciated and mutually enjoyed. Have 
had five years’ experienc in buying and three 
years of store management. Thirty years of 
age, married and can furnish excellent refer- 
ences. Address Box G-618, care of HarpwaAre 
Ace, New York. 


HARDWARE EXECUTIVE ~~ (Wholesale) 
with twenty-five years’ experience as buyer and 
sales developer. With large jobbers in Southern 
and Western States (St. Louis). Have the abil- 
ity to take charge of general line hardware, 
cutlery, sporting goods, builders’ hardware, etc. 
Would like to connect with manufacturer or 
live jobber. Highest business references. Ad- 
dress Box G-637, care of Harpware Ace, New 


ork. 














Sales Accounts Wanted 


HIGH PRESSURE REPRESENTATIVE 
intimately acquainted and well introduced with 
chain store trade desires exclusive sales agency 
New York, New Jersey and Philadelphia for re- 
sponsible manufacturer of hardware or household 
specialties capable of large turnover. Address 
Box G-624, care of HArpware AcE, New York. 








SALESMAN ESTABLISHED in the Metro- 
politan district and in close touch with the job- 
bing hardware, housefurnishing, chain store and 
other large buying interests, would represent a 
reputable specialty manufacturing concern on a 


commission _ basis. Correspondence _ solicited. 
Address Box G-644, care of Harpware AcE, 
New York. 








SALES ACCOUNTS WANTED—Manufac- 
turers’ representative calling on hardware job- 
bers in the States of Minnesota, Wisconsin, and 
Upper Michigan, looking for additional lines 
from reputable manufacturers. Well acquainted 
with general hardware and tools. Address 
‘. C. Swenson, 402 Boston Block, Minneapolis, 

inn, 
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Sales Accounts Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 








LIVE WIRE SALES ORGANIZATION 
wants new items in Hardware and Electrical 
Specialty field. Selling Jobber with Dealer Tie 

p or Direct to Dealer thru more than 400 
established Dealer accounts gives immediate re- 
sults on lines we handle. We cover Cincinnati 
Trade Area and have ample warehouse and 
handling facilities for Manufacturers’ Stock. 
Commission Basis only. Monthly Settlements. 
Investigation will prove we are 100% respon- 
sible financially and as to Policy. What have 
you to offer? Address Box 645, care of Harp- 
WARE AcE, New York. 





Sales Representatives Wanted 





WANTED: FACTORY REPRESENTATIVE 
calling on large hardware dealers, house-furnish- 
ing trade, department stores, and restaurant sup- 
ply houses. We have excellent line of steam 
pressure cookers to be sold to above trade on 
commission basis. State territory covered and 
lines now handled. Jubilee Mfg. Co., Omaha, 
Nebraska. 








) = moran: 

) Let Us Help You Word 
Your “Want.” 

HARDWARE AGE 


“DEPENDABLE WANT ADS” | 














‘Not represented at present 


WANTED SALESMEN, familiar with the 
retailer, and jobbers hardware trade, desiring a 
good side line, to sell our hardware specialties. 


Write full particulars as to territory, experience, 
Address 





references, ———- expected, etc. 
Spencer Screw Co. .. FP. O. Box 1902, Springfield, 
Mass. 

SALESMEN WANTED—A sside line that 
will net you more than your regular line. To 
sell Ezy-On Lace Boots and Cold Patches. 
Heretofore this company has_ sold_ entirely 
through the jobber, but now-is going to sell 


The line is well estab- 
lished and pays a liberal commission, For 
further information, inquire Tennessee Rubber 
Co., Inc., Murfreesboro, Tenn. 


direct to the retailer. 





WE REQUIRE THE SERVICES of an ex- 
perienced, first-class salesman or sales organiza- 
tion selling the jobbing trade in the iddle 
West to sell a line of cold chisels, punches, nail 
sets, screw drivers, etc. No objection to having 
the line carried in connection with other lines 
providing the proper representation is given. 
in this territory. 
Address Box G-622, care of Harpware AGE, 
New York. 





SIDE LINE SALESMEN wanted tto sell 
staple line to retail hardware and general store 
trade. No samples to carry. Pocket list. Well 
advertised line that sells freely and in volume. 


Well known in the trade. Commission only. 
Write to Sales Manager, 525 N. Ada St., 
Chicago, stating territory you cover, lines 


handled and references, 














SIDE LINE ‘$1.00 LEADER”: Want sales- 
man to sell our “Six for One Household Brush 
Set” to retail trade on commission. It is a new 
special for dollar day sales. Jean Caro Prod- 
ucts Co., Freeport, Ill. 


IF YOU REPRESENT MANUFACTURERS 
and are calling on the dealer trade, electrical 
and hardware, and cover your trade frequently, 
we may have a number of income-producing 
items that you can sell your regular customers 
on a straight commission basis. Write us what 
you are now selling and where, and we will 
tell you what we have got and how much. Ad- 
as Box G-638, care of Harpware Ace, New 

ork. 








| HARDWARE AGE, ) 
New York, N. Y. 


Gentlemen: 

The results from our ad which 
appeared in your publication were 
very gratifying, having received be- 
tween fifty and seventy-five replies, 
resulting in several sales connec- 
tions. 





Very truly yours 








(Name on request) ( 

















58 YEARS AGO 


Priest’s C were 
introduc Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 


American Shearer Mfg. Company 
Nashua, N. H. 

















Harvey Hubbell, Inc. Bridgeport. Conn., U.S.A. 


Better Machine Screws 
for the Flardware Trade 




















Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., are Vt. 
Sales Dep 


1015 Union Bank Bide. 


The “TORREY” 
A Real Man’s Razor 
Send for Catalogue of Full Line 
J. R. mm, err" co. 


= 


Hose runpempegend 
MANUFACTURERS 


connecting hose smooth 
faucets. Slips on and Orr nate. 
fg vt Mfg. 
Germantown Ave. 
What have you to offer in the way of quick 
selling merchandise? Let one of these *‘gmall 
card’’ advertisements help you increase your 
business. The cost is only $8.00 per inser- 


Pittsburgh, Pa. 




















eg Pa. 
HARDWARE AGE 
239 W. 39th St. New York, N. ¥. 








American Can 


ACK IRON GALVAN 








American Can Company 








J. L. THOMPSON MFG. CO. 
. Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS— 








eye and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse 11 ete 


Oil, 





Syracuse, | York 


[SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 














Send for our Catalogue of 


GRANITE 
CUTTING TOOLS 


Trow & Holden Co., Barre, Vt. 


! 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 








AXES SCYTHES 


Scythes since 1812, Axes since 1800 


|RIXFORD 255,59 


East Highgate, Vt. 








LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 
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4 few Cincinnati homes that 
are typical of the many thou 


Carey Asfaltslate Shingles. 





-THE SHINGLE THAT NEVER CURLS «| ene 


ASFALTSLATE 
SHINGLES 


ronds being covered with VF SHINGLE THAT NEVER CURLS 
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The Shingle Your 


Customers Want-And Need! 


RE you selling shingles that make houses more 

serviceable, more saleable, more attractive? 

Such shingles are the only ones on which you can 
build a substantial, permanent business. 


Thousands of dealers prefer to sell Carey Asfalt- 
slate Shingles, “the Shingle that Never Curls” be- 
cause they know these shingles give better satis- 
faction and make more friends for them. 


Bruce & Hunsche, prominent builders of Cincin- 
nati, are typical of good builders everywhere. They 
say: “The Carey Asfaltslate Shingle is a perfect 
shingle from every viewpoint. It is non-curling; 
it protects; it is artistic; it is lasting. It answers 
every requirement. We recommend this shingle.” 


Carey Asfaltslate Shingles come in three splendid 
colors: red, blue-black and the new “Silver-Green.”’ 
These colors are always in good taste, never grow 
tiresome and become more and more attractive 
with age. 


You’ll make satisfied customers by selling Carey 
Asfaltslate Shingles—“the Shingle that Never 
Curls.” They cost less in the long run. 


THE | 
PHILIP CAREY 
COMPANY 


521-541 Wayne Ave. 
Lockland, Ohio 


'| Carpenters recognize at | 
‘| onee the superiority of 
|| this 50% larger 
‘| sningle—that gives a 
|| 5-inch exposure and 
makes a 3. thickness 
roof. 




















THE PHILIP CAREY COMPANY 


521-541 Wayne Ave. 
Lockland, Cincinnati, O. 


Gentlemen: Please send copy of ‘‘Be- 
fore You Build’’ booklet and sample to 


PD * oi ees ctdsdecboicosdssoeeeeees 
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FOSTER 400 


NEW PARLOR FURNACE 





Beautiful Outside ~ Practical Inside 


The Heater With Self-Cleaning Fire Pot 


The first thing people demand in a heater 
is APPEARANCE. The beautiful rich 
grained mahogany finish of the Foster is a 
credit to the furnishings of the finest parlor 
or living room. It shows it. 


The next consideration is efficiency. ‘Will 
it heat adequately and continue to do so?” 
It proves it—heats comfortably four or five 
connected rooms in coldest weather. 


“What about installation?” The Foster 
Parlor Heater can be instantly installed in 
any room with a flue connection. No base- 
ment required. 


“What makes it self-cleaning?” The fire- 
pot is made larger at the bottom than at the 
top. The ashes fall away from the sides and 
leave a clean surface exposed to the fire. 
This construction not only insures maximum 
heat radiation, but minimum fuel consump- 
tion. 


Besides homes, this new furnace is recom- 
mended for heating small churches, school 
rooms, halls, stores, etc. 


We want to send you full particulars about 
the Foster. We stand squarely back of every 
Heater and every Dealer who handles “The 
Foster Line.” 


Write us. 


The Foster Stove Co. 


Makers of “THE FOSTER LINE” 


its 


Parlor Furnaces, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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Ironton, Ohio 
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4 
Eight numbers comprise the line. 


Two of them—No. 12 and No. 14—are little 
gems. 3-quart founts, one with nickeled trim- 
mings. 

From No. 15 in all black, to No. 1900 which 
has blue porcelain enameled body and nick- 
eled trimmings, there is a style at a fine price 
range that will enable you to meet any of your 
trade demands. 


Features are: Solid feet and base; either leaded 
steel founts or copper bowl with brass top 
founts; handsome perforations; lattice fronts; 
ventilator tops; a burner that has crown wick 
stop, straight alignment and rigid footing of 
the flame spreader support; smokeless com- 
bustion; practicable automatic oil indicator. 


New York 
Philadelphia 


Baltimore 
Chicago 
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Sell 
Perfect 
Comfort 





NESCO PERFECT | 
OIL HEATERS 


















June 11, 1925 


HENEVER you sell a NESCO 
PERFECT OIL HEATER you 
sell Perfect Comfort because: 


The Nesco Perfect gives satisfac- 
tory service. 


The Nesco Perfect is attractive in 
appearance. 


The Nesco Perfect gives real heat 
without smoke. 


The cold room; the room on the 
wind side of the house; the room 
that needs extra heat— these needs 
supplied at once with a Nesco Per- 
fect Oil Heater. 


Folders for circularizing your trade 
are ready for you. 


Write for prices and full information 
about the various styles. 


NATIONAL ENAMELING AND STAMPING CO.,, Inc. 


912 St. Paul Avenue, Milwaukee, Wisconsin 


St. Louis 
Granite City, IIl. 


Milwaukee 
New Orleans 









